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| o select dealers of g00d stand- 


ing in their prospective communities 
EO AREER ERE TE 


of the Goodrich Ten 

Points of Profit at first glance may seem 

to concern Goodrich only; yet, the selection 

of dealers of good standing is not only good 

business policy for a manufacturer, but also 

a protection for every dealer who enters into 
this select class. 


It profits a dealer to know that every other 
dealer, handling the same brand of tires as 
he, is a man of high standing; one who has 
a position of respect and prestige in his com- 
munity; one who deals on the same high 
plane with himself. 


It is a sagacious principle, but it is a fine 
one—a worthy exponent of the other nine 
Points of Profit. Read them all. They are the 
Decalogue of the great fraternity of Goodrich 
Tire Merchants. 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 
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The Goodrich 


IO points of profit 


~ A product of honest 


value. 


2— Marketing through 


dealers. 


Dealers of good 
standing. 


i— Safe and permanent 


supply. 


~ Dealer advertising 


support. 


9— Protectionof Dealers 


established trade. 


‘— Atire for everytrans- 


portation need. 


»>—~ Fair and competitive 


price schedule. 


~ Original equipment 


program with car 
manufacturers. 


\- Square deal in all 


transactions. 
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“Best in the Long Run” 


t office at Chicago, IIL, 


under Act of March 3, 1879. 
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This Dealer’s Plan Prevents 


Adjustments 


“Since we have installed the rendered promptly and no ad- 


Burroughs Simplified Account- 
ing Plan, we have realized what 
a wonderful asset it is to any- 
one’s business. During the past 


justments of any kind. 


“You cannot realize the value 
of the Plan until you have seen 
it in operation. We would be 
glad to show it to anyone at any 





year, we have been in a position tne.” 
to render a trial balance any a ia il 
time of the day. Statements St. Louis, Mo. _— 


Burroughs Adding Machine Co., 
6421 Second Blvd., 
Detroit, Michigan. 


Please send me the folder describ- 


; Thousands of automobile and accessory dealers use the Burroughs 
I 

ing methods used by Mori Brothers | 
: 
| 
| 
| 
| 
: 
| 
| 
| 


Simplified Accounting Plan. Phone our local office for free demonstra- 
tion or mail coupon for folder describing methods used by Mort 
Brothers Motor Company, Hudson-Essex Dealers, Vineland, N. J. 
Motor Co., Vineland, N. J. 











Name BURROUGHS ADDING MACHINE COMPANY 
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A trite but true adver- 


tising phrase: “There 
is none genuine except 
the original’- 


SE-MENT-OL 


Reg. U. S. Pat. Off. 


Motorists have used it for 
fifteen years. Its strength has 
come like that of the oak— 
by steady, consistent growth. 


FORD SIZE 
50c 


STANDARD 
SIZE 
75¢ 





NORWESCO 
Marietta, Ohio. 
Toronto, Ont. 
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There is just one test for any product, and 
that is—DEMAND. 


The ripple of applause that greeted the pio- 
neer Miller Bus has become a thundering 
endorsement that will not down. 


Miller Busses dot the highways from coast 
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13 Years Before the 
First Ford = 


Since 1890—35 years ago—Miller 
has been building dependable ve- 
hicles; adopting new ideas, but 
clinging always to the good old 
ideals—honest workmanship and 
sincere service. 











\ "Since 1890’ j 
2) 


to coast, and back again. And still the orders 
come piling in! Many from distant ports, 
too. For the news of Miller proved perform- 
ance has spread half-a-world away. Two 
great factories are hard put to keep delivery 
schedules. What better proof of merit than 
this evidence of enduring prosperity! 


Write today for detailed specifications, and J 
some mighty interesting facts and figures. 


The A. J. MILLER CO., BELLEFONTAINE, O. 


December 3, 1925 
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This symbol means that Studebaker prices do not 
include the profits of outside body-makers 





No other car of equal or greater 
power (according to the rating of 
the Society of Automotive Eng1- 
neers) approaches the Studebaker 
Big Six 1n sales either in the United 


States or abroad — another reason for 
the increasing value of the Studebaker 


franchise. 


THE STUDEBAKER CORPORATION 
OF AMERICA 


SOUTH BEND, INDIANA 


I S$ A Ss TT U DEBA K ER 
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Nash Leads the World in Motor Car Value 


2 /% Increase in 


Nash Retail Sales 


for Ist Two Weeks of November 
over Same Period Last Year 


The buying response to Nash’s announcement 
November Ist of drastic price reductions, with 


QUALITY UNCHANGED, was instant and 


country-wide. 


Reports from the Nash dealer organization covering 
the first two weeks of November show that retail sales 
are already 27% ahead of the record set during the 
same two weeks of last November—and last Novem- 
ber was the greatest November in all Nash history. 


For 14 consecutive months the outstanding 
QUALITY and VALUE of the Nash product have 
swept sales far past the high marks hung up by the 
corresponding months of the previous year. 


Now—with these new low prices—Nash Special 
Six and Advanced Six models lead their field by an 
even greater margin of VALUE. 


So that now at a time when the trade generally is 
finding business dropping off Nash dealers are beat- 
ing their best previous sales records. 


(2597) 


NASH 
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Diseases That Never Occur 
Kamco Equippea Motors~ 


) Oil-Pumping—Fouled Plugs 





Piston Slap—Vibration 
Oil-Dilution—Over-Heating 
Poor Compression—Sluggish Motor 
Cylinder Noises—Carbon Knock 
Ask Your Jobber 


MC 


Cushion 
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RAMSEY ACCESSORIES MANUFACTURING CORPORATION, St. Louis, Mo. 
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ENGINEERING 


The Chrysler engineering staff is without 
an equal in its ability to design and build 
automobiles that people want to buy. 
Chrysler refinements and improvements 
in design and manufacture, plus Chrysler 
stamina and long life, are the greatest sales 
features now on the market. The new 
Chrysler Six and Chrysler Four are vivid 
examples of unflagging and unsatisfied zeal 
for a better product. This leadership in 
beauty, in performance, in durabilityisthe No. 1—Profit 
root and source of the constantly growing No. 3—SalesEeatures 
sales and profits for Chrysler dealers. File N° 4~Fotios 


No. 5—Growth 


your application for a franchise without No. 6—Co-operation 
° ° ° ° No. 7—Territory 
delay—we will hold it strictly confidential. No. s—Engineering 


This is the eighth of a series of important messages dealing 
with the fundamentals of a successful and profitable dealer- 
ship. Those which have gone before, listed in the adjoin- 
ing margin, are well worth your reading. We will gladly 
send you copies of this entire series to date upon request. 


CHRYSLER SALES CORPORATION, DETROIT, MICH. 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONTARIO 


CHRYSLER 


SIX ~ FOUR 
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Summary and Index of Important Events in 


This Week’s Automotive News 


Detailed Stories from Motor Ace Staff Writers and Special 
Correspondents Appear in News Section Beginning on Page 32 


be carried over on dealers’ floors into 1926. 
Sales maintain better than normal stride. 
Page 32. 


Rv enstetons estimate 500,000 cars will 


Cleveland, O., automobile dealers arrange 
method of training service men. Page 33. 


W. L. Buck heads newly inaugurated used car 
division of Oakland. Page 43. 


A. E. A. holds big meeting to boost Christmas 
selling campaign. Page 33. 


Wisconsin Chrysler dealers use novel insur- 
ance plan. Page 34. 


Final draft of bill to cut automobile war taxes 
is finished. Page 34. 


Nash distributor and dealers in Chicago in- 
augurate “Winter Week.” Page 32. 


Reo financial statement shows profits of 
$5,422,181 for fiscal year. Page 35. 


Hudson output up to present time is already 
double that of entire twelve months of 1924. 
Page 35. 


Oldsmobile survey finds that de luxe models 
are best sellers. Coach is most popular with 
sedan next. Page 37. 


Head of U. S. mission tells Akron manufac- 
turers U. S. should grow its own rubber in 
Philippines. Page 36. 


Parts and accessories set new record for pro- 
duction in October, M. & A. M. A. survey shows. 
Page 36. 


Director Barber of conference on street and 
highway safety tells Hoover of progress made 
during 1925. Page 38. 


Machine tools in demand by dealers of south- 
east. Page 42. 


Nash production and sales set records during 
first ten months of 1925. Page 42. 


Group of New York men purchases Kelly- 
Springfield Motor Truck Co. at Springfield, O., 
master’s sale. Page 35. 


Dealers in Cincinnati keep new cars moving 
quickly and used automobile sales are given big 
impetus. Page 37. 


Hudson dealer in Detroit announces new 
plan whereby cars may be bought on weekly 
purchase system. Page 38. 


New carburetion principles and stressing of 
more complete lubrication will be features of 
national shows. Page 39. 


Old Motor Works adds E. J. Shassberger as 
territorial analyzation manager and E. F. 
Glenny as supervisor of territorial representa- 
tion. Page 39. 


Louisiana dealers report good business in No- 
vember with condition throughout state better 
than for last four years. Page 39. 


In Next Week’s Issue—The Roadster Plays a Comeback 
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WHY DEALERS WANT SOUND FINANCING 


Time Sales of New Cars 
Should Be on Basis of One- 
Third Down and Balance 
in 12 Months, Without Re- 


tailer Endorsing Notes, De- 
clares President of N. A. 


D. A. at Convention of Au- 
tomobile Credit Bankers. 


By C. E. GAMBILL 


roads. Upon its decision rests not alone the future 
of finance companies, but the future of the motor 
car industry itself. 

An important question presents itself as we prepare 
to go into the year 1926. That question is “Shall auto- 
mobile time payment be the handmaiden of legitimate 
credits, or shall it become credit perversion to make an 
extra dividend holiday ?”’ 

No one today questions the legitimate use of the major 
portion of the automobile time payment business. The 
people of this country have accepted it as a commonplace 
that automobile ownership, being a direct operating item 
in the daily life of mankind can rightfully be paid for 
out of current income. 

In arriving at this point it must not be forgotten that 
we have been helped by a great national prosperity and 
that our general gains have been ample to absorb with- 
out serious shock, the minor losses and inconveniences 
caused by this re-adjustment. But the time has come to 
ask ourselves how much farther can we trust to general 
business conditions alone, and disregard those precautions 
which good business demands we take to preserve what 
we have and to get what in the future may rightfully be 
ours. 


A roads. Une financing stands today at the cross 


Right Basis Declared 


Approximately a year ago the National Association of 
Finance Companies was formed here at Chicago and 
adopted as its basic principle, that the safe limit of auto- 
mobile time payment financing was reached when sale was 
made for one-third down, and a deferred balance com- 
pletely payable within 12 months for new passenger ear 
business. 

The original position of the National Association of 
Finance Companies might have been a mistake, in so far 
as it attempted to fix details, since we have seen during 
the past year a general disregard by some of the largest 
finance companies of its promise. Yet with the spirit of 
that declaration we are most heartily in agreement, for 
behind that utterance was the thought that there is a 
limit of safety beyond which credit terms cannot go, and 
this at least must be respected as sincere effort to map 
those limits. 

Nearly two years ago the National Automobile Dealers 
Association stated the principle in virtually the same 
words as were adopted at the finance association meeting 
here a year ago. As an organization we have had no reason 
to retire from that position. There may be periods in 
the domestic situation when because of general prosperity 





C. E. Gambill 


President of the National Automobile Dealers’ Association and 
Hupmobile distributor and dealer in Chicago. 


modifications may be made of this policy, but we do not 
believe that the time has yet come to substitute a more 
liberal policy for the one then declared. We regard the 
keenest danger from a modification of this principle as 
coming not from the direct financial loss that might result 
from individual sales of automobiles, but as a wiping out 
of all sense of the importance of determinable credit 
limits. 

This fear is supported by our own knowledge of human 
frailty. Attacking the barriers of good credit are the 
ambition, the greed and the recklessness of automobile 
manufacturers, dealers and credit bankers themselves. 

Interpreted in concrete terms we have the following 
practical situation confronting us as we go into the new 
year: 


Huge Production Facilities 


Automobile manufacturing plants have been built up to 
a capacity of around 6,000,000 units a year. Even with the 
unprecedented business of 1925 this means that actual 
production was only about 70 per cent of productive 
capacity. There is a tremendous temptation to automobile 
manufacturers to keep plants operating at full capacity, 
because the nearer this can be done, the more certain 's 
the manufacturers’ control over his productive costs and 
the certainty of his profits. 

Time payments have enabled manufacturers and dealers 
to flatten out some of the peaks of automobile sales, but 
it is extremely doubtful if any method can ever be devis«! 
by which an equal volume of sales can be made in @'! 
months or within quarterly periods. 

Delivery movements based upon unsound time paymen: 
may be an impetus which seemingly will further flatte: 
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out these peaks, but in our opinion such deliveries them- 
scives are filled with more danger than the seasonal slack- 
ness of sales themselves. It is the repossession danger 
which is feared by every substantial dealer in the business 
today. 

This fear is not based wholly upon imagination. The 
business still has within the experience of even its new- 
comers, the memory of practices in the truck industry 
from which that industry is just again beginning to lift 
its head. That was the effort to place motor trucks in the 
hands of people financially incapable of making a satis- 
factory down payment, and relying upon the earning 
capacity of the truck itself over a long period of months 
to pay the deferred balance. Usage to which the vehicle 
was put often depreciated it so severely that months be- 
fore the final installment was due, the value of the vehicle 
was less than the unpaid equity with the result that 
operators left vehicles standing in vacant lots and upon 
the roadside when defaulting payments. 


In the case of the truck, the buyer had the added in- 
centive of making his own living from the ownership and 
use of the vehicle. With the passenger car there is not 
the necessity of possession as a tool of income that was 
entailed in truck ownership. 


' Methods of Financing 


There are three methods used today in automobile 
financing, each of which has its own advantages and 
penalties. One is the time payment sale without recourse, 
another requires dealer endorsement upon all paper, and 
a third is non-recourse with a re-purchase agreement 
which in effect amounts to endorsement. Finance asso- 
ciation records of a re-possession show a remarkable 
record of credit without loss, because the finance com- 
pany either has had the dealer endorsement guaranteeing 
them against loss, or the facilities of dealer organiza- 
tion to repossess the automobile and resell it for the 
finance company account. 


Even in those time payment transactions without re- 
course the finance company has universally “loaded” the 
rate in advance of experience to protect themselves 
against what experience alone can prove or disprove. 
When the experience has been favorable, it is true that 
these charges have been reduced, but there is a point 
beyond which even finance companies cannot go, based upon 
the law of averages and statistical experience. If in the era 
into which we are going, limits of safety are to be dis- 
regarded, this means that higher initial rates must be 
charged on non-recourse paper to protect the finance 
companies against bad deals, which again creates sales 
resistance for the dealer which may curtail his merchan- 
dising yield. If on the other hand safeguards are to be 
weakened and the dealer endorsement required, the finance 


companies are subjecting the dealer to a risk which they 


themselves are unwilling to take, and which may work 
disaster upon the dealer and force the finance companies 
to establish car merchandising and car repairing depart- 
ments of their own. This to handle the vehicles that 
would have been handled by the dealer, except that he has 
been put out of business by universal bad practice. 


In this connection we will say that we believe it is 
extremely unwise and a matter of poor business practice 
for either manufacturers or finance companies to insist 
upon dealer endorsement of finance company paper with- 
out also permitting the dealer to set up a reserve against 
the possibility of repossession and resale. If the dealer 
Is to be a guarantor of the integrity of the buyer, then 
he should be allowed a guarantor’s privilege of a reserve 
for such endorsement. | 

\utomobile discounts to dealers today are practically 
the same that were fixed in the days when fully 95 per 
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MOTOR AGE here presents an address by C. 
E. Gambill, president of the National Automobile 
Dealers’ Association, before the National Asso- 
ciation of Finance Companies in Chicago, Nov. 16. 

Mr. Gambill offers not only some highly inter- 
esting observations on the subject of automobile 
financing, but he makes a statement of the N. A. 
D. A.’s position on various phases of this import- 
ant question. : 











cent of automobile sales by the dealer were for cash. 
Since these discounts were fixed, conditions radically 
different from those of the early days have crept into 
automobile merchandising and the dealer’s margin between 
gross discount and net profit is today a very narrow one. 
That original discount never contemplated the time pay- 
ment business as it now exists, and certainly no provision 
was made in the original discount to cover the item of 
guarantee of time paper. 

Indeed, careful reflection would indicate that the most 
desirable handling of this paper from the dealer’s stand- 
point is for finance company acceptance of it without 
endorsement from the dealer at all. Dealers are con- 
stantly contending with the commercial bankers for 
adequate credit requirements and one of the most serious 
of these handicaps is the view the banker takes toward 
the contingent liability of the dealers’ endorsed paper. 
Elimination of endorsed paper, we feel would put the 
banker in a frame of mind where he would grant larger 
sums of credit for merchandise stocks than he is now 
willing to extend. 

This attitude of the bankers toward contingent liabili- 
ties has been one of the prime factors driving dealers 
to finance companies for floor plan financing, a function 
which in our opinion, should never be undertaken except 
from dealer capital or from bank loans. 


Dealer-Banker Relations 


This question of the dealer’s relation with his banker 
for years has been a ticklish one because of the marked 
difference between the character of the automobile dealer 
loans and the character of the run-of-the-bank loans. 
The banker in most instances still tries to measure the 
automobile dealer’s credit requirements by the same 
standard of net worth that he applies to the jeweler, the 
hardware merchant, or the dry-goods man without grasp- 
ing the important bearing that merchandise turnover has 
upon credit extension. The jeweler with a capitalization 
of $25,000 may be satisfied with a credit line of $10,000 
while in the automobile business, this much credit is 
required by a dealer who may not rate more than $7,000 
as is indeed the average in 75 per cent of the towns of 
the country where 65 per cent of the automobiles are 
sold today. 

But the jeweler is turning his stocks but once in 15 
months, and the hardware man and the dry goods man °- 
likewise, while the average automobile turnover is 6.6 
times per year. It is apparent to all of us in the auto- 
mobile business that the commercial banker must take 
into consideration this marked difference in turnover in 
favor of the automobile merchant as against other mer- 
chants, when establishing credit lines. 

But if automobile dealer endorsement is to be required 
on customer paper, then the dealer should be permitted to 
make a charge, say of two per cent, for making out the 
finance papers, looking up the references, handling the 
insurance documents and last but not least but most im- 
portantly, guaranteeing the payment of the deferred bal- 
ance in case of default by the customer. 

The automobile dealer is staking his business future 
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NATIONAL SHOWS ISSUE 
And Specification Number 


of 
MOTOR AGE 


Will be published January 7, 1926, and will con- 
tain descriptions of brand new 1926 models and 
about 40 pages of up-to-date specifications of pas- 
senger cars, trucks, taxicabs, tractors and motor- 
cycles, and many other special editorial features. 











upon a relationship which legally can be terminated any- 
where within from five to thirty days. His obligations 
may be assumed for a period of as high as five years 
(for example a building in which to operate) leaving him 
high and dry if a franchise is cancelled with pending 
liabilities without sources of income adequate to meet 
them. 
Danger of Sales Pressure 


While the bulk of manufacturers no longer force un- 
wanted automobiles upon dealers, there is always the 
temptation among manufacturers to put on sales pressure 
to the utmost limit. While the factory is learning the true 
condition in the field, the dealer may be suffering deadly 
financial pains. Is it any wonder then that the dealer 
helps the finance company to tear down the bars that 
provide safety to his business future, if he can but secure 
some peace of mind for his business present? 

The dealer in this dilemma may readily yield to the 
suggestion of a small down payment and longer terms 
in order to move automobiles from accummulating stocks, 
but this is a hypodermic that helps over the present with 
a possible dreadful toll of the future. 

Under the present practice of trading automobiles, it 
is doubtful if the great majority of owners of automo- 
biles in the price class below $1,000 keep a new auto- 
mobile longer than two years. What is to be the term 
limit so far as trade-ins are concerned? Are time pay- 
ments to be extended to such a limit that the buyer with 
his used car is back in the market for a new automobile 
before all liens outstanding against the car, offered as a 
down payment, have been paid? 

On a twelve months basis, most automobile dealers feel 
reasonably sure that the majority of their sales will be 
in such condition that if there was a change in the do- 
mestic financial situation, repossession could be made with 
minimum of loss to the dealer as well as to the finance 
company. But who will be so hardy as to proclaim that 
_he can forecast the exact business future of the nation 

for the next 24 months or even the next 18? 

Another point which the finance company must re- 
member, is that it stands as a trustee for the automobile 
dealer as in the matter of an adequate down payment. 

What constitutes the down payment in the average 
transaction of today? Generally a used automobile. 


The Used Car Danger 


To illustrate your responsibility suppose we consider 
a $1,500 new car deal with a $500 trade-in. The finance 
company in this transaction is called upon to finance a 
deferred balance of $1,000 on the new car. But this isn’t 
all of the picture. A few weeks later the finance company 
is advised by the dealer that he has a buyer for the used 
automobile and that he wants 60 per cent of the resale 
price financed. That means $300 more for the used car. 
The finance company has financed $1,300 of the total with 
two automobiles (both used cars now) as security and 
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with two possibilities of repossession as against one. 

It is important therefore that finance companies, to 
protect themselves, should insist upon proper operation 
of the used car department by the dealer at all times if 
he is to be a desirable finance customer. There is no way 
by which the dealer in the selling transaction can correct 
the mistakes made in the buying transtaction. The finance 
company’s peril begins the day the dealer buys at an ex- 
cessive price, and not the day he sells. If the dealer over- 
allows when buying, it is a certainty that he will attempt 
to over-price when selling and used cars sold too high 
come back when the customer realizes that he still owes 
on the car more than it is worth. 

We believe that the finance companies must recognize 
in addition to the individual feature involved in a financ- 
ing there must be a selection of automobile dealer risks 
for credit, and that time sale financing just as open credit 
or bank ratings, must be provided only for those who 
have business judgment and ability to run their business 
upon business lines, as well as an inclination to make 
good their promises. 

It is no longer possible for finance companies to plead 
ignorance of requirements of dealer responsibility. The 
National Automobile Dealers’ Association has shown 
finance companies and bankers how automobile dealers 
can be judged worthy of credit. In its great work on 
budget and chart control of dealer income and expenses, 
of accounting systems for dealer records, of comparative 
profit and loss statements, the National Automobile 
Dealers’ Association has provided a yardstick for every 
bank and finance company to measure every dealer requir- 
ing credit facilities. We are _ distributing model 
set-ups, which finance companies can check against the 
operations of the dealers to whom they are extending 
finance facilities, and unless there is at least a willing- 
ness and a spirit to work toward the aims set out in 
those budgets, we believe finance companies are treading 
upon dangerous ground in extending credit to dealers 
for their time financing. 


N. A. D. A. Recommendations 


In conclusion may we summarize the foregoing recom- 
mendations of the National Automobile Dealers’ Associa- 
tion as follows: 

1. We recommend that all finance companies adhere to 
the previously laid down rule of requiring a one-third down 
payment and completion of the deal within twelve months on 
new car financing. 

2. We recommend to commercial bankers that they revise 
their standards of commercial credit to allow greater credit 
to automobile dealers with fast turning lines of merchandise 
than to other merchants whose lines move more slowly. Turn- 
over should be given greater stress in determining ratios of 
credit to net-worth. 

3. We recommend absolute elimination of all dealer endorse- 
ment of customer paper as a means of removing a legal 
contingent liability which is not understood by the commer: 
cial banker and which shortens the actual credit granted by 
banks to dealers. 

4. We recommend that where automobile dealer endorse- 
ment is required, despite our previous recommendation upon 
this point, that the dealer be allowed to charge a sum sufficient 
to set up an adequate reserve to cover himself for the risk, 
he is guaranteeing. : 

5. We recommend that finance companies and bankers give 
greater attention to the matter of dealer accounting, requiring 
from dealers whose accounts they handle, monthly profit and 
loss statements, similar in form to the standard profit and 


loss form for dealers devised by the National Automobile 
Dealers’ Association. 


(The foregoing is the text of an address delivered by C. E. 
Gambill, president of the National Automobile Dealers’ Assocta- 
tion, at the second annual convention of the National Association 
of Finance Companies at Chicago, Nov. 16, 1925.) 
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The retail automotive dealer is more than a merchant. The intricate 
mechanical nature of the motor vehicle, for which he sells supplies, equip- 
ment and accessories, is such that the owner relies upon the dealer to give 
sound advice as to the adaptability of certain articles to fulfill the owner’s 
individual requirements. The dealer who meets this situation intelligently 
and supplies his customers with products that will give unquestioned satis- 


faction will build a profitable business. 





As the Editor Sees the Automobile 
Business 


Dealer’s Influence Over Car Owner's Purchases Is Great 
Business Asset 


BY SAM SHELTON 


ROBABLY in no other business does the dealer 
exercise so powerful an influence over the sale of 
merchandise to his customers as in the automobile 
business. In this business the dealer is a real authority 
looked upon by the car owner as an adviser capable 
of selecting and recommending the best accessories, sup- 
plies and equipment for the customer’s individual needs. 

The reason is found in the way the consumer uses 
automotive merchandise. This merchandise may be gen- 
erally described by three classifications: accessories, sup- 
plies and equipment. Merchandise in all three classifi- 
cations is used in connection with the operation of the 
motor vehicle. It is either placed within the vehicle 
or attached thereto and performs some definite function 
in connection with its operation. 

Much of it has to be installed by some sort of mechanical 
operation which the car owner himself is not equipped 
to perform. Some of it is consumed with regularity 
in the process of using the vehicle, and the manner and 
rate of consumption vitally affect the satisfactory op- 
eration of the vehicle. 

It is only natural then that the questions of size, fit, 
adjustment, adaptability to a particular car, and the 
like, should cause the car owner to rely upon the dealer’s 
experience and judgment in the selection of this sort of 
merchandise. And the dealer has a responsibility to 
perform in seeing that the car owner is properly advised 
so that the car owner gets the satisfaction that should 
come with the use of the merchadise the dealer sells. 

The dealer’s influence in the sale of automotive mer- 
chandise is strikingly shown by a survey recently made 
by the Chilton Class Journal Co., publishers of Motor AGE 
and other automotive business papers. 

Reports from nearly 2000 dealers showed conclusively 
that a great majority of car owners leave the selection 
of accessories and replacement parts to the dealer. 

In connection with accessories the questions were asked: 

What percentage accept your suggestions? 


What percentage demand the products of a certain manu- 
facturer and will accept no other? 


Complete answers to these questions were received from 
1763 dealers and the summary of their replies was as 
follows: 

The dealer’s suggestions were accepted by 75 to 100 
per cent of the customers of 1024 of these dealers, 

The dealer’s suggestions were accepted by 50 to 74 per 
cent of the customers of 502 other dealers. 

The dealer’s suggestions were accepted by 25 to 49 per 
cent of the customers.of 142 other dealers. 

And in only 95 cases did the dealers report that less 
than 25 per cent of their customers accepted the dealer’s 
suggestions. 

Analysis of these reports shows that in 86 per cent of 
the cases more than half of the car owner customers 
relied upon the suggestions of the dealer in the selec- 
tion of accessories. 


Conditions very similar were revealed in the survey 
of replacement parts sales to car owners. Replies were 
received on this subject from 1,738 dealers. 


1136 stated that from 75 to 100 per cent of the customers 
leave the selection of parts to the dealer’s judgment. 

298 stated that from 50 to 74 per cent of their customers 
leave the selection of parts to the dealer’s judgment. 

150 stated that from 25 to 49 per cent leave the selection 
of parts to the dealer’s judgment. 

159 stated that from one to 25 per cent of their customers 
leave the selection of parts to the dealer’s judgment. 


Analysis of these reports shows that in 82 per cent of 
the cases more than half of the car owner customers leave 
the selection of parts to the judgment of the retailer. 

The majority of car owners recognize that the motor 
vehicle is an intricate mechanical product and that best 
results are obtained from it only when all parts, acces- 
sories and equipment are properly co-ordinated and adpat- 
ed to the vehicle. Naturally this calls for the advice of 
an expert and the influence of this advice extends not 
only to the selection of size, type and quality but even 
to the choice of brands. 

The dealer who accepts this responsibility and prop- 
erly qualifies himself to give sound advice to his customers 
in the selection of their automotive accessories, supplies 
and equipment naturally will win the confidence of more 


and more car owners and will build up a profitable busi- 
ness in proportion. 
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As Nash Sees the Small Town Dealer 


Manufacturer Attaches Great Importance to Solution of This 
Merchant's Problems; Many Can Improve Condition 50 Per 
Cent by Cleaning Up, He Says 


By DAVID BEECROFT 
(An interview with the President of Nash Motors Company) 


factor in shaping the habits of men, and it is an 

equally powerful influence in determining the 
principles and policies of companies. Thus, when the man 
virtually in control of a company is permeated with a 
familiarity not only of a department of his factory, but 
also has studied the distributor and dealer field so as to 
make himself part and parcel of it, any suggestions for 
improvement come with a 
double meaning. 


J, iecioe in shen has always been a determining 


country from east to west and north to south, not once 
but every year, could possibly point with such accuracy to 
a situation that too often applies to the small town dealer. 
Mr. Nash is not describing the dealer selling any one 
make of car, but rather the small town dealer selling 

nearly every make. 
While Mr. Nash, in word-painting his picture of the 
small town dealer, was giving an accurate cross-section of 
the situation, he was at the 





This character of environ- 
ment, plus a life-long busi- 
ness career in manufactur- 
ing and merchandising, en- 
ables Charles W. Nash to 
place his finger on perhaps 
one of the most important 
problems facing the motor 
industry today, which he ex- 
presses thus: 

“I do not believe there is 

a single automobile manu- 

facturer who is_ close 

enough to his dealers, not 
merely the big distributors 
in a few dozen of our larg- 
est cities, but to dealers in 
places of 10,000 population 
and under, as well. 

“The dealer who sells 
twelve cars per year has 


success!” 





From CHARLES W. NASH 


“The dealer who sells 12 cars per year has his 
problems that are just as great in his territory as 
are the problems of the dealer who sells a hundred 
cars, or 500, in his larger territory. 

“Go to the place of these small dealers: Too 
often the new cars are in a dirty, dingy sales 
room, or in a corner of a garage. 
are dusty, sometimes dirty. The repair tools are 
scattered over the floor. Disorder is too general. 

“The small dealer can improve his condition 50 
per cent without spending a cent. He can clean 
up. Cleanliness is one of the first laws of 


“THE FIRST IMPRESSIONS OF THE CUS- 
TOMER ARE LASTING and you must have a 
clean place of business.” 


same time disclosing one of 
his own great characterist- 
ics as the head of the Nash 
Motor Company, because no 
person could speak with 
such accuracy and authority 
unless he had seen with his 
own eyes, felt with his own 
hands, and experienced by 
contact that of which he 
spoke. 

Mr. Nash had. 

Very few manufacturers 
have traveled so extensively 
each year among their deal- 
er-organizations; visiting 
not merely the big distribu- 
tors but the small dealers as 
well.. He lives not only in 
the midst of his factory ac- 


The new cars 








his problems that are just 

as great in his territory as are the problems of the dealer 

who sells a hundred ears, or five hundred, in his larger ter- 

ritory.” 

This constructive criticism carries added importance to- 
day by virtue of the industry producing at a greater pro- 
duction rate than at any other time in its history, and 
with the possibility of 1926 setting a new record for 
production. The small dealer is constantly playing an 
increasing part in the retailing of this output, which 
makes his position one of increasing importance to the 
manufacturer. 

Analyzing further the case of the little dealer, who has 
to dispose of a dozen cars a year, in a sparse territory, 
where there is constantly increasing competition,. both in 
the sale of new and used cars, Mr. Nash fills in the picture 
further: 

“Nearly every one of these little dealers has to 
borrow money to finance the cars on his floor, and he 
has his concern with interest, insurance, etc. 

“Go to the place of these small dealers: Too often 
the new cars are in a dirty, dingy sales room, or in 
the corner of a garage. 

“On the walls are posters of different makes of cars 
or other products sold during the previous year. The 
new cars are dusty, sometimes dirty. The repair tools 
are scattered over the floor. Disorder is too general.” 
Only a manufacturer who has himself traveled over the 


tivities, but also in the at- 
mosphere of his distributors. 
Once a year he visits all of his distributors and on such 
occasions the associated dealers are called in for a sales 
talk. But Mr. Nash does not stop here—no, he makes his 
small town circuits, visiting the small town dealers and 
looking into the small town situation first-hand. 


Visits in Dealers’ Homes 


He not only takes a keen interest but an unusually keen 
pleasure in this. Recently, while in San Francisco with 
the Nash distributor, he took a day off to make a 150-mile 
circuit of the small town and cross-road dealer. Not con- 
tent, merely with going to the dealers, he made a round 
of visits to their homes, meeting their families and having 
an opportunity of studying and interpreting human 
nature in its relation to business. 

Another incident serves to emphasize further how well 
qualified Mr. Nash is to speak on this subject of the small 
town dealer. The occasion was a dinner of the Nevada 
dealers, where the attendance was such that two rooms 
were needed for the dinner. After eating the first course 
in the main dining room, Mr. Nash joined the dealers in 
the auxiliary room, and the comment of one cross-road 
dealer epitomized the value of such an act: “You’re the 
same as the rest of us.” Coming from one of these dea ers, 
this was a classic description of the type of executive who 
is as close to the small town dealer as he should be. 

Mr. Nash is not only a creature of the great out-doors 
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aud familiar with the face of the country, but he knows 
the hearts of the people and it is this fact that places a 
double significance on his criticism that the average manu- 
facturer is not as close to his dealers as he should be. 

He goes further than merely offering a criticism by 
giving some constructive suggestions for the small town 
dealer: 

“The small dealer,” he goes. on to say, “has more serious 
problems right at hand today than have faced him heretofore, 
and one of the first things he 
must do is to educate himself 
so as to do business on a 
higher plane.” Further: 

“The small dealer can im- 
prove his condition 50 per cent 
without spending a cent. He 
ean clean up. Cleanliness is 
one of the first laws of suc- 
cess. He can set his sales 
space, or salesroom, in order. 
He can keep his new ears 
clean. He can put his repair 
shop in order. With this done, 
he begins to set his own men- 
tality in business order.” 

The dealer who has never 
cleaned up a dirty mess has 
missed a great thrill. The 
French have a saying that 
“Every day has its morn- 
ing,’ which applied to the 
business day, means that 
nature starts out fresh and 
clean and renewed each 
morning of the year—so 
should the business man. 

Mr. Nash goes further 
and hits at one of the great- 
est factors in influencing 
sales, whether of automo- 
biles, tires, boots and shoes, 
women’s wear or groceries: 

“First impressions are 
lasting.” 


These four words are in 
themselves a business ser- 
mon. They constitute a 
text that could be preached 
on every business day of the 
year. 

“First impressions are 
lasting” 

What does it mean? It is 
so simple that an explana- 
tion is not necessary, and 
yet it too often happens that 
truths so apparent are hard- 
est to analyze. They con- 
tain volumes where only sentences are extracted. This is 
not a new impression born of automotive marketing, but is 
as old as the hills. Beside possessing age, it posses uni- 
versal application. It is one of the fundamental laws of 
Psychology—the science of the workings of the human 
mind. This is what makes it so important. Being an ac- 
cepted law of psychology, you cannot deny it. It does not 
permit of dispute. It is as unalterable as the laws of the 
Medes and Persians. This is because it truthfully ex- 
Presses the workings of the human mind and, as the mind 
IS master of the man, it becomes a matter of first impor- 
tance to make sure that the first impressions of the custo- 
mer .ntering your place of business are favorable. 

Mr. Nash analyzes this further: 
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“The first impressions of the customer are lasting, 
and you must have a clean place of business. Too 
often this is not the case. The average small town 
dealer prefers to take a stogie and sit down on an old 
chair, rather than take a broom and clean up.” 

He has further suggestions as to how this dealer can 
improve himself 50 per cent without spending much 
money: 

“This: dealer must study psychology—not the _ text 
book—but get some of the 
first principles of interpret- 
ing human beings. He can 
make his greatest progress 
by such personal improve- 
ment, and in this I do not 
speak of the small town 
dealer, but the dealer in 
places of 15,000, and per- 
haps larger.” 

But while criticizing and 
Suggesting methods of im- 
provement, Mr. Nash has 
the latch-string of this hu- 
man heart hanging out for 
these dealers. He knows 
their good impulses, as well - 
as their business short-com- 
ings, and so this year, as 
last, this Nash principle of 
assisting dealers, comes to 
the front: 


Says Don’t Load Up Now 


The Nash Company is 
now urging—get it—urging 
—these dealers not to load 
up with cars in November 
and December, realizing that 
they have their problems of 
interest, insurance, etc., and 
that their profits are small; 
but the reminding them that 
the dealer who does not 
stock up in January and 
February is not a good mer- 
chant and will generally find 
himself short of cars when 
the profitable selling season 
comes along. 


Mr. Nash has a word to 
say with regard to the large 
distributor, some of whom 
have, because of their great 
success in the past few 
years, graduated into the 
coupon clipper classification. 
Here it is: 

“If the distributor is not doing a good percentage 
of car-retailing, he is not close enough to selling 
problems. He may be doing an intensive merchandis- 
ing work, but he can best appreciate the problems of 
his associated dealers when he has the responsibilities 
of such an association on his hands. The importance 
of the small dealer is such that the best assistante 
of the distributor is needed today as never before.” 


Mr. Nash is, as he always has been, an apostle of edu- 
cation; not merely the better education of the factory 
sales organization on the product, but there is a respon- 
sibility on the factory to educate its distributors and deal- 
ers. He regrets that there are so many dealers today not 

(Continued on Page 21) 
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Safety Zone of Automobile Financing 


For Years Manufacturers Have Maintained Their Tenet of “Sight Draft 
Against Bill of Lading.” Why Should Not the Finance Interests Hold to 
The Principle of “One-Third Down and Twelve M onths to Pay?” 


BY CHARLES C. HANCH 


N nearly all lines of business there is an established 

“vard stick” in some form to govern terms of payment 
for services or merchandise. Price agreements among 
competitors are unlawful, but neither the public nor law 
enforcing officials object to terms of payment arrived at 
by common consent or understanding. One of the most 
conservative and arbitrary “yard sticks” that has ever 
been used extensively in any industry, is the one used 
generally by automobile manufacturers. Their “yard 
stick” is Sight Draft Against Bill of Lading, in other 
words, cash in advance of delivery of 
goods. This “yard stick” has been 
adhered to tenaciously from the -very 
beginning of the automobile industry. 


In all other respects, except patent 
co-operation, they have engaged in 
the keenest kind of competition. 
They have omitted no conceivable or 
known competitive maneuver to con- 
found the other fellow. They have 
permanently announced new models 
just as the other fellow was getting 
under way. New models have been 
based upon changes so slight that 
only an advertising manager could 
find them. Radical changes have 
been made with the pretense that no 
new or yearly models were ever 
brought out. Slow-moving lines have 
been repainted, truck racks attached, 
and sold for sport models. Prices 
have been drastically cut without pro- 
vocation just when the market ap- 
peared to be stabilized. Revolutionary 
improvements have been announced 
out of a clear sky. Is it any wonder 
that hundreds of manufacturers have 
faded out of the picture? 

Notwithstanding this battle among giants, no manufac- 
turer has ever abandoned the good old “yard stick,” Sight 
Draft Against Bill of Lading. It is a fortunate thing for 
automobile finance companies that their methods of compe- 
tition are not so numerous as in the manufacturing branch 
of the business. For a number of years, automobile 
finance companies had a fairly well established “yard 
stick.” This “yard stick” was one-third down, balance in 
twelve equal monthly payments on new cars, and 40 per 
cent to 50 per cent with 10 to 12 equal monthly payments 
on used cars. 

Under application of this standard “yard stick” the 
volumes of financing of automobile retail sales grew from 
a comparatively small sum in 1915 to upwards of $2,000,- 
000,000 during the last year. This, and this alone, made 
possible the present great volume of automobile produc- 
tion. Automobile time sales paper under standard terms 
established a reputation for soundness second to none. 

For a number of years the average amount of note at 
time of purchase has been steadily declining. At the be- 
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ginning of 1924, the average note on new cars was $587, 
and the average note on used cars was $303. 

An extensive survey completed during 1924 showed a 
loss ratio of .18 to 1 percent, slightly less than one-fifth 
of 1 per cent on aggregated new and used car paper, 
amounting to $193,500,000, both with and without en- 
dorsement of the dealer. It should be borne in mind that 
this survey does not show the loss sustained by the dealer. 
This survey also showed the ratio of used car repossessions 
to new car repossessions as two to one. 


Early in 1925 another survey was 
made to show the loss ratio on used 
car paper, both with and without en- 
dorsement by the dealer. This sur- 
vey showed a loss ratio of a little 
less than one-sixth of one per cent 
(.157 of 1 per cent), on used car pa- 
per with guaranty and a loss ratio of 
a little less than three-fourths of one 
per cent (.735 of 1 per cent), on used 
car paper with guaranty. In this 
survey 95 per cent of the paper was 
with guaranty and 5 per cent of the 
paper was without guaranty. 


During the past year, due to com- 
petition among themselves and influ- 
ence by certain manufacturers, there 
has been a tendency, particularly in 
a few localities, to depart from the 
usual or standard terms. In view of 
the steadfast Sight Draft Against 
Bill of lading of the manufacturers, 
the recent position of some manufac- 
turers in advocating smaller down 
payments and longer time, is anomal- 
ous to say the least. 


Comprehensive Survey Made 

In order to determine the actual effect of various de- 
partures from the standard terms, a very comprehensive 
survey has just been completed. This survey is based upon 
reports from four times as many finance companies as 
ever before participated in a survey of this character. 
The average note at time of purchase is now $528 on new 
cars and $280 on used cars. Inasmuch as the maturity 
period has a direct effect upon the unit loss of repossessed 
cars with any given down payment, the factor of maturity 
was used to show different unit losses. 

The experience average of loss per repossessed car 
which had 12 equal monthly payments is $50. It should 
be remembered that this average is based on one year’s 
record of all types of cars and the experience of small, 
medium and large finance companies in every section of 
the country, with a preponderance of smaller companies. 

The experience average of loss per repossessed car of 
all types and in all localities which had 16 to 18 monthly 
payments is $78. The experience average loss per re 
possessed car which had a balloon note or more than 18 
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equal monthly payments, is $220. The average loss on 
repossessed cars with 16 to 18 monthly payments is nearly 
57 per cent (56.67 per cent) higher than on repossessed 
cars with 12 monthly payments. In other words, from a 
unit loss standpoint paper with 16 to 18 monthly payments 
is 57 per cent more hazardous than paper with 12 monthly 
payments. The average loss on repossessed cars with 
balloon notes, or more than 18 monthly payments, is 341 
per cent higher than on cars with 12 monthly payments. 
The average losses shown above may not be in strict 
accord with recent experience, however, they are relative 
and may be taken as correctly showing the difference in 
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maturity should be used which produces a loss. ratio on 
used car paper in excess of three-fourths to 1 per cent. 

In this connection it will be of interest to know that 
used car paper is now slightly more than 31 per cent in 
dollars and cents of the total retail paper handled by com- 
panies which handle both classes of paper. This percentage 
should be watched and reduced if possible. Fifty per cent 
of all companies reporting, require endorsement by the 
dealer on 100 per cent of the used car paper handled. 
Forty-four per cent of the companies require endorsement 
on part of the used car paper, that is to say, 94 per cent 
of the reporting companies require partial or full endorse- 
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aa third down, 16 to 18 months is .254 per cent; one-third }.74 by representative f sane Aten “di 
down, more than 18 months is .716 per cent; one-fourth y representative linance companies, no very serious 
down, 12 months, is .36 per cent; one-fourth down, 16 to results should ensue. Special paper should not exceed 15 
18 months, is .563 per cent; one-fourth down, more than Per cent of the paper handled. 
18 months, is 1.587 per cent; less than one-fourth down . 
de- , P , , Must P 
ine 12 months, is 1.014 per cent; less than one-fourth down, ust Pay Fair Rates 
a 16 to 18 months, is 1.625 per cent; less than one-fourth No retail customer can reasonably object to paying a 
~— down, more than 18 months, is 4.583 per cent. rate which covers actual cost of getting the business; cost 
oreo The loss ratio on used car paper with 40 per cent down, of credit investigation; cost of collection; insurance prem- 
new 12 months, is .536 per cent; 40 per cent down, with 16 to ium; proper reserve for actual losses and a reasonable 
urity 18 months, is .839 per cent; 40 per cent with more than net profit. If this theory is correct finance companies 
essed 18 months, is 2.85 per cent; less than 37 per cent down, 12 should not employ two sets of rates that the user should 
urity cee ae cent; —_" — 37 a cent —w 16 to 18 pay for the same service and hazards. 
: 8, 1. er cent; less than ; . : , 
: than 18 paren 4.84 per cent. etnies It is up to finance companies generally to make their 
hou F own “yard stick.” No one else will make a “yard stick” 
— Loss Ratios for them. No one will enforce the proper application of 
small, There are differences of opinion as to what constitutes . “yard stick” save the inexorable operation of economic 
on of reasonable loss ratios, but in view of usual reserves used /@W Which ultimately and inevitably punishes flagrant and 
anies. by finance companies and the present tendency towards persistent violators of its rules. If finance companies do 
ar of lower financing rates, it seems that no combination of not make a “yard stick” of their own and voluntarily ad- 
vathly down payment and maturity should be used which pro- here to it, there will be no Safety Zone in the automobile 
y re duces a loss ratio on new car paper in excess of one-half financing business; not even a silent policeman will guide 
an 18 to 1 per cent, and no combination of down payment and _ the traffic. 
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Jewett Brings Out Smaller Six Cylinde: 
Car Listing at $995 





Interior 
showing location of coincidental lock on the steer- 


ing post column. 
be noticed. 


Standard Sedan Be- 
comes Lowest Priced 
V ehicle of Its Type Em- 
bodying Hydraulic 
Four-W heel Brakes as 


Regular Equipment. 
W heelbase Is 109 In. 


By LESLIE S. GILLETTE 


NEW light six automobile in the 
A form of a smaller, lower priced 

edition of the present Jewett has 
been introduced by the Paige Detroit Mo- 
tor Car Co. One body style, a steel-two- 
door sedan offered either with standard or 
de luxe equipment will be the first model 
available on the New-Day-Jewett as the 
latest addition to the line is known. It 
is planned to have a touring car and 
another closed model ready for presen- 
tation at the shows. 


Listing at $995, the standard sedan be- 
comes the lowest priced car of its type 
embodying hydraulic four wheel brakes 
as regular equipment. In the de luxe 
style, the price of the special sedan is 
$1,095. The engine is of four bearing 
L-head type having a 2% by 4% in. bore 
and stroke and developing in excess of 
40 brake h. p. Remy electrical equip- 
ment and a Johnson carburetor are 


view of the front of the twodoor sedan 


The one piece windshield should 


fitted. A single dry plate 
clutch and three speed gear- 
set in unit with the engine 
are connected with the semi- 
floating rear axle by two 
metal universal joints and a 
tubular propellor shaft. A 
standard gear ratio of 4.90 
together with 27 by 4.75 in. 
balloon tires allows a maxi- 
mum speed of nearly 60 m.p. 
h. The wheelbase is given 
as 109 in. 

While the general] layout of 
the new car has not departed 
from standard practices and 
also follows closely the de- 
sign and appearance of the 
larger Jewett, it was devel- 
opel to be adaptable to pres- 
ent day driving conditions, 
specially in regards to high 


performance in congested 
city traffic. On the road the 
car demonstrated its easy 


handling and liberal reserve 
of power, the “get-away” or 
rate of acceleration and the 
effective breaking were found 
to be unusual for a car of 
this type. 

By the use of steel bodies, 
products of the Murray 
Body Corp., the cross dimensions of the 
corner pillars, door posts and window 
frames have been considerably reduced, 
permitting of a wider and alsomst un- 
obstructed range of vision. This type of 
construction together with a_ shorter 
overall length of the engine, allows an 
unusually roomy body to be fitted on the 
new chassis. While there is a difference 
of 6 in. between the wheelbase of the New 
Day Jewett and its larger brothers, it is 
surprising to note that the interior di- 
mensions of the two-door sedans on both 
chassis are identical in every respect. 

An unusual amount of development 
work has been undertaken by the Paige 
engineers in perfecting the new model, 
a fleet of which have been undergoing 
severe road-testing for several months 
before being put into quantity produc- 
tion. Throughout the entire factory ex- 
tensive changes have been made to ex- 
pedite the assembly of the New Day 
Jewetts and production of the new mem- 
ber of the family will run the hizhest 
in Paige history, it is said. In addition, 
the larger Jewett and the Paige car will 
continue to be part of the dealer’s line. 

The engine is specially built for the 
new car by Continental Motors Corp. 
With an N. A. C. C. horsepower rating of 
18.15, a piston displacement of 169 cu. in., 
the new six develops 40 b.h.p. at 2,400 
r.p.m. while the maximum torque is 99 
ft. lbs. at 800 r.p.m 

Powerplant suspension is at four 
points with the method of carrying the 


rear of the engine departing from usual 
custom. By moving the flywheel housing 
to the rear approximately 1 in. it has 
been possible to run a channel cross 
member from one side of the frame to 
the other so that it passes under the 
engine between the housing and the oil 
pan. Two lugs are cast on the housing 
through which hold-down bolts pass se- 
curing the rear of the engine to the 
cross member. On the forward end two 
feet are formed on the rear of the timing 
chain housing, these feet resting on 
pressed steel brackets riveted to the 


frame. 
Additional Stiffness 


The cylinder block is grey iron with the 
bores finished by grinding and honing, 
and the crankcase are cast integral. The 
head of course is detachable. The casting 
is well ribbed and by extending it 2% 
in. below the center line great rigidity 
has been obtained. Besides providing 
more effective cooling, the effect of ex- 
tending the water jackets down to the 
top of the case provides additional stiff- 
ness. A sheet metal header extending 
the entire length of the block allows 
complete inspection and cleaning of the 
water passages and is precaution against 
damage to the casting through freezing. 
Both the oil pan and the timing chain 
cover are steel stampings. 

Weighing 43 to 45 lbs., the static and 
dynamic balanced crankshaft is of extra 
massive construction for an engine of 
this size being carried in four poured 
babbitt bearings of 2% in. diameter and 
of the following lengths; front 114, both 
centers l1y¥s, rear 1s in. Connecting 
rods of “I” section with a center to 
center length of 9 in. have a bearing 
diameter at the lower end of 2 in. with 
a length of 14% in. With cap, bushings 
and clamp bolt, the rod weighs 2814 0z. 
In addition to locking, the 47/64 in 
diameter pin in the cast iron piston with 
a tapered set-screw, snap rings are in- 
serted in grooves at either end of the 
piston pin. The weight of the piston 
plain is 18 oz. while its length is 3% in. 
Three rings located above the pin and of 
14% in. width are employed, the lowest 
one being of special oil control type, re- 
quiring ten relief holes drilled in the 
groove. 

Front end drive is by a 1% in. wide 
Link-Belt chain, having 89 links of % 
in. pitch and manually adjusted by 
swinging the generator mounting. The 
four bearing camshaft has its three rear 
bearings carried in grey iron bearings 
while the front bearing is babbitt, bronze 
backed to withstand the greater stress 
should the chain be set too tightly. Dl 
mensions of the bearings in inches start- 
ing from the front are as follows: 


Diameter  .......... 1% 14% 1% 1 fe 
Leneth ...0............ 1% 18 451% 
Cams are % in. wide providing 2 312 


in. lift for the tappets. 
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Open touring model on the new Jewett chassis. 


MOTOR AGE 





This model will not be exhibited 


until Show time and the price has not yet been decided. The permanent top and 
one-piece windshield should be noted 


Both valves are inclined on an angle 
similar to those on the larger Jewett, 
and have nickel steel heads welded to 
carbon steel stems, the latter being % 
in. diameter. On the exhaust, the clear 
diameter of the valve throat is 1%4 in. 
while for the intake it is 1% in. By 
removing two large cover plates the en- 
tire mechanism is accessible. The valve 
lifters are of the convex type and Car- 
ried in three cast iron cages that are 
easily replaceable. Turning of the lifter 
is prevented by a plunger held through a 
spring pressing against its flat side. 

In line with latest developments the 
fan and water pump are combined in a 
single detachable unit mounted on the 
front of the cylinder block and driven 
from a pulley on the front of the crank- 
shaft by a “Vee” belt. Adjustment for 
the belt wear is compensated for in the 
movable flange on the fan pulley. The 
shaft carrying the 3 in. rotor and the 
four bladed 16 in. diameter fan is sup- 
ported in a New Departure double row 
ball bearing at the forward end while 

. 4 plain phosphor bronze bushing is em- 
ployed at the rear. The radiator is of 
the honeycomb cellular type similar in 
design and appearance to the larger car. 
Standard equipment includes a_ baked 
enamel shell while on the de luxe model 
it is nickel plated. 


Pressure Lubrication 


Lubrication is by pressure to all main 
bearings with the oil conducted through 
the drilled crankshaft to the connecting 
rods. Ducts in the crankcase webs carry 
the oil to the camshaft bearings” while 
another lead to the front of the engine 
insures positive lubrication of the tim- 
ing chain. In an accessible position just 
to the rear of the carburetor and below 
the valve cover plate, the combined oil 
Pump and relief valve is located. It is 
hecessary to remove four nuts to detach 
the unit, while withdrawing six small 
bolts and removing the cover exposes 
the pump gears which are operated by 
4 Spiral drive from the camshaft. Both 
the bayonet type level gage and the 
breather are on the right side of the 
engine while the capacity of the crank- 
case to show “full” on the gage is 6 qts. 

The manifolding is of the same design 
aS employed on the larger car except 


that it is proportionately smaller. A 
Johnson model “H” carbureter with a 
1 in. top outlet is bolted directly to a 
connection which is cast with the ex- 
haust manifold and passes through it 
to the rectangular section intake mani- 
fold. The exhaust is led down the for- 
ward part of the engine to make for 
greater accessibility and to keep the hot 
gases away from the floorboards. 


Electrical Units 


All three electrical units are of Remy 
manufacture while the battery is of the 
same type as employed in the larger 
Jewett, being an OB-13 Westinghouse of 
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115 amp. hrs. capacity. The starter is 
mounted on the right side of the flywheel 
housing and engages with 108 tooth gear 
on the flywheel by a Bendix engagement. 
On account of moving the flywheel 
housing to accommodate the rear engine 
support, a slight departure has been 
made from the standard §S. A. E. method 
of mounting and a special armature shaft 
approximately 1 in. longer is to the third 
brush type generator, the latter being 
carried on the separate support casting 
upon which the distributer is located. 
The ignition unit is provided with auto- 
matic spark advance and operated by 
spiral gears connected with the gener- 
ator drive. Both the coil and cut-out 
are mounted on the top of the generator. 

High tension leads to the A-C make 
of % in. spark plugs are conducted 
through insulated brackets. Snap type 
terminals are used. A 5 amp. 25 volt 
fuse protects the generator field circuit 
while the lighting system is provided 
with a 20 amp. 25 volt fuse. Headlamps 
are of Corcoran manufacture and 6-8 
single contact bulbs are used all around. 

A single dry plate clutch of Rockford 
manufacture, model 9-HH, giving a 
greater leverage on the release arms 
than those employed on the bigger model 
is adopted. Besides being easier and 
smoother in operation, no adjustment is 
required. Four 90 deg. segments of 
friction material are applied to each 
face of the driven disk, the dimensions 
of the material being 8% in. O. D., 5% 
in. I. D., by % in. thick. Throwout bear- 
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Top: The two-door De Luxe Sedan employing steel construction and listing at $1,095. 
Standard equipment includes disc wheels, front bumper, bumperettes, nickel radiator 
automatic windshield wiper. The top of the sedan has been carried forward producing 


permanent visor; bottom: 


The regular two-door steel sedan listing at $995. The 


narrow corner posts and door pillars as a result of steel construction should be noted. 











Left: 
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Front end chain of the new six showing pressure lubrication for timing chain; right: 
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Oil pan removed from the Jewett 


engine showing oil leads running to each of the four main bearings. 


ing is of Nice make and oiled by pres- 
sure gum through a nipple in the throw- 
out sleeves. 


The transmission is a product of the 
Warner Gear Co. and known as model 
T-68A. Annular single row ball bearings 
carrying the main shaft while the lower 
shaft and spigot bearings are phosphor 
bronze bushings. Gear ratios are: 














BE. isiciisepitlephiepeaiaiint 3.07 to 1 
BE sc siancuimmaaniemnniaaee 1.77 to 1 
TL, ‘uisacansie eerie 1.00 to 1 
Reverse 4.00 to 1 


Except for minor changes the lever- 
ages on the transmission brake are the 
same as those on the larger car, the 
dimensions of the drum being 6 in. diam- 
eter by 2 in. wide. 


Two metal universal joints and a 
tubular propellor shaft all of Mechanics 
Machine Co. make transmit the power to 
the model No. 1593-E Salisbury semi- 
floating rear axle. Propulsion and 
torque is taken through the underslung 
springs while the axle housing is of 
pressed steel. The pinion is straddle 
mounted being carried at the front on 
a double row ball bearing and at the 
rear on an annular ball bearing. At the 
wheel ends of the 1ss in. diameter axle 
shafts Bower roller bearings are used 
while the differential is supported on 
Timken roller bearings. Standard gear 
reduction is 4.9 to 1, the ring gear hav- 
ing 49 teeth and the pinion 10. 


Front axle is also of Salisbury make, 
model No. 1592 and of the reverse Elliot 
type. Ball bearings similar to those on 
the larger car are employed on the 
knuckle joints while the king bolts are 
3% in. diameter. Bower inner and outer 
wheel bearings are employed. The 
worm and sector steering gear of Gem- 
mer make, model No. 70 is fitted with 
a ratio of 10 to 1. A 17 in. diameter 
steering wheel is locked by a plunger 
located at the point where the post is 





secured to the dash. By depressing the 
plunger the ignition is automatically 
shut off. 

The hydraulic four wheel braking 
system is virtually the same as that em- 


Top: 
rear of the engine can be seen in this 


The method of supporting the 


picture. This is an unusual feature, the 
entire rear of the engine being support- 
ed on the cross channel member; bot- 
tom. Photograph shows the method of 
transferring fluid from one rear rubber 
hose connection for the hydraulic brak- 
ing system. Instead of a rubber hose to 
each rear wheel, fluid is transferred 
from left rear wheel to right wheel by 
means of copper tubing passing over 
housing. 


ployed on the heavier Jewett except for 
the method of conducting the fluid to 
the rear wheels. Instead of the cus- 
tomary rubber hoses leading to the 
cylinders at each rear wheels, only one 
flexible connection is employed. On the 
left side a hose of the usual type con- 
nects with a “T” joint placed just above 
the spring pad and from this point the 
fluid passes through a short copper tube 
to the left operating cylinder. For the 
other wheel, fluid is led from the re- 
maining outlet of the “T” by copper tub- 
ing passing along and secured to the 
axle housing, connection being made 
directly with the right operating cylin- 
der. This arrangement besides making 
for a simpler hook-up prevents the pos- 
sibility of damage to one less flexible 
connection between the frame and the 
axles. All four brake bands are inter- 
changeable and contract over 12 in. 
diameter drums. The width of the lining 
is 1% in. and the thickness ¥; in. Di- 
mensions of the springs are the same as 
those on the larger car, the sizes on the 
front being 36 by 2 in. wide and on the 
rear 54 by 2 in. wide. 

On the standard model 4 in. Jaxon 
rims carrying 29 by 4.75 tires are fitted 
to 12 spoke artillery wheels. ‘Tuarc disk 
wheels are supplied on the special sedan. 
Chassis lubrication is by the Zerk pres- 
sure Oil gun. 

In addition to the usual instruments 
on the dash the following items are in- 
cluded as regular equipment. Dash 
gasoline gage, cowl ventilator, sun visor, 
coincidental lock and windshield wiper. 
De luxe models also have nickeled 
radiator shell, front bumper, quarter rear 
bumpers, combination tail and stop light, 
automatic windshield wiper and snub- 
bers all around. 

Standard color for both closed cars 1s 
two-tone Killarney Grey lacquer. 
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As Nash Sees the Small Town Dealer 


sufficiently familiar with the product they are selling. 
The big dealer does not post himself sufficiently; his sales- 
men are not as well posted as they should be, and the 
factory is too busy producing cars to give the attention 
The great lack of today is 
that desirable co-ordination between manufacturer and 
dealer; and the more this co-ordination can be carried 


that the situation demands. 


out the better. 


Mr. Nash is opposed to the extension of time-payments 
on motor-cars from twelve months to eighteen and twenty- 


four months. Here is his objection: 


“Conditions in this country change very rapidly, and 
great numbers of cars are sold each year between April 
and the early fall. If these are sold on twenty-four 
paper, an unfavorable fall, due to frosts, poor 
crops, ete. means that many buyers cannot meet payments. 
The result is that these cars will come back on the finance- 
ing organizations in large numbers, and in all probability 
will be placed on the used-car market at a 50 cent on the 
$1.00 basis. This will prove disastrous to used-cars in the 


months’ pa 


hands of the dealers.” 


Mr. Nash is not one of those who believes that the satu- 
ration point of the motor car industry lies ahead, but 


(Continued from Page 15) 


rather that it was reached two or three years ago and 
that, because of this, there is a proportionately greater 
danger with time-payments that extend over eighteen 
months or two years. 

He has one other message at this time for the distribu- 
tors and dealers; namely, that both must recognize the 
importance of service and that, when the car is sold and 


paid for, the dealer’s responsibility does not cease. He 


was one of the first executives in the industry to virtually 
preach the necessity for service, and is more thoroughly 


convinced now than ever before that it is the dealer who 


gives service that will continue and succeed in business. 
Mr. Nash is not carried off his feet with the car pro- 
duction records that are being made at present, and 
does not believe possible the almost fantastic figure of 
5,000,000 cars for 1925. 
of prosperity he comes back with the old warning that 
the automobile industry has spoiled more men than any 
other, and that there is greater necessity today than ever 


In all these present evidences 


before for distributors to stick close to their business 


and concentrate all of their efforts on merchandising and 
servicing motor cars. 





Industrial Health Conser- 
vation a Sound Business 


UBERCULOSIS in industry is de- 

creasing. The death rate during the 
past 20 years from this disease for the 
entire country has been reduced by one- 
half. A part of this gain at least, may 
fairly be attributed to the sunlight fac- 
tories, exhaust fans, dust-protecting 
masks and other health measures, which 
have become common-places in industry. 
Yet physicians and health workers still 
urge employers to install further protect- 
ing measures for working men and wom- 
en. And many employers are question- 
ing whether the expense of such equip- 
ment is really justified as a sound busi- 
hess investment. 


It requires careful consideration of the 
studies which industrial physicians and 
life insurance company statisticians have 
made of tuberculosis incidence, to un- 
derstand the uses of what is known as 
“industrial medicine.” The Metropolitan 
Life Insurance Company, for example, 
has found that more men than women 
die of tuberculosis after the age of 25. 
They infer from this that the higher 
death rate for men is due to industrial 
Strain, as after the age of 25 women, 
for the most part, are employed in the 
more sheltered occupations of the home. 

The labor turn-over and loss of time 
through illness still create a considera- 
ble loss to most employers of labor. To 
prevent this loss, and experts maintain 
that it is preventable, large industrial 
Plants such as the New York Telephone 
Company, Metropolitan Life Insurance 
Company and the Dennison Manufactur- 
ing Company, have installed departments 
of preventive medicine for their workers. 

Most to be reckoned with as hazards 
to the health of workmen are the dust 
hazard, impure air and over-fatigue. The 


problem of under nourishment, too, is 
a serious one. 


It is one of the aims of the National 
Tuberculosis Association and its affiliat- 


ed organizations to educate working men 
and women more in the rules of health- 








Merry Christmas 
and Good Health 














ful living, thereby making them not only 
happier but more useful as producers. 
In order to further this campaign of 
education, the eighteenth annual sale of 
Chirstmas seals will be held throughout 
the country in December. 


1926 BUS SHOW PLANNED 

DETROIT, Nov. 28.—Detroit will be 
the place for the Second National Motor 
Bus Show, C. E. Stone, chairman of the 
general committee, has announced. The 
decision to hold the show again next 
year, in all probability at Convention 
Hall, was reached at a meeting of the 
general committee. “The show will be 
held here next year,” Mr. Stone said, 
“and it will be bigger and better than 
the one just closed. Bus and accessory 
manufacturers have notified us that they 
are willing to exhibit their products 
again and that they will give the show 
their support.” 


One Outfit Does the Work 
of Two 


An interesting arrangement of battery 
charging equipment obviating the neces- 
sity of purchasing an additional motor 
generator, was recently made by a west- 
ern company using a number of storage 
battery trucks. A 125-volt, multiple bat- 
tery charging, motor generator was be- 
ing used, the capacity of which was 
seven trucks charging at a 40-ampere 
rate. It was found necessary to double 
the number of trucks and, at first, it 
seemed :necessary to install a duplicate 
charging equipment. 

Upon conferring with the San Fran- 
cisco office of the General Electric Com- 
pany, however, an arrangement was de- 
vised whereby the starting time of each 
battery was staggered. Thus, batteries 
which had been charging for some time 
would gradually require less and less 
current until finally an additional battery 
could be added for charging. This was 
made a continuous process. The equip- 
ment used for the purpose was a CR-9390 
solenoid operated dial switch actuated by 
means of a type TR, form W contact 
making ammeter. The ammeter rotated 
the dial switch to increase or decrease 
the number of batteries connected on the 
terminals when generator amperage 
varied between predetermined limits. 


The automatic arrangement above de- 
scribed accomplished by mechanical 
means what the battery man in & serv- 
ice station accomplishes when he uses a 
constant potential charging outfit to the 
greatest advantage. In using the con- 
stant potential charging outfit new bat- 
teries can be added, one at a time as 
those on the line become charged, so that 
the load factor of the set is maintained 
constant or nearly so, which gives the 
greatest efficiency from any electrical 
machine. 
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Top, left: Display 
of Nash Vriesma 


Auto Co., Omaha. 


Left: A suggestion 
The figure was so 


of the primitive 
was contained in 
the Christmas ef- 
fort of Jamison 
Sales Co., Chevro- 
let dealers at Can- 
ton, Ohio. It was 
the handiwork of 
four of the firm’s. 
salesmen who orig- 
inated and worked 
out the window 
detail 


realistic that many 
at first thought it 
was alive; top, 
right: This is how 
A. W. Wade, Hud- 
son-Essex dealer at 
Riverside, Cal., got 
the message across. 
The layout at- 
tracted much inter- 
est due to the fact 
that they do not 
have snow in south 
ern California 





Canada was heard from with this 

attractive window display entered 

in the A. E. A. contest last year by 

Vernon Garage, Vernon, B. C. It 
won fifth prize 
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YOUR CHRISTMAS 
WINDOW 


Automotive dealers who 
expect to get ther share 
of the Chrismas trade will 
have to present the holi- 
day invitation mn their dis- 
blay windows. On these 
pages MOTOR AGE fre- 
sents photographs of 
some of last season s best 
decorated Christmas win- 
) dows. These dishlays 
| should furnish inspira- 
tion and ideas for other 
: dealers who desire to 
make the best of the hol1- ‘ ~ pees eters 
d ay s ellin g season. : ae). a ee Sh a 
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The Christmas spirit was effectively 
stressed in the entry of Harold L. 
Arnold of Los Angeles in the A. E. A. 
window display contest last year, 
shown above. There is no mistaking 
the psychological appeal in such an 


exhibit and it did much to keep the 
cash register ringing at Christmas time 


rig: 
sed —— , 
ia Kreiner’s Tire & Service Co., Ottum- 
wa, lowa, submitted the layout shown 
at the left in the A. E. A. contest last 
year and annexed a $10 prize as a 
result. One could scarcely escape the 
suggestion of an automotive Christ- 


mas contained in such a display 
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Father has made daughter glad a? 


with a gift dear to every feminine 
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heart. The clever display at the 1: , | Hike hl \. cunt i 
. ‘ *y ’ » . %, ; HE isd, it = 
right is that of the Mossler Motor : se em amin ff 

Co., Oakland dealer, New Orleans. a .: “es 2 | 


The portiers and chandeliers are 

made of red and green paper rope. 

The figures are _ beaver- board 
outlines 








24 


Chhe READERS CLEARING HOUSE 


roblems 


MOTOR AGE 


Questions and Answers on Dealers’ “P 
BUILDING « ELECTRICAL « FLAT RATES 
SHOP « LEGAL « PAINT & TRIM « ACCOUNTING 


Ar. Old Model Car Spits 
at High Speed 


Q.—We are working on a Premier car, 
six cylinder type, which is about a 1912 
or 13 model. It is No. 8522 model Z and 
is equipped: with Eisemann magneto and 
Stromberg carbureter. The carbureter is 
of the old glass float chamber type. The 
car is all right up to speeds of 25 miles 
per hour, but over that it backfires at 
the carbureter and in the exhaust line 
very badly. It will not give better than 
$35 miles per hour and has very little 
power in high speed or on hill. Valve 
timing has been checked up with flywheel 
and seems to be o.k. Magneto has been 
overhauled and seems o.k. We have ad- 
vanced the inlet valve camshaft gear two 
teeth without apparently helping much. 
The motor runs at normal temperature.— 
Milton J. Ludkins, Marblehead, Mass. 

Our first suggestion is that you check 
the ignition. Run the engine at the 
speed which compares to 25 or 30 miles 
an hour or even higher and remove a 
wire from the spark plug to see if the 
spark will jump from the terminal to 
the engine, a distance of about +s inch. 
The spark may jump a distance of only 
144 inch and still be o. k. if the spark 
plug points are not set more than .025 
inches apart. This will enable you to 
tell whether the ignition is cutting out 
at high speed or whether some other 
condition is responsible. As the mag- 
neto has been overhauled, we wonder if 
the work was properly done. 

If the distributer gear is not correctly 
timed, with respect to the armature, it 
may be that as you advance the spark 
that the spark goes to the wrong cylind- 
er. This, of course, would cause trouble 
such as you describe and make the en- 
gine back fire in the carbureter. The 
only other thing we can think of, that 
would do this, would be a sticking valve, 
which only sticks at high speed, so it 
might pay to check up the valves and 
see that the spring tension is good. The 
timing should be such that the exhaust 
valve closes and the inlet valve opens 
about the same time which is 6 degrees 
past top dead center. It also might pay 
to install a newer model carbureter and 
possibly a hot spot manifold, although we 
do not believe these changes would cor- 
rect the trouble you are having. 


REMOVING TAR SPOTS 


I have noticed in an issue of Moror 
AGE, where a reader asks about a solu- 
tion that will remove road tar. I have 
found that raw linseed oil, a soft cloth 
and a little patience are better than all 
the gasoline and coal oil. Where the tar 
has hardened it is best to apply a good 
coat of the oil and allow it to set for 
a while and then rub off with the cloth. 
—Majestic Garage, Hot Springs National 
Park, Ark. 








MOTOR AGE’S READERS CLEAR- 


ING HOUSE INDEX 


Meaning of numerals: 11/5/25, 
p. 25, means that the article is in 
the November 5, 1925, issue of 
MOTOR AGE, page 25. 
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Spark current speed vs. engine 
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Stutz, condensation in distributor..11- 5-25-p29 
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The Pinion Nut Shears the 
Cotter Pin 


Q.—We have a Chevrolet, 1922, which 
has developed a peculiar case of differen- 
tial trouble. A few weeks ago on taking 
the axle apart we found that the drive 
shaft nut had cut the cotter pin and 
backed off allowing the drive shaft pinion 
to come off. Of course, this chipped the 
gears slightly. We replaced the drive 
shaft pinion and ring gear and put ina 
new drive shaft gear key and drive shaft 
nut. We saw that the nut was tight and 
that a cotter pin was used. After put- 
ting it together the axle was all right 
with no hum or noise of any kind. How- 
ever after driving about 300 miles the 
same thing happened again, the nut 
shearing the cotter pin and backing off.— 
M. R. Wilson, Miltonvale, Kansas. 

This sounds like a strange sort of 
trouble and the local Chevrolet service 
manager does not know of its ever occur- 
ring. We wonder if the drive pinion is 
a good fit on the taper on the drive shaft. 
If it does not fit the taper and if the 
key is not tight in the key way it is pos- 
sible that the pinion is working back and 
forth and tends to work the nut back and 
forth. We would suggest your lapping 
the pinion to the drive shaft by means of 
valve grinding compound until you get a 
very good fit. In most cases not only does 
the nut fail to come loose but after 
it is removed a puller is necessary in 
order to get the pinion off. We ac- 
cordingly feel that if the pinion is a 
good fit on the shaft that you will not 
have this trouble. 

Q.—How should the brush holder be set 
on a Remy starting motor as used on & 
34-B Oakland 1919. 

Starting motor brushes should always 
be lcoated so that minimum sparking 
is obtained at the commutator. When 
testing the starting motor the brush lo- 
cation should be such as to give maxi- 
mum torque when the lock torque test 
is made. The starting motor should 
speed up rapidly when connected to the 
battery. 


TO GET PAINT OFF AND GEARS OUT 


Q—What can I use on a car to take the 
old paint off to get it ready for repaint- 
ing?—Tennessee Reader. 

This information will be given by 
letter. 

Q—How can I remove the distributer 
gears on a Dodge Brothers car? They are 
ground up and are locked where I can't 
turn the shaft at all. I have the outfit off 
the car. 

There is a set screw underneath the 
distributer housing which should be re 
moved. Then the whole distributer 
should come out of the lower casting. 
If it jams and does not come out, there 
is no official way of removing it. You 
will have to use your own discretion and 
mechanical ingenuity. 





L925 


the 


hich 
ren- 
king 
lrive 

and 
nion 

the 
lrive 
ina 
haft 

and 
put- 
‘ight 
low- 

the 

nut 
» ff. — 


t of 
‘vice 
cur- 
n is 
haft. 

the 
pos- 
and 
and 
ping 


ufter 
y in 
ac- 
is a 
not 


e set 
on &@ 


ways 
‘king 
Vhen 
h lo- 
1axi- 

test 
ould 
» the 


OUT 


e the 
aint- 


» by 


buter 
y are 
can't 
it off 


r the 
e Te 
buter 
sting. 
there 

You 
» and 








December 3, 1925 MOTOR AGE 25 
Planning Your New Suilding ie 

By TOM WILDER CLEARING 
| HOUSE 





A 100 Foot Front Is Better Than a 60 Foot 


Q.—One of our dealers is asking us for 
ideas for practical garages for small town 
use and we hope if you have anything of 
this sort, you will forward it to us. The 
dealer’s lot is 100 ft. wide and 200 ft. 
deep. His idea is to build in the center 
of the lot putting his oil filling station 
and canopy at the front of the building. 
He would like to have a showroom, office, 
stock room and the necessary rest room 
facilities. He does not plan on having 
his building over 60 ft. wide and about 
100 ft. long. He plans on being about 40 
ft. back from his lot line in order to 
allow plenty of space for his gasoline 
pumps.—Curtis Automobile Co., Milwau- 
kee, Wis. 

In our estimation there is quite a good 
deal of objection to building in the mid- 
dle of a lot of this sort. If this is done 
there is a space of 20 ft. on either side 
that is not wide enough for any real 
use and is also not wide enough to 
build on to make a good useable addition 
to the 60 ft. building which is in the 
center. We are recommending that the 
100 by 60 ft. building be placed cross- 
wise of the lots occupying the whole 
front width. This can be divided per- 
fectly into a 50 ft. garage on one side 
and a 50 foot shop on the other, the front- 
age being used for accessory store and 
showroom. This layout has the added 
advantage that it can be added to with- 
out in any way disturbing the existing 
departments as we have indicated in 
our plan. The back doorway may be 
installed in the garage so that the yard 
back of the buildihg may be used for 
storage or outside service such as greas- 
ing, etc. 


Placing the building as we have sug- 
gested also has the advantage that it 
looks like twice as much building as if 
it were narrow in the front giving the 
dealer the look of a good size prosper- 
ous dealer instead of a small one. that 
had more lot room than he knew what to 
do with. 


Bad Vibration in Two 
New Cars 


Q.—I have two Fords which vibrate 
very badly when the engine is pulling at 
about 15 miles per hour. These cars have 
Only gone 1000 miles. What causes this? 
—W. M. Ryan, Long Beach, Calif. 


It is unlikely that the mechanical parts 
could be so badly unbalanced that serious 
vibration would result at this low speed. 
We would suggest your checking the 
compression and if possible getting a 
compression gage and trying it in the 
four different cylinders to see how nearly 
alike they are. Another possibility is 
that the timing is inaccurate. You can 
remove the spark plugs and turn on the 
ignition switch in the battery position 
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If this dealer is committed to his idea of a narrow building he should build to one 
side and 50 ft. in width. 


and turn the engine over slowly by hand 
to see if the coils start to vibrate at 
points half a revolution from each other, 
that is half a turn of the starting crank. 
Another possibility is in a defective 
manifold which would give an unequal 
mixture to the different cylinders, 
Q.—What causes a roaring noise in a 
Ford when driving alone 20 or 30 miles 
per hour when the front wheels strike 


a bump? I have not been a subscriber 
to Motor Ace very long, but enjoy it very 
much, and the Clearing House most of all. 


Ordinarily a roaring or grinding noise 
is due to rear axle'trouble. It is possible 
that if the front wheels strike an ob- 
struction or cause an extra load on the 
car that the additional strain on the rear 
axle produces a noise which would not 
otherwise be evident. 








LEGAL QUESTIONS ANSWERED 
By WELLINGTON GUSTIN 
of the Chicago Bar 








DEPOSIT HELD IN TRUST 

Q. Can a deposit be collected? I made 
a deposit of $500 with a certain tractor 
company several years ago, I have discon- 
tinued their line of tractors and want to 
get my deposit back but they refuse to 
give it to me. If I brought suit would I 
be likely to win out?—Geo. E. Maurer, 
Freeport, Illinois. 

A deposit is made under a contract 
and whether you may recover or not. de- 
pends upon its terms and also possibly 
whether you have breached any of said 
terms which would in themselves pre- 
vent your recovery of the deposit. For 
instance, if you have agreed to do certain 
things which you have not done which 
has damaged the tractor company to the 
extent of the amount deposited, then on 


a suit to recover the company would 
likely set up a counter claim for this 
amount. 

However, the company could retain 
only the amount of actual damages. The 
holder of a deposit holds the same in 
trust for the depositor and generally the 
depositor may recover with interest from 
date of demand for the return. The 
holder has no title except that of posses- 
sion under the terms of the contract. 
So strong is the depositor’s right that 
the writer recovered a deposit of $500 
made by a dealer-agent of a truck com- 
pany from the receiver in bankruptcy in 
Detroit—and as a preference over other 
creditors—although the firm claimed 
breach of the contract of deposit. 
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The Gear Teeth Chew Up 
The Differential Case 


Q.—We have a special six Studebaker, 
1924 model which has run 7000 miles and 
has developed a noisy rear axle. On ex- 
amination we found that the spider gear 
and side gears had cut into the differen- 
tial case. We put on a new case and 
now find that the axle is getting in the 
same condition after running about 700 
miles. We cannot find any cause for 
this condition. Would be very thank- 
ful for any information which would help 
us in this case.—Frackville Sales & Serv- 
ice, Frackville, Pa. 

We are showing a sectional view of 
the Studebaker axle. In the very center 
of the differential you will notice that 
the two axle shafts butt together and 
that a hardened steel button is set in 
the end of each shaft, these two buttons 
bearing against one another. At the 
wheel bearing there is an adjustment 
which when tightened pushes the shaft 
and wheel toward the center of the car. 
Tightening the two wheel bearings will 
push the two hardened steel buttons to- 
gether in the center of the axle. 

One possibility as far as your trouble 
is concerned, is that the adjustment has 
been taken up too much at one wheel 
bearing and not enough at another. This 
would cause the shafts to meet each 
other at some point other than the center 
of the axle. The shafts are splined and 
take their drive from the two side gears 
in the differential. If one shaft is too 
far to the left or right it is possible that 
one of these gears will bind on the end 
of the spline, so that a continual end 
thrust might be exerted on one of these 
gears. 


As there is no special provision to take 
thrust of this character at this point, 
it might cause the gears to be forced to 
the right or left and make them cut into 
the differential case. Another possibili- 
ty is that you have an axle shaft which 
is improperly machined or one which is 
too long or too short. When the adjust- 
ment is correctly made it is possible to 
have the axle jacked up and turn one 
shaft by hand and have the other turned 
readily in the opposite direction. There 
should also be no appreciable end play. 


EXCESSIVE BACKLASH TROUBLE 


Q.—I have a question to ask in regard 
to a 1922 model Buick. When it was driven 
3,900 miles it developed a knock which 
gradually grew to be a very sharp knock. 
It can be plainly heard when the engine 
is idling and it is practically impossible to 
hear the knock when the ear is running 
on the road except running two to five 
miles an hour. The knock is very plain. 
We have measured the cylinder walls and 
find only .0015 variation and the pistons 
have only .0025 clearance. The wrist pins, 
main bearings and connecting rod bear- 
ings are in good shape. We tightened 
main and connecting rod bearings and 
while the motor was still tight it had a 
dull bump instead of a sharp knock. 

After the motor loosened up it had the 
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Construction of axle in Studebaker 1924 Special Six showing bearing adjustment 
which determines location of wheels and shafts 
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same old sharp knock. The motor works 
perfectly at all speeds. It is impossible 
to short out the knock and it seems to 
come with the action of the valves and lI 
think the push rods are in good shape. 
The knock also cam be heard when crank- 
ing the motor with the crank. This car 
has the broad aluminum timing gears. At 
the present time the car has been driven 
8,000 miles and the knock is no worse. 
What do you think of the trouble?—Ver- 
non Hoblet, Willshire, Ohio. 

We are of the opinion that the noise 
is due to backlash in the timing gear. 
We would suggest that you remove the 
timing gear cover and use a feeler gage 
to determine how much backlash is pres- 
ent. There should be not more than 
.0025 of an inch and if there is it means 
that the gears should be replaced with 
new ones. Itis also possible that the noise 
comes from the valve action in which 
case very thorough directions covering 
methods of locating it can be secured by 
reading a story printed in the May 22, 
1924, issue of: Motor AGE, under the head- 
ing “Abnormal Engine Noises and How 
to Find Them.” This story outlines a 
plan that can be followed and is based 
on the theory of removal and replace- 
ment of engine units in order to trace 
the knock. 


ENGINE DEVELOPS VIBRATION AT 
20 M. P. H. 


Q.—We have a Gardner car with a 4 
cylinder, 5 main bearing crankshaft Ly- 
coming motor which has lately developed 
quite a vibration point at 20 m. p. h. 
This car when new was practically vibra- 
tionless and has been driven about 22,000 
miles. The vibration is not noticeable at 
15 m. p. h. or at 25 m. p. h. We have 
checked the compression and found it to 
be 50 lbs. in the No. 1 cylinder, 53 Ibs. 


. will drop back to zero. 


in the No. 2 cylinder, 55 lbs. in the No. 3 
cylinder and 55 lbs. in the No. 4 cylinder. 
This motor has no bearing knocks or 
pounds. Neither the main nor the con- 
necting rod bearings have ever been tak- 
en up with the exception of one of the 
main bearings.—Oskosh Cylinder Grind- 
ing Co., Oshkosh, Wis. 


We would recommend your checking 
the shaft of the ignition unit to see that it 
does not have too much side play. It is pos- 
sible that wear has occured at this point 
and that the opening of the interrupter 
points is not the same for all cylinders 
and does not occur at the same point 
in the piston travel. You can remove 
the distributor cap and shake the shaft 
sideways to see how much play there 
is and you can also turn the engine 
over by hand with the compression re- 
leased and with the distributor cap off. 

The interrupter gap can be checked 
with a thickness gage, as each corner 
of the cams functions. It is also possible 
that one corner of the cam has worn 
more than the other corners and pro- 
duces a change in the timing. 

You can also check the timing by re- 
lieving the compression and noting the 
piston position when the interrupter 
points open. The best way of determining 
the exact instant at which the points 
open, is to watch the ammeter and turn 
the engine slowly by hand. When the 
points come together with the ignition 
switch turned on, the ammeter will show 
4 or 5 amperes discharging and when tie 
points just separate the ammeter hand 
If the interru»t- 
er point openings are not uniform, it 
would be well to install a new int¢r- 
rupter cam. 
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Wrong Ignition Coil 
Generates Static 


Q.—We have a condition at the cream- 
ery here that seems to us peculiar. A 
20 h.p. make and break gasoline engine 
was equipped with a coil the same as the 
32-volt Delco light uses and was connect- 
ed directly to the battery. The make and 
break arm was made to break the pri- 
mary circuit and the engine runs much 
better than with the old system. It also 
uses much less fuel and gives better 
power. When the engine is running a de- 
cided shock can be felt by placing the 
hand on any of the battery straps. The 
effect is similar to the shock from a spark 
plug on an gutomobile, but not quite so 
pronounced. It comes in on the nearby 
radios and spoils the reception to some 
extent. It can also be heard on the tele- 
phone. Would like to have your opinion 
about what causes: this and how it can be 
overcome.—W. Virginia Subscriber. 


The ignition coil which should be used 
with a make and break ignition system 
has only one winding. On the other 
hand all of the ignition coils used with 
32 volt Delco light units have two wind- 
ings. We have made a diagram to rep- 
resent the general nature of the circuit 
you are using. The current from the 
battery goes through the primary of the 
ignition coil and through the contacts 
in the make and break device in the 
engine. When these contacts open you 


‘ get a flash which fires the gas and the 


engine operates all right. 


However, at the same time that you 
interrupt the current in the primary 
winding you generate a very high volt- 
age in the secondary winding and there 
is no chance for the secondary voltage 
to be dissipated. In an ordinary jump 
Spark ignition system as used on an au- 
tomobile a connection runs from the sec- 
Ondary winding through the distributer 
to the spark plugs and the voltage rises 
only a certain amount and then causes 
the spark to jump the gap. The voltage 








then drops off to three or four hundred 
volts which is sufficient to keep the cur- 
rent flowing after it has once jumped. 
Where you have an open circuited sec- 
ondary, however, as in the illustration 
we have shown, the voltage rises to a 
very high value, perhaps 10,000 volts or 
even higher. This, in a small way acts 
like a sending station and the high 
voltage sends out radio waves which are 
picked up as interference on nearby radio 
sets. The remedy would be to use the 
right kind of a coil or to take the coil 
you have and tear it apart and remove 
the secondary winding, then replace the 
primary winding and connections which 
would be still satisfactory for your pur- 
pose. 


A TRICK START—SOMETIMES 


Q.—I have found out a method of easily 
starting an automobile without using the 
electric starter. If the car has not been 
standing very long I turn on the ignition 
switch and then move the spark advance 
lever. If the engine has stopped in the 
right position the moving of the advance 
lever will make and break the ignition 
circuit and the breaking of the circuit 
will produce a spark just as if the engine 
were running. This works most of the 
time and saves a lot of battery current. 
Is this method used in the United States? 
—Frank Holland, River Terrace, Tinwald, 
Canterbury, South Island, N. Z. 


No, the car owners are not sufficiently 
interested in the mechanism of the car 
or in the operation of the electrical sys- 
tem to use any such method even if it 
would work most of the time. With the 
grade of gasoline used here and consid- 
ering the fact that engines are not al- 
ways in the best of condition this method 
would not work very often. To the elec- 
trical trouble shooters, however, it is of 
interest that the spark can be produced 
by operating the spark advance lever 
and may in some cases cause the engine 
to start. 





























Get Education You Can 
Turn Into Cash 


A reader of Moror AGE who has con- 
ducted his own automobile business for 
seven years became particularly inter- 
ested in the electrical articles in Moror 
AGE and wrote in, requesting advice as 
to whether he should take up an elec- 
trical engineering course. Our advice to 
him, sent by personal letter was to the 
effect that he should not. The rosy side 
of electrical engineering is often adver- 
tised in a way which would make it 
appear that it is only necessary to take 
an electrical engineering course and im- 
mediately obtain a wonderful position. 

As in every other line of work how- 
ever, the engineering must be applied to 
some particular business. Readers of 
Motor AcE and others who have been 
engaged in the automobile business for 
some time and are more experienced 
in that work than in anything else should 
stick to it if possible. In the case of 
the man who had applied some of the 
electric testing principles explained in 
Motor AGE we recommended that he 
study this more thoroughly at a short 
term course in some electrical school, 
but still with the idea of applying it to 
his automobile work. 


We also pointed out to him that after 
improving his mechanical and electrical 
departments as much as possible he 
should take on profitable lines such as 
carbureters and shock absorbers which 
are often handled by electrical service 
stations. Many shop proprietors are in- 
clined to forget that their chief job 
should be merchandising. The mechani- 
cal or electrical ability may be necessary 
or may be purchased as expert labor, but 
this job will prove a failure if good items 
are not handled and merchandised ac- 
tively. 
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Ignition circuit that would cause interference in nearby radio sets. 
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Motor Age’s Flat Rate Forum 








Something to Think About When You Plan Flat Rates 


\ dene automotive industry has as yet 

placed no official name on that part 
which has to do with a motor vehicle 
performing as a transportation medium 
over prolonged periods. 


Several names have been and are being 
used by makers, dealers, garages and re- 
pair shops. 


There are those who choose to call it 
service. Others designate it by a little 
more dignified word—maintenance, And 
the country is full of places where the 
well known sign “Automobile Repairing” 
stands out in bold relief across the front 
of the premises. 


Meaning About The Same 


To the car owner all these names, serv- 
ice, maintenance and automobile repair- 
ing mean pretty much the same thing 
and he has even a few of his Own, par- 
ticularly the word “upkeep.” 


No matter how we look at it all of 
these expressions mean just about the 
same thing. All have been coined for 
one purpose and that is to furnish the 
trade and car owner with some ready 
means for referring to the things which 
come up during the operation of a motor 





THINGS THAT HELP FLAT RATE 


Knowing at all times just what was done to a customer’s car on its previous visit, will often 


help in carrying out subsequent flat rate operations. 


One service station uses an index 


system containing the names of all its customers who frequent the shop and reference to 
the cards shows exactly the previous operations 


vehicle after its purchase. 


But there is something to be said about 
the way these various terms are used. 
When you have just sold a man a brand 
new car you desire that he get uninter- 
rupted use of that car and therefore, re- 
frain immediately from telling him of 






































? 
MOTOR AGE’S FLAT RATE FORUM 
No. 42 

Manufacturer's 
Official 
Designation Time 
3112 Clutch shaft front bearings, remeve and install 614 hrs. 
3113 Clutch shaft rear bearings, remove and install 6% hrs. 
3114 Clutch release bearing and housing assembly, remove and install... 7 hrs. 
3100 Disc clutch, remove and install—for overhaul (aluminum trans- 

mission case) 7 hrs. 
3102 Disc clutch, remove and install—for overhaul (cast iron trans- 

mission case) 7 hrs. 
3101 Clutch assembly, remove and install one (aluminum transmission 

cause) 6 hrs. 
3103 Clutch assembly, remove and install one (cast iron transmission 

cuse) 6 hrs. 
3104 Clutch dises, remove and install 7 hrs. 
3111 Clutch release bearing grease tube flange, remove and install........ 3% hr. 
3121 Flywheel bolts, tighten (includes removal of transmission and 

clutch) 6% hrs. 
3116 Clutch release fork, remove and install 3 hrs. 
3118 Clutch pedal, remove and install 1 hr. 

(To be continued next week) 








your “repair department.” You know 
sooner or later that car will need repair 
work, but it is not good form at this 
time to talk repairs to the new owner. 


So we talk about service or mainten- 
ance and probably keep this up at least 
until the car starts to look a little weath- 
er beaten. 


“Trading-In” Period 


Then we start to talk about “running 
her in the shop.” Maintenance and serv- 
ice give way to repairing. Repairing to 
the car owner kindles anew the word up- 
keep, a big bill for the work and sooner 
or later he begins to talk to friend wife 
about “Tradin’” the old boat in for a 
new one. 


He gets a nice shiny new one and all 
he need do for the time being is to put 
“oil and gas in her.” The dealer tightens 
the fan belt, adjusts the clutch and 
brakes and all this just plain service 
and maintenance. By and by comes the 
repair shop stage again and the cycle 
starts all over. 


Observations indicate that the word 
maintenance is gaining favor steadily and 
it probably is the best all-around word 
that can be applied to that branch of 
the industry which seeks to give a motor 
vehicle owner the maximum period of 
usefulness at the smallest possible cost 
per mile. 
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THE MARKET'S NEW OFFERINGS 


Accessories— Equipment —Supplies 


“Dubl Servis” Spark Plugs 


S PARK plugs which the makers declare 

will give exceptionally long service 
are being manufactured by the Thomas- 
son Manufacturing Company, of Minne- 
apolis, under the name of “Dubl Servis” 
Spark Plugs. This is a spark plug with 
a reversible core, making it possible when 
the end in use in the engine becomes 
cracked or fouled to bring the other end 
into service. Such a change provides an 
entirely fresh spark plug. Another fea- 
ture is in the terminal connector which 
makes a slip-on connection for Ford cars 
as well as all other makes. Materials 
used in the “Dubl Servis” plug are said 
to be of the highest character. 


Ever-Brite Headlight Deflector 


EADLIGHT deflectors which the 

manufacturers say effectively does 
away with dimming are produced by the 
Akron Specialty Manufacturing Com- 
pany, Akron, Ohio. The device is called 
the Ever-Brite Headlight Deflector and 
it consists of four elliptical visors which 
deflect the headlight rays toward the 
road. Not only will the headlight 
equipped with this deflector relieve the 
oncoming driver from glare but it also 
enables the owner to provide full light at 
all times for his own driving. The de- 
flector is easily attached by removing 
the lens and rim from the lamp and plac- 
ing it inside the rim where a flange holds 
it in position. As the deflector fits in 
front of the lens the makers say it does 
not conflict with any state law. The 


device sells for $3, $3.50 and $4, for a set 
of two. 








AKRON FLAG HOLDER 


Cut shown above 


FLAG holder made of duraluminum 

is being made by the Akron Novelty 
Manufacturing Co., Goodrich Station, 
Akron, Ohio. The flag holder is fas- 
tened to the radiator cap and will hold 
three flags. List price, 25 cents each. 




















“Dubl Servis” Spark Plug 








Bring Profits Through 


Your Windows 

Speaking of window trimming— 
and the trade will be speaking of 
it more the rest of the year than 
at any other season—it is more 
difficult to make a display show 
up well in daytime than at night. 
Yet with many accessory dealers 
more traffic passes the store in the 
daytime. 

Black or dark background and 
plenty of electric light make for 
better daytime effectiveness. Where 
a dark article is shown, however, 
it should be given an immediate 
base of white or some contrasting 
color. Winter offers an excellent 
opportunity for use of cotton in 
such a window and snow sugges- 
tion. Rustie color can be added 
with a miniature rail fence of split 
fire wood, a box well with bucket 
upside down on top and rope visi- 
ble, and some use of small ever- 
green trees—all snowcapped. 




















“Steady Boy” 


Blancke Thermostatic Control for Ford 
Carbureter 
A NEW universal design of automatic 
thermostatic carbureter control for 
Ford cars has been developed by A. C. 
Blancke & Company, 602 W. Lake Street, 
Chicago, Illinois. As in the previous 
models the device is provided with a 
thermostatic coil which automatically 
positions the needle valve as_ the 
engine warms or cools, thus giving 
correct mixture so as to obtain the 
maximum power, without the necessi- 
ty of turning the needle valve by 
hand. Tests are said to have been 
made which increase the gasoline mile- 
age from 30 to 100 per cent depending 
on the care or lack of care formerly used 
by the driver of the car in adjusting the 
needle valve to suit operating conditions. 
The General Motors Corp., have obtained 
a license from A. C. Blancke who owns 
the basic patent covering thermostatic 
control of carburetion and this principle 
is now being embodied in a special con- 
struction for the carbureter used in 
Cadillac cars. Among the advantages of 
accurate carbureter adjustment con- 
trolled according to temperature are 
better lubrication, easier starting and 
more efficient operation. 





Blancke Thermostatic Device 


Steady-Boy 
REPLACEMENT steering system for 
Fords is offered by the Moon Broth- 

ers Manufacturing Company, of St. 
Louis, in its “Steady-Boy.” The name 
of the appliance largely tells its purpose. 
Its object is to steady Ford driving and 
make for better riding comfort as well 
as economy for the Ford car owner. Use 
of the Steady-Boy is recommended by the 
makers to do away with jerking of the 
wheel that the Ford owner experiences 
when driving over rough roads. List, 
$7.50. 
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Van Norman Valve Refacing Machine 

A new valve refacing machine said to 
cut the time of regrinding valves on a 
six-cylinder car from 2% hrs. down to 
30 min., is now being marketed by the 
Van Norman Machine Tool Company of 
Springfield, Mass. The new machine re- 
places a former model and with added 
refinements brings greater efficiencies 
to valve repairing operations. The new 
model is known as the “Super Franklin 
Valve Refacing Machine,” and is driven 
by a 4% hp. Westinghouse motor. 


The new machine is readily adjusted 
to accommodate valves having any angle 














Van Norman Valve Refacing Machine 
readily adjusted for valves of any angle 
head 


head, while the work-head may be 
swung around against the side of the 
§-in. grinding wheel for such operations 
as refacing of tappet screws, points, 
breaker arms, etc., a self compensating 
drive mechanism furnishing maximum 
power to the work-head in any position. 
The fact that the machine also re- 
sharpens the reseating cutter and assures 
the same angle in the seat of the motor 
as on the face of the valve, guarantees 


accuracy. The new type machine sells 
to the trade for $175. 


Red Line Expansion Piston Pin Reamer 


The Red Line expansion piston pin 
reamers are made with sixteen helical 
flutes to give 50 per cent greater cutting 
efficiency and eliminate chatter. A 2-in, 
pilot and long shank makes the alignment 
easy and the rose reamer on the pilot pre- 
pares the hole for the expanded cutting 
edges. The countersunk expansion screw 
affords ready expansion and is said to pre- 
vent over expansion and broken reamers. 
It permits regrinding several times with- 
out undersizing. The expansion limits in- 
clude. 


Sizes 14 to 5 inch .012 
“ 11/16 “ % inch .014 
“ 15/16 “ 14% inch .016 
“ 1-5/16 “ 1-9/16 inch .018 
--s “ 25, inch .022 


To take care of undersize bushings the 
reamers are ground .001 undersize. The 





Red Line expansion piston pin reamer 
which has sixteen sheer cutting edges - 
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No. 16 set, covering 98 per cent of all 
passenger cars, trucks and tractors and 
packed into a polished hardwood box, is 
priced at $163.15. The reamers are made 
by the Modern Reamer Specialty Co., 
2401 Chestnut Street, Philadelphia, Pa. 





New Greenfield Tap and Die Catalog 

The Greenfield Tap & Die Corp., Green- 
field, Mass., is distributing to the trade 
a new catalogue on small tools, known 
as No. 49. Its line of bolt and pipe 
threading machines, gages, ground 
thread taps and spiral fluted stay bolt 
taps are listed complete for the first 
time. 


Carbon Cleaning Brushes 

The No. 5148 display board of the 
Worcester Brush & Scraper Co., Wor- 
cester, Mass., contains a variety of steel 
brushes for cleaning carbon from gaso- 
line motors. Hand and power surface 
cleaners are included as well as cleaners 
for valve guide. The assortment con- 
sists of 21 No. 7900 series valve guide 
cleaners; ten No. 80 small rotary carbon 
cleaners; No. 68 large rotary carbon 
cleaners; ten No. 66 hand rotary carbon 
cleaners. List price, 51 brushes, $47.75. 





HB Buffer and Grinder 
Cut Shown Above 


The HB Ball Bearing Motor Buffer and 
Grinder is being placed on the market by 
its manufacturers, Hobart Brothers Com- 
pany, Canal Lock Square, Troy, Ohio. 
The grinder and buffer is operated by a 
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direct connected 1 h.p. non-stalling, ba‘l 
bearing motor running at 1800 r.p.m. Tie 
outfit is furnished complete excepting tire 
grinding wheel, ready to connect to tie 
electric lines. The weight is 175 lbs. and 
it occupies a floor space of 15 in. by 15 in. 
When supplied for single phase A.C. or 
direct current the price is $108. 


Lock Washers and Cotter Pins 

Western Wire Products Company, 
Third and Spruce Streets, St. Louis, 
announces that it is prepared to furnish 
the trade with lock washers in addition 
to cotter pins. The lock washers and 
cotter pins are packed in a novel con- 
tainer known as the “Twin Assortment 
Container” which is a two compartment 
can with a screw lid at each end. One 
compartment holds the lock washers and 





The “Twin 


the other the cotter pins. 
Assortment” of lock washers and cotter 
pins consists of 50 of the latter and 100 


of the former in ranges of sizes. Prices: 
On orders of less than 1000 assortments, 
nine cents each; on orders of 1000 or 
more, 8%4 cents each. 


Auto Coat-A-Pants 

Designed to save the  motorist’s 
clothes and time when he has to 
work around the car W. C. Kiernan & 
Company, Whitewater, Wis., have brought 
out the Auto Coat-A-Pants. This is an 
army drab khaki garment made like a 
coat above and with the lower portion 
made to clasp about the legs pants- 
fashion. It gives full protection of a 
work suit to the clothes and at the same 
time is more conveniently put on than 
stepping into a pair of regular overalls. 
A dirt proof bag is furnished with each 
coat making it possible to carry the 
garment in the tool box without undue 
soiling. Prices—over United States— 
$3.50. Canadian price is the same plus 
duty. 


A CORRECTION 

In the October 29, 1925, issue of Moror 
AGE, page 30, was shown a picture of 
the Weaver Wrecking & Service Car and 
in the text mention was made that the 
equipment included the standard 1-ion 
Ford truck chassis. This is an error, as 
the truck chassis is a Graham Brothers 
1% ton model E B with a Graham 
Brothers closed cab. 
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EDITORIAL. 


Trade Days at National Shows 


¥ “VERY automobile dealer ought to attend one of 
the National Automobile Shows. There he will 
get a broader understanding of the great business he is 
engaged in and will gather up inspiration and enthusi- 
asm that will help him in selling his own line. These 
shows, which are under the management of the Na- 
tional Automobile Chamber of Commerce, have made 
special arrangements to enable automotive merchants 
to see the shows without having to struggle through 
the throngs that are always present when the public is 
admitted. Two days, Monday and Tuesday, of the 
show weeks have been set aside for the exclusive at- 
tendance of the trade so that exhibits may be viewed 
and business transacted without the disturbing influ- 
ence of throngs of public visitors. The trade days 


deserve the enthusiastic support of the dealers and the 
manufacturers. 





Don’t forget that the gun of abuse is never fired at a 
competitor without a “kick.” And sometimes it kicks 
harder than it shoots. 





Christmas Seals for Health 


UBERCULOSIS Christmas seals are again for 

sale on the candy counters, cigar stands and hotel 
desks of the country. Millions of them, too, are pour- 
ing into our homes by mail, with the request that we 
purchase the little stickers and so further strengthen 
the campaign against one of the world’s greatest 
scourges. : 

This year the Christmas seal comes of age. It is just 
21 years since an obscure postal clerk in Denmark con- 
ceived the idea of a decorative stamp to be placed on 
Christmas mail as a means of raising funds for a 
hospital for tuberculosis children. A few years later 
the first Christmas seals that were sold in the United 
States raised $3,000 for the purchase of a sanatorium 
site in Delaware. Last year 1,250,000,000 seals were 
printed for the National Tuberculosis Association and 
their sale brought approximately $4,500,000 into the 
coffers of the 1,500 organizations affiliated with the 
national body. 

During these years the Christmas seal has helped to 
finance hundreds of local, state and national campaigns 


to secure hospitals, sanatoria, clinics and dispensaries. 
At least 20,000 public health nurses are at work in the 


schools and homes to educate children and parents in 
the rules of healthful living. In this way minor physical 
defects are detected and, because of early treatment a 
Physical breakdown in later life with tuberculosis or 
scme other serious disease is often prevented. 


Our participation in the annual Christmas seal sale 
is an investment in individual and community’ health. 
More than that, we become a part of the message of 
hope which the seal carries to the many thousands who 
otherwise become victims of a preventable and curable 
disease. In all truth, the mission of the Christmas seal 
is joyous health. 





Ardent bath tub merchandisers tell us bath tubs last 
much longer than automobiles. Of course. Anything that 
is used very little lasts a long while. | 





Let’s Put This One Over 


OBERT E. LEE, manager of the St. Louis Auto- 
mobile Dealers Association, issued a bulletin to 
the membership emphasizing the fact that it is un- 
necessary for the owner to put his car away for the 
winter and giving some practical points on the care of 
the car for winter operation. It was obviously intended 
for the dealers to make use of the bulletin’s. suggestions 
in efforts to stimulate winter business. 

This is a good movement to spread over the country 
generally. Sell the public on the idea that the motor. 
vehicle is a facility for all-year use. The public is 
pretty well sold on that thought already and with little 
promotion the trade can drive it home more thoroughly 
and profitably. We want to sell more cars and acces- 
sories and we want more maintenance business. There- 
fore we want to keep the cars out of storage and in 
service. All the public needs to fall in line is well 
directed suggestion and helpful information. Any trade 
association can take up such a movement locally. 





The difference between a salesman and an order-taker 


is another bit of information you may obtain from income 
tax records. 


More About Christmas Trade 


NSPECTION of exhibits at the A. E. A. conven- 

tion suggests that many automotive devices will 
appear on Christmas counters this year in appropriate 
wrappings. This is the work of manufacturers and 
in this work they are offering retailers a chance to cash 
in with them on the season’s opportunity. Many re- 
tailers are planning special displays for the holiday 
trade. It is hoped that all retailers will give impetus 
to this big merchandising campaign through advertise- 
ments in their local newspapers. There will be much 
competition in this field of selling and if the trade 
realizes its share of the profits it will have to make 
its appeal conspicuous. 
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Carryover of 500,000 Cars Expected 





Sales Reported as Good 
Or Better Than Normal 


Dealers, However, Begin to Resist 
Heavy Stocking Because of 
Potential Tax Cut 


NEW YORK, Dec. 2.—Except in a few 
of the central states, especially Iowa, 
where a poor corn crop and bad weather 
are affecting business, automobile sales 
are on a Satisfactory level for the time 
of year—a little ahead, in fact, of nor- 
mal for the season. But sales are not 
the burning question of the day in auto- 
motive circles. The growth of dealers’ 
stocks in relation to production and next 
year’s market is now the principal sub- 
ject of conjecture. 


It is generally agreed that the carry- 
over into next year, on the basis of cur- 
rent production, will be about 500,000 
cars and trucks. This will not be a 
large burden if the market is good next 
year, for there is no reason why auto- 
mobile dealers should not accumulate in- 
ventories during the dull season; it is 
the practice in all retail trades. The 
main question, therefore, is whether the 
factories will continue to ship cars in ex- 
cess of dealers’ requirements after the 
New Year, as was done in 1924 with un- 
favorable consequences for the industry 
as a whole. 


On this point the leading producers 
have reiterated their assurances that pro- 
duction will be curtailed to a point near 
the sales level as soon as it appears that 
their dealers have accumulated sufficient 
cars to place them in a satisfactory po- 
sition for the late winter and early spring 
trade. That drastic curtailment, how- 
ever, is not looked for in the immediate 
future is clearly indicated by the large 
volume of business still being done by 
original equipment makers, with whom 
orders are placed roughly a month ahead 
of the factories’ production schedules. 


Some resistance from the dealers to 
the stocking program is being encoun- 
tered by the factories as a consequence 
of the prospect of tax reduction. The 
merchants do not want to have to meet 
a heavy loss on the cars in their hands 
on which the tax will have been paid at 
the 5 per cent rate, as against the pro- 
posed 3 per cent levy. It is hoped that 
Congress will see the desirability of hav- 
ing the reduction effective on the cars in 
transit or on dealers’ floor. 


—_——__--—_— 


KARDELL PROMOTES SHAW 
ST LOUIS, Nov. 28.—Fred Shaw, 
formerly in charge of used car sales for 
the Kardell Motor Car Co., Reo distrib- 
utors in St. Louis, has been appointed 
sales manager and assistant general 
manager of the company. 








Motor Car Output in 
U. S. and Canada 


WASHINGTON, Nov. 28.—Following 
tables show the production of automo- 
biles, both passenger cars and trucks, 
for the first ten months of 1925, com- 
pared with the full year, 1924, as an- 
nounced by the Department of Commerce 
for the United States and Canada: 


Total Cars and Trucks 






































1925 1924 
Jan. 241,062 324,567 
Feb. 287,213 367,370 
Mar. 377,252 393,489 
Apr. 439,125 384,353 
May 426,016 331,638 
June 447,860 254,146 
July 400.361 260,935 
Aug. 259,581 283,879 
Sept. 332,781 295,480 
Oct. 452,392 293,356 
Total 10 Months ........ 3,618,654 3,198,219 
Nov. 232,248 
Dec. 209,631 





The following tables shows car and 
truck production in 1925 in United States 
and Canada: 





























Cars Trucks 
Jan. 212,921 28,141 
Feb. 252,803 34,410 
Mar. 332,154 45,098 
Apr. 391,302 47,823 
May 382,714 43,303 
June 364,806 38,054 
July 358,554 41,817 
Aug. 221,831 37,750 
Sept. 272,413 60,368 
Oct. 406,569 45,823 





OVERLAND PROMOTES WHYTE 


ST. LOUIS, Nov. 28.—J. F. Whyte has 
been apopinted retail sales manager of 
the St. Louis factory branch of Willys- 
Overland, succeeding Harold W. Booth 
who resigned to accept the position of 
assistant sales manager of the Ajax Mo- 
tor Works at Racine, Wis. Whyte has 
been with the Overland organization 15 
years. 


Insurance Men Vote to 
Cut Agents’ Commissions 


NEW YORK, Nov. 28.—The National 
Automobile Underwriters’ Conferénce at 
its annual meeting here, reduced the 
acquisition cost or commission paid to 
agents from 25 to 20 per cent, the re- 
duction to apply generally among mem- 
bers of the conference throughout the 
country. 

It was the opinion of some of those 
who attended that this reduction in com- 
missions promised a reduction in rates 
in the not distant future. At any rate 
it was realized that a crisis in handling 
automobile insurance was pending. 

Frederick C. White, vice-president of 
the Hartford Fire Insurance Co., was 
elected president, William R. Hedge of 
Boston, vice-president, and Herbert W. 
Ellis, assistant manager of the Phoenix 
of London, was re-elected treasurer. 


Chicago Nash Dealers Plan 
Big Winter Sales Boost 


Showrooms and Windows Display 
Advancements That Aid Com- 
fort in Cold Weather 





CHICAGO, Nov. 30.—The Nash Sales 
Company of Chicago, and 24 associate 
dealers in this city have set aside the 
week from November 29 to December 6 
as “Winter Week” and are celebrating 
the event by special exhibits in all the 
showrooms and show windows through- 
out the city. 


The purpose of the campaign is to ed- 
ucate the public as to the importance of 
recent advancements in motor car con- 
struction in relation to their effect on 
comfortable winter driving. 

H. T. Hollingshead, president of the 
Chicago distributing firm, believes that 
few outside the automotive industry real- 
Ize the tremendous strides that have 
been made toward increasing comfort 
and safety of winter motoring. He be- 
lieves that the inconveniences of the old 
style cars have created an impression by 
many motorists that the time to buy their 
new cars is in the spring. Because of 
the danger of skidding on icy pavements, 
difficulty of starting in zero weather and 
the cracking and peeling of finishes, they 
have let their old cars bear the brunt of 
winter service. 

Mr. Hollingshead is stressing in his 
Chicago campaign the changes brought 
about in recent months that prevent 
the ills and dangers of winter driv- 
ing. Show windows and rooms are 
featuring attractive displays of four- 
wheel brakes, balloon tires, heat control 
devices, and special Duco finishes with 
which Nash cars are equipped. 

Mr. Hollingshead believes that the pub- 
lic has been informed of these advance- 
ments but has not yet realized their full 
import. It is the purpose of the came 
paign to show graphically that the old 
idea of buying new cars only in the spring 
has passed out in effect just as the open 
ear is rapidly doing in reality. 





LOCOMOBILE PICKS SCHMIDT 

BRIDGEPORT, Conn., Nov. 28.— 
George E. Daniels, vice president and 
General manager of the Locomobile 
Company of America, announces the 2p- 
pointment of L. A. Schmidt, as consult- 
ing engineer and assistant general man- 
ager. Mr. Schmidt was for several years 
chief engineer of the Fiat in this coun- 
try, and his training in the Turin, Italy 
plant was of the most exacting nature. 
His shop experience has been equally 
extensive. 





a OO 


on) 


nd 
ile 
ip- 
It- 
an- 
ars 
un- 
aly 
ire. 
lly 





r.aeember 3, 1925 


Cleveland Dealers Plan to 


Train Own Service Men 


Association to Establish School 
Where Boys Will Become 
. Skilled Mechanics 


CLEVELAND, O., Nov. 28.—A _ three- 
year course designed to produce thor- 


oughly competent automobile mechanics, 


will be started by the City of Cleveland 
shortly after the first of the year and 
thereafter will be a regular feature of 
the vocational training work of the De- 
partment of Education. This forward 
step is the direct result of the efforts of 
the Cleveland Automobile Manufacturers’ 
‘and Dealers’ Association to meet the 
shortage of skilled labor with which the 
service stations of its members are faced. 


When the new course is under way, 
it is expected that it will provide a steady 
supply of trained men for the local ser- 
vice stations. The instruction will be 
given by the public school system and 
consequently there will be no tuition fee. 
As the students will spend more than 
half of the total time required for the 
course local service stations, the course 
will be of an intensely practical nature. 


The classes will be recruited from boys 
of 15 to 16 years of age attending the 
junior high schools. They will be se- 
lected on the basis of general intelligence 
and mechanical aptitude. Before they 
start the course, their parents will be 
required to sign a statement that their 
sons are taking up the work with the 
serious intention of seeing it through 
and of entering the maintenance division 
of the automotive industry. 

The entire first year of the course will 
be spent in school under the supervision 
of competent instructors, a portion of 
whose salaries will be absorbed by the 
Federal and State Vocational Training 
Boards. The morning sessions of three 
hours will be put in on practical work 
in the shop while the afternoon session 
will be devoted to classroom and labora- 
tory work on related subjects. Among 
the related subjects to be covered are 
shop mathematics, business English, ele- 
mentary physics and chemistry, blue- 
print reading and shop sketching. In 
addition, courses will be given in hygiene 
and safety, as well as in civics and ele- 
mentary economics, the latter work be- 
ing included to make the boys realize 
their responsibilities as citizens and their 
position in society. This instruction 
covers 38 weeks. 

In the second year, the students will 
be divided into two groups which will 
alternate two weeks in school and two 
weeks in a dealer service station. The 
school work during this period will sup- 
Plement the practical shop experience. 
At this stage, it is planned to give the 
boys instruction along lines which are 
not covered in their outside shop work 
as undoubtedly the dealers, at the start 
at least, will use the boys for greasing 
and other similar jobs. 

(Continued on Page 43) 
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WHITE REALTY BRANCH 


CLEVELAND, O., Nov. 28.—Plans have 
been announced for segregating the White 
Motor Company’s real estate holding oc- 
cupied by branch sales and service sta- 
tions throughout the country. This will 
be done through the formation of the 
White Motor Realty Company, an Ohio 
corporation capitalized with 15,000 
shares of no par common stock of which 
5,000 shares are to be issued presently. 
To finance this company an offering of 
$3,000,000 6 per cent secured serial gold 
debentures are to be offered by Charles 
D. Barney & Co., Hayden, Miller & Co. 
and the Union Trust Company. 





Woman Operates Electric 
Service Plant in St. Louis 


ST. LOUIS, Nov. 28.—The Ford-Siefert 
Auto Electric Company has just occupied 
its new home at 2629 Locust Street here. 
The building was erected expressly for 
the company, is two stories high, with 
a Sky-lighted, one story structure cov- 





Mrs. Martha Ford 


ering the rear section of the lot, 25x- 
35 ft. 

A double drive-way leads from the al- 
ley to the granitoid service area in the 
rear. Shops are on the second floor 
and all new equipment has been install- 
ed there, The company is devoted ex- 
clusively to repair and replacement of 
all automotive electrical equipment. 

Mrs. Martha Ford, widow of Peter F. 
Ford, a pioneer in the automotive elec- 
trical field in St. Louis, is the senior 
partner in the Ford-Siefert company. 
Clarence F. Siefert, the other partner, 
has had much experience in the automo- 
tive electrical field, having been connect- 
ed with the Ford Motor Co. branch in 
St. Louis and the Tate Motor Co., Dodge 
Brothers dealers. 


—_—-- 


FRENCH TIRES RAISE 


PARIS, Nov. 9—(by mail)—Michelin 
increased tire prices 22 per cent this 
week, to take effect immediately. In ac- 
cordance with the custom here, Miche- 
lin’s move was at once followed by all 
other tire manufacturers and importers 
on the French market. 
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A. E. A. Holds Meeting to 
Boost Christmas Campaign 


All of Chicago Jobbers Are Present 
At Session When Merchandis- 
ing Plan Is Presented 


CHICAGO, Nov. 28.—For the first time 
in four years representatives of all of 
the eight automotive jobbers in Chicago 
who are members of the Automotive 
Equipment Association met to plan a co- 
operative merchandising movement for 
the good of the industry. 


The meeting was held at the Congress 
Hotel under the auspices of the mer- 
chandising department of the A. E. A., 
and was attended by more than 100 job- 
bers, jobbers’ salesmen and manufactur- 
ers’ representatives. It was one of a 
series of meetings being held under the 
merchandising plan of the A, E. A. for 
the purpose of stimulating the sale of 
automotive accessories, parts, supplies 
and shop equipment. 


Arthur R. Mogge, merchandising di- 
rector of the A. E. A., explained in detail 
the campaign which includes a revival 
of the “Ask ’Em to Buy” movement and 
a new movement based on the slogan, 
“Show ’Em and Sell ’em.” He urged 
jobbers to help their customers, the re- 
tail dealers, keep their places busy this 
winter, and showed how the A. E. A. is 
prepared to help them do this. 


He explained the Christmas merchan- 
dising promotion being done by the A. E. 
A. and exhibited samples of the printed 
matter that has been prepared for the 
use of dealers in getting holiday trade. 
He also showed how the sale of winter 
necessities for the motor car can be 
greatly increased by proper cultivation 
of customers. The third phase of this 
business opportunity that he touched on 
was maintenance. He cited many ex- 
amples of highly profitable maintenance 
business coming for careful attention to 
the selling and servicing of maintenance 
operations. 


Other speakers were B. W. Ruark, as- 
sistant to Commissioner Webster of the 
A. E. A.; Sam Shelton, editor of Moror 
AcE; Dick Sheridan, president of the In- 
ternational Boosters Club and Ken Cloud 
of Jobber Topics, 


The eight jobbers represented at the 
meeting were Automobile Supply Co., 
Chicago Auto Equipment Co., Chicago 
Automobile Supply House, Electric Ap- 
pliance Co., E. D. Kimball & Co., Motor 
Car Supply Co., Sheridan Auto Supply, 
Inc., and Universal Automotive Supply 
Co. 


Following the meeting several of the 
jobbers placed large orders for Christ- 
mas campaign printed matter prepared 
by the association. 


HERTZ SEDAN RAISED 


CHICAGO, Nov. 28.—The Yellow Truck 
& Coach Mfg. Co has increased the price 
on the Hertz sedan from $1,695 to $1,795. 
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Final Draft of Bill to 
Cut War Tax Is Finished 


House Committee Rejects Plea to 
Make Provisions Retroactive 
—Reduction Is $70,537,000 


WASHINGTON, Nov. 28.—Four decis- 
ions affecting the automobile industry 
were announced this week by the House 
Ways and Means Committee in its com- 
pleted draft of the new revenue bill 
which carries a total of $336,236,000 tax 
reduction, of which $70,537,000 is cut 
from the taxes paid by the automobile 


users of the country. 

The four decisions were: (1) rejec- 
tion of the automobile industry’s appli- 
cation for a retroactive tax, by which 
it would be possible to rebate the 40,000 
dealers throughout the country on cars 
which they have in stock on the date 
the bill becomes effective; (2) announce- 
ment that the tax will become effective 
on the date of its adoption; (3) a ruling 
that parts and accessories, sold with 
passenger cars, be included as a part 
of the car and taxed 3 per cent, and 
(4) that automobiles, exported to Ameri- 
can possessions be exempt from the 3 
per cent excise tax. 


Present indications are that the new 
tax measure will be introduced on De- 
cember 7, get its first consideration on 
December 9, under a unanimous agree- 
ment by administration leaders and will 
probably be disposed of in the House 
within two weeks. The Senate leaders 
believe that its final passage can be 
effected by March 1. 
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G. M. OFFICIALS SAIL 


NEW YORK, Nov. 28.—Alfred P. Sloan, 
Jr., president General Motors Corpora- 
tion, announces that C. S. Mott, chair- 
man, John T. Smith, H. L, Barton,-M. L. 
Prentis and W. L. Davidson will sail 
December 5 to look after certain over- 
seas interests of the corporation in Eng- 
land and on the Continent. 


Willys-Overland Latest 
To Join in Finance Plan 


NEW YORK, Nov. 28—The Willys- 
Overland Co. of Toledo has been added to 
the group of automobile manufacturers 
whose dealers are assisted by the Com- 
mercial Investment Trust Corp. of New 
York in financing purchases and placing 
insurance on their automobiles. 

The group so financed includes also 
Dodge, Hupmobile, Chandler, Nash, 
Paige-Jewett, Reo, Cleveland and Frank- 
lin. 

The Commercial Investment Corp., ac- 
cording to a recent announcement has 
sold to a banking group, headed by Dil- 
lon, Read & Co., of this city, $7,500,000 
6% per cent preferred stock in the cor- 
poration, and, further, has arranged with 
the same group to underwrite 72,000 
shares of its common stock, to provide 
additional funds for operating purposes. 
The common will be offered to stock- 
holders, it is learned on good authority, 
on a basis of one of the old for five of 
the new at $60 per share. This trans- 
action will bring to the Commercial In- 


vestment Trust Corp. approximately $5,- 


000,000, in addition to the proceeds of 
the public sale of the preferred. 








Marmon Names Body to Study Dealers’ Problems 





re ORSON OR 





Left to right. Spencer G. Pope, Pottsville, Pa., Horace A. Rayno, Albany, N. Y., and John 
G. Salisbury, St. Louis, Chairman. 


INDIANAPOLIS, Nov. 28.—For the 
purpose of gathering together the criti- 
cisms, constructive suggestions and sales 
ideas of Marmon dealers and distributors 
in all sections of the United States for 
presentation to the Marmon dealer’s con- 
vention of the Nordyke & Marmon Com- 
pany’s factory in Indianapolis January 
4, 5, and 6, a committee of representa- 
tive dealers and distributors composed of 
John T. Salisbury, St. Louis, chairman; 


Spencer G. Pope, Pottsville, Pa. and Hor- 
ace A. Rayno, Albany, N. Y. has been 
formed and will act as a “clearing house” 
for suggestions’which will be presented 
to the convention for consideration. 
This move is a decided forward step 
in factory co-operation with its dealers 
and marks an effort on the part of the 
Marmon factory to garner from its deal- 
ers sound and conservative ideas which 
will accrue to the dealers’ benefit and 
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Wisconsin Chrysler Dealers 
Have Novel Insurance Plan 


Milwaukee Company Finishes Pay- 
ments and Delivers Car to Bene- 
ficiary If Buyer Dies 


MILWAUKEE, Nov. 28.—A new insur: 
ance plan in combination with motor car 
sales has been successfully evolved by 
George W. Browne of the Clark Motor 
Co. of Milwaukee, Chrysler distributors 
in 32 Wisconsin counties, and has proved 
to be a big sales incentive. 

The Clark Motor Co., as distributor, 
and all of its dealers in the territory, of- 
fer to purchasers of Chrysler cars, an in- 
surance policy which in effect clears the 
title to the car in case it is unpaid for 
and sickness, accident or death overtakes 
the purchaser. The principal provisions 
of the policy are: 

If the purchaser becomes sick and is 
prevented from performing the duties of 
his occupation, and is consequently un- 
able to meet the monthly payments on 
his automobile, the payments will be 
made during the duration of his illness 
by the insuring company, and the receipt 
given the purchaser at the end of each 
month. 

In event of loss of life through acci- 
dental causes the unpaid-for automobile 
will be delivered to the purchaser’s bene- 
ficiary, with bill of sale paid in full, re- 
gardless of the amount due at the time 
of death. 

There is no possibility of interference 
by the insurance commissioner of Wis- 
consin, a fate encountered by other auto- 
mobile insurance schemes, since the in- 
surance policy is written through the 
Rebhan Agency of Milwaukee and the 
Royal Indemnity Co. of New York is un- 
derwriting the risks. 








also lead to continued improvements in 
the Marmon car. 

The first meeting of the dealers’ com- 
mittee was held in the office of Percy E. 
Chamberlain, Sales manager of Nordyke 
& Marmon Company November 19. At 
that time the purpose which led to the 
formation of the committee and the op- 
portunities which it has to further the 
interests of the dealer body as a whole 
were explained. 

The dealer committee will act inde- 
pendently of the factory Mr. Salisbury 
said. It will be purely a body for for- 
warding the interests of other dealers. 

One of its first steps will be the mail- 
ing of a questionnaire to all Marmon dis- 
tributors and dealers, asking them 4 
series of questions dealing with the oper- 
ation of their businesses and the prob- 
lems which arise in their daily contact 
with the public. The questionnaires 
will be returned to Mr. Salisbury and, at 
a future meeting of the committee, the 
chronic problems will be separated from 
those which are purely local and the 
committee will have a definite picture of 
the situation as it exists. 
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Keo Reports Profit of 
$5,422,181 for Year 


Capital and Surplus at End of Fiscal 
Period Is $3,000,000 More 
Than 1924 


LANSING, Mich., Nov. 28.—With capi- 
tal and surplus for the fiscal year end- 
ing August 31, 1925, $3,000,000 more than 
for the fiscal year ending August 31, 
1924, the Reo Motor Car Company of 
Lansing has ended one of its best years, 
according to the annual report just made 
public. The profits after current federal 
taxes amounted to $5,422,181.85. 

The annual report is for the Reo Motor 
Car Company and its subsidiary com- 
panies as follows: Reo Motor Car Com- 
pany of New York, Reo Motor Car Com- 
pany of Chicago, Reo Motor Car Com- 
pany of California, Reo Motor Car Com- 
pany of Texas, Reo Motor Car Company 
of Missouri and the Reo Michigan Sales. 

Increase in capital stock is reflected 
in working capital which indicates a sub- 
stantial gain in business. The export 
sales show an increase of 100 per cent, 
and according to R. H. Scott, president 
of the company, the prospects for 1926 
are unusually good. 

According to the report, after paying 
cash dividends for the year amounting 
to $2,475,000.00 there remained for trans- 
fer to surplus approximately $3,000,000. 
A stock dividend of 500,000 common 
shares was also distributed during the 
year. Good-will and patents are not 
shown on the balance sheet as having 
value. 


The report follows: 


Assets: 
Cash on hand and in banks....$7,906,386.41 
Sight drafts outstanding........ 772,822.21 
Receivable less reserves........ 5,079,935.04 
Inventories 9,571,503.76 
Land, buildings and equip- 

ment less depreciation........ 7,189,376.91 








Deferred charges 205,052.31 
Stock and bond investments.. 77,401.00 
Reo Motor Car Company of 

Canada, Ltd. 47,000.00 





Among the liabilities listed are $2,- 
360,610.30 in accounts payable, and accru- 
ed pay roll of $134,573.08, federal and lo- 
cal taxes of $1,210,500.66. Deferred credits 
are listed as $111,584,000, miscellaneous 
payables at $96,705, and the total capital 
and surplus at $26,935,503.80. 


NEW CADILLAC DEALERS 


DETROIT, Nov. 28.—New § dealers 
added to the organization of the Cadil- 
lac Motor Car Co. include the following: 

Kk. E. Lindsey, Rome, Ga., The Jones 
Cadillac Co., Gulfport, Miss., Marlboro- 
Dillon Company, Clio, S. C., Claude Nolan, 
Savannah, Ga., The L. E. Huddle Co., Lan- 
caster, Ohio, Frank Young, London, Ohio, 
Creighton & Ridley, Woodstock, N. B., 
Chapman Auto Company, Frankfort, Ind., 
W. W. Henderson, Lebanon, Ind., Cheno- 
Weth Auto Company, Richmond, Ind., 
H. C. MeQuady, Arcadia, Fla., Roberts & 
Stebbins, Avon Park, Fla., Everett Cadil- 
las Company, Cocoa, Fla., Miami Cadillac 
Company, Ft. Lauderdale, Fla., Moultrie 
Buick Company, Moultrie, Ga., Roulerson 
& Doone, Okeechobee, Fla., Seminole Hud- 
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Kettering Takes 


Huge Policy 

DAYTON, O., Nov. 28.—Charles 
F. Kettering, vice-president of the 
General Motors Corporation, has 
taken out a life insurance policy for 
$1,600,000, Henry A. Stout, life in- 
suranee agent, announced here to- 
day. 











son-Essex Co., Sanford, Fla., Ohio Garage, 
Sebring, Fla., Tifton Buick Company, 
Tifton, Ga., J. R. Williams, Valdosta, Ga., 
Vero Beach Cadillac Company, Vero 
Beach, Fla., Beeson-Bailey Cadillac Co., 
Wauchula, Fla., W. L. Hinson Auto Com- 
pany, Waycross, Ga., Newton Bros., Em- 
poria, Kas., Maloof Cadillac Company, 
San Bernardino, Cal., J. E. Downs & Co., 
Pana, Ill., Bob Davis & Campany, Salem, 
N. J., M. A. Pyatt Motor Company, Wild- 
wood, N. J., Foster Auto Company, Cotton- 
wood, Ariz., Hi-Way Service Station, Su- 
perior, Ariz., The Charles Green Company, 
Eureka, Cal., T. A. Bartlett & Son, Lewis- 
ton, Ida., Coeur D’Alene Hardware & 
Foundry Co., Wallace, Ida., Dreyfus & 
Morgan, Delhi, N. Y. 


Hudson Output Is Already 
Double That of Last Year 


DETROIT, Nov. 28.— Hudson-Essex 
production for 1925 up to the present 
time totaling 256,000 passenger cars, 
doubled the entire production for 1924, 
factory officials said today. The 256,000 
car came off the assembly line yester- 
day. 

Of this number approximately 153,600 
were Essex and 102,400 Hudsons. 
Coaches still lead in popularity, fully 90 
per cent of the total number being 
coaches. Closed cars make up 98 per 
cent of the total. 

Hudson-Essex output since 1922 has 
shown big increases. That year 60,000 
were produced followed by 98,000 in 1923. 
Nineteen twenty-four saw 128,000 with 
this number being more than doubled by 
the present year. 

NEW KELLY TIRE BRANCH 

SPOKANE, Wash., Nov. 28.—A factory 
branch representing an investment of 
$250,000 will be opened December 1 by 
the Kelly-Springfield Tire company, 
George M. Martin, special representative 
of the company has announced here. The 
firm has leased a warehouse for a period 
of three years with an option to extend 
the lease for two years more. Mr. Mart- 
in announced the appointment of J. R. 
Bennyhoff, formerly in charge of the San 
Francisco branch, as manager of the 
local branch. The territory to be served 
by the new branch includes a part of 
Washington, all of Idaho and a part of 
Montana. 

GOUX JOINS PARIS ESSEX | 

PARIS, Nov. 11.—(by mail)—Jules 
Goux, one-time Peugeot race driver and 
winner of the Indianapolis race, is now 
in charge of the Essex service station 
and spare parts depot in France. The 
Essex car is being handled in France 
by Hibbard & Darrin, who are also dis- 
tributors for the Belgian Minerva. 
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New York Group Purchases 
Kelly-Springheld Truck Co. 


Buyers Declare Preparations Will 
Start at Once for Greater 
Output Than Ever 


SPRINGFIELD, O., Nov. 28.—Purchase 
of the assets of the Kelly-Springfield 
Motor Truck Co. by a New York group 
of men represented by H. W. Torney, 
Charles C. Jamieson, Edward L. White 
and Phillip H. Farley at a public sale 
conducted by Pearl A. Lewis, special 
master, for the sum of $340,000 has been 
approved by Judge Frank M. Krapp. 

The purchasers are required to de- 
posit $50,000 with the American Trust 
and Savings Bank as a guarantee cover- 
ing payment of certain income and excess 
profit taxes to be adjusted with the gov- 
ernment. Mr. Lewis, who is receiver, is 
authorized to adjust this matter within 
30 days and return the balance of the 
money to the purchasers when they com- 
plete the deal. 

The entry also shows that the con- 
summation of the sale depends on an 
adjustment of claims totaling $12,000 at 
Seattle, Wash., a branch point of the 
Kelly-Springfield Motor Truck Co., where 
a receivership has been instituted. It is 
stated that the assets there total $50,000, 
and that an adjustment can be obtained 
within a week. 

The purchasers under their bid acquire 
the real estate, buildings, machinery, 
good will and stock at the various 
branches in the United States: Atlanta, 
Baltimore, Boston, Chicago, Denver, 
Detroit, Erie, Pa., Greensboro, N. C.. 
Kansas City, Los Angeles, New Orleans, 
Omaha, Pittsburgh, St. Louis, St. Paul, 
San Francisco and Seattle. 

Edward L. White stated after the sale 
that the Kelly plant within the next ten 
days will begin preparations to go for- 
ward with the manufacture of trucks 
upon a larger scale than it has for 
years. 
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CHEVROLET SALES SCHOOL 

ST. LOUIS, Nov. 28.—Chevrolet sales- 
men operating within a radius of forty 
miles of St. Louis attended a school at 
the Chevrolet branch here last week 
conducted by William A. Blees of Chev- 
rolet Motor Co., Detroit, W. J. Burns, 
salesmanager and O. H. Hegre of the 
sales promotion department of the St. 
Louis branch. 
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NEW PAIGE DEALERS 

DETROIT, Nov. 28.—The Paige-De- 
troit Motor Car Company has appointed 
new dealers as follows: 

Lou Footes Garage, Turlock, Cal.; Don’s 
Motor Shop. Kanas City, Mo.; Oppel-Spice 
Company, Duluth, Minn.; Jewett Sales 
Company, Logan, Utah; Elnora Garage, 
Elnora, Alberta, Canada; Orrville Star 
Sales Co., Orrville, Ohio; Brown Motor 
Company, Alliance, Ohio: C. G. Blackburn 
Motor Sales, Ravenna. Ohio: Paige-Jew- 
ette Sales Company. Orlando. Fla.; Brick 
Front Garage, Daytona Beach, Fla.: Lin- 
coln Highway Garage. Medicine Bow, 
Wyo.: Paige-Jewett Motor Company. Fort 
Pierce, Fla., and W. A. Overall, Bruns- 
wick, Ga. 
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America Urged to Grow Its 
Own Rubber in Philippines 


Head of U. S. Mission Tells Manu- 
facturers Congress Should Change 
Land Laws of Islands 


AKRON, Nov. 28.—All tropical prod- 
ucts, including rubber, that America 
needs, can be produced at reasonable 
cost in the Philippines, according to 
Judge John Hausserman, vice-president 
of the United States mission of the 
American Chamber of Commerce in the 
Philippines, who was a visitor in Akron 
recently. 


The only obstacle in the way of im- 
mediately establishing a rubber growing 
industry on a large scale in the islands 
is the law restricting land ownership 
to 2,500 acres, he pointed out, but this 
can be corrected by an act of Congress. 
It is believed the question will be 
brought up when Congress meets next 
month. 

“When American rubber interests start 
operations in the Philippines,” said 
Judge Hausserman, “they will find the 
much talked of labor problem has van- 
ished. Labor there is plentiful and 
efficient. At present 30,000 natives are 
working on the sugar plantations in Ha- 
waii, but they would rather be employed 
in their home land if jobs were avail- 
able for them. The population has 
grown in the last 25 years from 5,000,- 
000 to 12,000,000. : 

“Of the 73,000,000 acres in the islands, 
only 10,000,000 are under private owner- 
ship, leaving 63,000,000 in the public do- 
main, available development. 

“With Great Britian controlling direct- 
ly or indirectly 95 per cent of the world’s 
crude rubber supply,” he continued, “this 
vast acreage of potential rubber planta- 
tion land is of the utmost importance 
to this country. The American people 
don’t have to submit to the British mono- 
poly, which has caused a huge increase 
in cost of rubber and automobile tires, 
if they will use common sense.” 


Many Full Tome ! Schedules 
'  Bemg Resumed in Akron 


AKRON, O., Nov. 28.—Many depart- 
ments in Akron rubber factories are re- 
suming full time schedules, this week, 
after operating for five days a week since 
about Oct. 1. 


There was a seasonal decline in sales 
at the opening of the fall season, when 
“spring dating” was abolished, but in 
the last few weeks the demand for tires, 
both in this country and abroad, has 
been gerater than was anticipated. Sales 
to automobile manufacturers of original 
tire equipment have been particularly 
heavy, due to a record breaking car pro- 
duction. 


Although none of the tire manufactur- 
ers are accepting deferred payment ord- 
ers, aS was the case last year, dealer 
business is reported to be good. Many 
distributors, whose stocks are low are 
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ordering large shipments. From now on 
tire production is expected to steadily 
increase, reaching peak levels shortly 
after the first of the year. Most of the 
tire companies have been running about 
80 per cent of capacity during the past 
two months. 


— ~ 


NEW OLDS PARTS DEPOT 

CLEVELAND, O., Nov..28.—A factory 
parts depot has just been located at 7012 
Euclid avenue by the Olds Motor Works, 
of Lansing, Mich. The new depot, stock- 
ed with $30,000 worth of Oldsmobile 
parts and accessories, will be in charge 
of T. F. Utley, zone manager. Other 
Officials at the depot are H. J. Nestle, 
service manager; Arthur Thompson, 
manager of parts department; Lionel 
Brown, assistant parts department man- 
ager; L. C. Dunham, head of the whole- 
sale department. 


STRESSES FLAT RATE 


HARTFORD, Conn., Nov. 28.—The 
L & H Motor Co., Hupmobile dis- 
tributor throughout the state has just 
mailed to a selected list of Hupmobile 
owners and prospects a neatly printed 
four page folder describing various ac- 
cessories carried together with a list of 
flat rate charges for service. The folder 
also carries pictures of the official sales 
and service personnel. 


Wisconsin Insurance Suit 


Sets Important Precedent 


MILWAUKEE, Nov. 28.—Of great in- 
terest to automobile dealers and owners 
is a recent decision handed down here, 
which considerably broadens the scope 
of automobile insurance coverage and 
establishes one very strong precedent. 
This precedent is the court’s decision 
that an insurance company is liable for 
unlimited coverage of an automobile 
liability risk, except as expressly limited 
in the policy. — 

The case was that of the Journal Com- 
pany, newspaper publishers, against the 
General Accident Fire and Life Assur- 
ance Corporation, and the question grew 
out of suits for damages following the 
crash of a Journal truck and a North- 
western railroad train on a highway 
south of Milwaukee. 

The insurance company contended that 
since the accident occurred at a time 
when the truck was not engaged in de- 
livering papers, it was not liable. The 
defense to this contention was that in 
the absence of a specific clause in the 
policy exempting the insurance company 
in such instances, the company was 
liable. The circuit court in Milwaukee 
sustained this contention and the su- 
preme court affirmed the decision. 


HAGGART VICE PRESIDENT 

ALMA, Mich., Nov. 28.—J. C. Haggart, 
Jr., has been elected vice president of 
the Republic Motor Truck Co., Inc., ac- 
cording to an Official announcement by 
O. W. Hayes, president. Mr. Haggart 
has been associated with the Republic 
truck company for the last nine years, 
truck company for the last nine years. 


December 3, 1925 


Parts and Accessories Set 
New October Output Peak 


Shipments for Car and = Truck 
Equipment Largely Respon- 
sible for Record 


NEW YORK, Nov. 28.—October was 
the high month of the year in automo- 
tive parts and accessories business as 
well as in car and truck production, ac- 
cording to figures compiled by the Motor 
and Accessory Manufacturers Associa- 
tion. A representative group of mem- 
bers of the association reported October 
shipments to customers running ahead 
of all months of the year, including the 
spring peak in April. 

Shipments of parts and accessory 
makers for car and truck equipment 
were largely responsible for the tre- 
mendous October record. October de- 
liveries for original equipment were 214 
per cent of the January figure as com- 
pared with 179 per cent in September 
and 183 per cent in April, the previous 
peak of the year. The tremendous gain 
in original equipment business which in- 
cluded heavy equipment by several large 
manufacturers of closed bodies, wheels 
and kindred products, brought the total 
shipments for companies reporting from 
all divisions of the industry up to 188 
per cent of January as compared with 
158 per cent for September and 168 per 
cent for April, the previous high month. 


Shipments of replacement parts to 
wholesalers aggregated 131 per cent of 
January as compared with a total in 
September even with January and 130 
per cent in August. Accessorry ship- 
ments to the trade exclusive of vehicle 
manufacturers aggregated 163 per cent 
of January as compared with 155 per 
cent for September and 193 per cent for 
April, the previous high month. Ship- 
ments of service equipment, that is, re- 
pair shop machinery and tools, in Octo- 
ber ran even with January as compared 
with 123 per cent of January in Septem- 
ber and 113 per cent in August. 


The tremendous October business in 
original equipment was in keeping with 
the car and truck production of more 
than 452,000, setting a new monthly rec- 
ord. 


a 


WAGON WORKS BOUGHT 


EVANSVILLE, Ind., Nov. 28.—The Wil- 
liam T. Karges Wagon Works here have 
been purchased by the Evansville Plan- 
ing Mills and will be utilized for the 
manufacture of motor car bodies. ‘The 
buyer paid $75,000 for the plant. Oper- 
ated for many years in the manufacture 


of farm wagons, the business gradually 


declined with the increase in motor 
vehicles, and six months ago was closed 
permanently. Since then, the stock and 
machinery has been in process of 
liquidation. William Johann, general 
manager of the purchasing comp:ny, 
plans to install new machinery and en- 
large the plant and hopes to employ 
several hundred men. 
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Cincinnati Dealers Keep 
New Cars Moving Quickly 


Used Automobile Sales Receive Big 
Impetus Throughout October 
and Early November 





CINCINNATI, O., Nov. 28.—Used car 
sales in the Cincinnati district are ex- 
ceptionally active according to reports 
from dealers and distributors. The lat- 
ter are of the opinion that this is a 
good sign because it shows that a goodly 
number of sales of new cars are being 
made to provide the used cars which are 
being transferred. 


This is demonstrated when it is seen 
that the used cars being sold are of a 
fine quality many of them being 1925, 
1924 and 1923 models which were trad- 
ed in at good figures to dealers and dis- 
tributors when 1926 cars were purchas- 
ed. All through the fall there has been 
a steady increase in the sale of used 
cars and October was a banner month, 
as 3,868 used cars were sold, delievered 
and registered at the clerk’s office of 
Hamilton county during that month. 


The first half of November also is 
making a good showing as the registra- 
tions up to Nov. 15 were 1,473 used cars. 
Dealers say that even more more than 
that number have been sold as the deal- 
ers were not always able to make de- 
liveries on the day of sale. New car 
sales in Hamilton county up to Nov. 15 
were 782 cars, the largest percentage of 
which were closed jobs. This is com- 
pared with 2,064 new cars sold in Octo- 
ber 1925 and 948 new machines sold in 
all of November 1924. 


Distributors in this territory are using 
every means of spreading the gospel of 
better co-operation between dealers and 
sub-dealers of various makes of cars, so 
that information may be exchanged and 
amore uniform basis of sale of used cars 
in trading-in deals may be established. 
Distributors assert that often dealers 
and sub-dealers are imposed upon by 
buyers in car trades when buyers shop 
around telling one dealer that another 
dealer had offered him so much for his 
car, when in fact there had been no such 
offer. } 

Sales of tires and accessories in this 
district are keeping up well, it is re- 
ported, and everything points to a sub- 
stantial increase of business in Novem- 
ber over November 1924. 


re 


RECHARGEABLE DRY CELLS 


MADISON, Wis., Nov, 28.—A recharge- 
able dry cell is announced by the French 
Battery Company of Madison, The con- 
tainer is a cylindrical zinc plate which 
serves as the negative electrode. The 
Positive plate is especially designed grid 
so constructed as to prevent the active 
Materials from falling out. Moisture 
needed by the battery from time to time 
is supplied by means of distilled water, 
two or three eye droppers full of water be- 
ins required every two or three months. 
The cells may be used separately, but 
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for general use will be put up in six cell 
units in cabinets, with built in recharg- 
ers, the whole outfit to be connected both 
with the radio set and the electric light 
plug. 


NEW CLEVELAND DEALERS 


CLEVELAND, O., Nov. 28.—New deal- 
ers added to the organization of the 


Cleveland Automobile Co. include: 

Maudlin Bros., Detroit, Lima Chand- 
Cleve Co., Lima, O., Dawson Sales Co., 
Muncie, Ind., Electric City Auto Exchange, 
Schenectady, N. Y., H. O. Cummins, Val- 
lejo, Cal., Barney Motor Sales Co., Wyan- 
dotte, Mich., Chandler Newark Motors, 
Newark, N. J., Chandler Jamaica Motor 
Inc., Newark, N. J., Chandler Jamaica Mo- 
tor Car Corp., Jamaica, L. I., N. Y., Gener- 
al Auto Shop, Appleton, Wis., Cleveland 
Sales & Service, Moline, Ill., Coast Motors, 
Long Beach, Cal. 





Henry Sterling Houpt 

PELHAM, N. Y., Nov. 28.—Funeral 
services for Harry Sterling Houpt, for 
20 years one of the best known auto- 
mobile dealers in New York City were 
held at his home here, where he died 
following two nervous breakdowns. In 
1907 he headed his own sales company, 
handling the Thomas car, which under 
his guidance was entered in the Vander- 
built Cup and other races in 1905-07. 
Later he distributed the Lozier and was 
aslo interested in the Owen magnetic ear. 
For a time he was vice-president and 
general sales manager for the American 
Locomobile Co., builders of the Alco car, 
and from its organization in 1915 until he 
retired last year to engage in real estate 
operation he was president of the Hudson 
Motor Car Co. of New York. He is sur- 
vived by his wife, Eleanor G. Houpt, and 
a brother, Edgar M. Houpt. 
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Oldsmobile Deluxe Models 
Far Outsell the Standard 


Analysis Shows Public Wants Its 
Cars Equipped with Accessories 
—Coach Most Popular 


LANSING. Mich., Nov. 28.—Proof of 
the truth of the statement that the lux- 
uries of yesterday are the necessities of 
today is shown by an analysis of Olds- 
mobile’s sales figures for the first 10 
months of 1925. During that period the 
deluxe models, fully equipped with all 
accessories, far outsold the standard 
models. 


The most popular model was the de- 
luxe coach, with the deluxe sedan, the 
highest priced car in the Oldsmobile 
line running second, slightly outselling 
the standard coach, the lowest priced 
closed car. The sale of standard and 
sport touring cars are about equal, due 
to the large export demand for the 
standard open cars. 

Oldsmobile was one of the early com- 
panies to recognize the trend toward 
fully equipped cars, and more than a 
year ago it standardized on all acces- 
sories. They were selected and designed 
to conform to Oldsmobile’s requirements, 
and are attached to the cars on the 4as- 
sembly line. Thus the accessories are 
integral parts of the finished car. 

From the present trend it is likely 
that in the not far distant future prac- 
tically every car sold will be equipped 
with front and rear bumpers, snubbers, 
motometer, spot light, automatic wind- 
shield cleaner, rear view mirror, kick 
plates, gasoline gauge, luggage trunks 
and rack. 





Renault Mystifies Paris Drivers 








PARIS, Nov. 9.—(by mail)—A 6-h. p. 
Renault runabout, apparently having no- 
body abroad, yesterday ran along the 
Paris boulevards and main avenues dur- 
ing the peak hours of traffic. It was 
at first believed that this was a radio 
demonstration and that the G. M. C. 
truck which traveled in the immediate 
neighborhood of the Renault consti- 


tuted the transmitting and controlling 
station. ‘There is now a suspicion, how- 
ever, that the car was faked and that 
it was operated by an electric motor 
with a driver concealed in the tail.. The 
dealer responsible for putting the car 
on the street reaped a plentiful adver- 
tising harvest. 
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Safety Director Reports 
On Progress for 1925 


Barber Tells Hoover That Confer- 
ence Has Succeeded in Stimulating 
State and Local Action 


WASHINGTON, Nov. 28.—Deploring 
the mounting curve of human, material 
and financial losses due to street and 
highway accidents, more particularly 
those involving motor vehicles, as “one 
of the most conspicuous examples of 
waste in modern American life,” A. B. 
Barber, director of the National Confer- 
ence on Street and Highway Safety, in 
a report to Secretary of Commerce 
Hoover which is included in the latter’s 
annual report to Congress, recites what 
the national conference has accomplish- 
ed since it was first called in the spring 
of 1924. 


“The National Conference on Street 
and Highway Safety is nationwide in its 
scope,’ says the report. “Its purpose, 
however, is to obtain results through 
stimulation of state and local action. Its 
activities have assisted in focusing wide 
spread public attention on the automo- 
bile accident problem, and in crystalliz- 
ing opinion on remedial measures which 
should bear definite results. A _ begin- 
ning has been made on the application 
of these measures by state legislatures, 
and an important influence has been 
manifested in regard to municipal regu- 
lation and organized community effort.” 


Admission is made by Director Barber 
in his report that: “As this report is 
being written the Committee on Statis- 
tics has reported that the wastage in 
human life and physical losses is con- 
tinuing to increase.” 

Director Barber lauds-the co-operation 
which is being given the conference by 
the National Automobile Chamber of 
Commerce, the American Automobile As- 
sociation, the National Association of 
Taxicab Owners and other interested or- 
ganizations. 


FIAT PUSHES NEW MODEL 

PARIS, Nov. 11.—(by mail)—During 
the past fortnight Fiat has conducted an 
important sales campaign in France in 
favor of the new 7 h.p. model, which next 
year will constitute the big production 
job of this Italian concern. Prices on 
the French market are chassis with tires 
16,100 francs; phaeton 21,900 francs; 
roadster 19,750 francs; cabriolet or four 
passenger sedan 26,850 francs. These 
prices are rather higher than the most 
direct French competitor, the 6 h.p. Re- 
nault, but sales are reported to have 
been very satisfactory. 


1500 DEALERS HEAR N. A. D. A. 


DALLAS, Tex., Nov. 28.—Automobile 
dealers, distributors, salesmen and ac- 
countants in Texas and parts of Louisi- 
ana and Oklahoma have been given a 
close insight into the motor industry 
and a clear explanation of modern 
methods of automotive merchandising 
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through a series of sales congresses held 
in Houston, Dallas, Fort Worth, San 
Antonio and El Paso during the past 
week under the auspices of the National 
Automobile Dealers’ Association, with 
the manufacturers and local distributors 
co-operating. Some 1,500 automobile 
men attended these sales congresses and 
heard experts discuss the motor industry 
and the best methods of selling automo- 
biles. The chief speakers at the cities 
where the congresses were held were 
Lynn M. Shaw, H. D. Bullock, Edward 
Payton and A. R. Kroh. 





SCHACHT TO REORGANIZE 


CINCINNATI, O., Nov. 28.—Stockhold- 
ers of the G. A, Schacht Motor Truck Co. 
of Cincinnati will receive two shares of 
no par common stock for each share of 
common par value $100 now held, in the 
re-organization of the company which is 
proposed to take place Nov. 24 at a spe- 
cial meeting of stockholders to be held 
here. In the reorganization meeting 
6,000 shares of common stock without 
par value are to be authorized and 11,- 
500 shares of preferred stock of par 
value of $100 each. Each holder of pre- 
ferred stock will be given one share of 
the new preferred and $5 in cash repre- 
senting the redemption premium on pre- 
ferred stock now held. The new pre- 
ferred will carry cumulative dividends 
at the rate of 7 per cent and will have 
no compulsory redemption provision. 


KLEIBER TO EXPAND 

SAN FRANCISCO, Nov, 28.—Capacity 
and production of the Kleiber Motor Car 
Company’s plant will be doubled in 1926, 
according to a statement issued by 
George F. Schwarz, sales-manager. An- 
other floor is being added to the Kleiber 
plant, which now covers an entire city 
block. The car is custom-built and 
Schwarz says the chief difficulty about 
the expansion is that of obtaining skilled 
craftsmen in blacksmithing, coach- 
body work and upholstery. Louis Lago- 
marsino has been appointed branch man- 
ager in charge of the factory at Los 
Angeles. He has been for several years 
attached to the San Francisco factory. 
The Kleiber company has been building 
trucks for 17 years, but embarked in the 
passenger car building industry a little 
more than a year ago. 


TRANSPORT CAMPS GO 


WASHINGTON, Nov. 28.—The army’s 
motor transport centers, Camp Holabird, 
Md., and Camp Normoyle, Tex., and. the 
transport section of the San Francisco 
depot, will go out of business at the end 
of the present fiscal year, it is announced 
here by the quartermaster general at 
the War Department. Camp Holabird 
will be turned over to the Third Corps 
Area jurisdiction at Baltimore, and Camp 
Normoyle to the Eighth Corps command- 
er at San Antonio. Work of the motor 
transport schcol at Camp Holabird will 
be taken over by the instruction school 
at Philadelphia. 
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Hudson Dealer Announces 
Weekly Purchase System 


‘{Dateals Dieetes Batends Peemant 


Experiment Further Into Lower 
Priced Six Field 


DETROIT, Nov. 28.—Aaron DeRoy, 
head of the Aaron DeRoy Motor Car 
Company., Hudson-Essex distributors for 
this territory, has announced another 
plan which will make the purchase of 
either Hudson or Essex passenger cars 
much easier. 


Under the new plan, purchasers of 
Hudson-Essex cars, can deposit any 
amount from $1 up with the company 
and receive 8 per cent interest. Addi- 
tional payments are made according to 
the plan under which the car will be 
bought. When the amount which the 
future purchaser has paid in together 
with the interest has reached the amount 
required for the down payment, he can 
take delivery. 


The plan, according to Mr. DeRoy, has 
been devised to take care of those wish- 
ing to buy cars at present but willing to 
accept delivery at some later date. The 
interest shown in the plan indicates that 
it has helped to stimulate sales. 


With the recent price reductions and 
lower down payment plans which have 
been in use coupled with the above plan, 
Hudson-Essex reaches still further into 
the lower price six cylinder field. It 
also touches the Ford and Chevrolet buy- 
ers making it possible for them to buy 
Essex cars on payment plans which will 
not affect their immediate pocketbooks 
to any extent. 


MEXICAN IMPORTS GAIN 


LAREDO, Texas, Nov. 28.—During the 
first ten months of 1925 a total of 1,072 
cars of automobiles were exported to 
Mexico from the United States through 
Laredo, as compared with a total of 737 
cars for the entire year of 1924. The 
shipments for the first ten months repre- 
sent only about one-half of the total 
exports, aS many more were made by 
water through the port of Tampico, and 
others entered Mexico by way of Eagle 
Pass, Brownsville, El Paso and other 
border gateways. The exports through 
Laredo for October were 177 cars, and 
the total for November is expected to 
reach more than 200 cars. The increased 
demand for automobiles in Mexico is due 
largely to the general revival of business 
and a restoration of peaceful conditions. 
The construction of modern highways 
which is now in progress also is having 
the effect of increasing automobile sales, 
it is stated. 


WHIZ PROMOTES SMITH 


SEATTLE, Nov. 28.—George F. Smith, 
former Seattle branch manager of ihe 
R. M. Hollingshead Company, manufac- 
turers of Whiz products, has been pro 
moted to divisional manager for the Pa- 
cific Northwest. 


di- 


er 
int 
an 


as 
sh- 


‘he 
iat 


nd 
ive 
an, 
1to 

It 
ly- 
uy 
rill 
ks 


the 
)72 


igh 
137 
‘he 
re- 
tal 


nd 
gle 
1eT 
igh 
ind 


sed 
jue 
ess 
ns. 
AyS 
ing 
les, 





December 3, 1925 


New Carburetion Features 
To Be Seen at Big Shows 


Lubrication Also Will Be Stressed 
—More Complete Lines of Shop 
Equipment Planned 


NEW YORK, Nov. 28.—Among the new 
devices to be displayed in the parts and 
accessory sections of the National Auto- 
mobile Shows in New York and Chicago 
will be several for improving carbure- 
tion and lubrication. As a result of re- 
search in the past year it is said that 
the new carburetion systems will come 
nearer to introducing fuel into the en- 
gine in the most productive form than 
ever before. 

Important steps have also been taken 
in the methods of distributing lubricat- 
ing oil to best advantage and keeping it 
pure as long as possible after it is fed 
to the engine and other parts of the 
car. 

This year the shows will cater to a 
greater extent than ever to the service 
stations, presenting complete lines of 
equipment, both power machinery and 
hand tools. These will include many 
new devices to speed up work and re- 
duce costs in the service and mainte- 
nance field. 


Every succeeding show displays more 
pronounced trend toward artistic fittings, 
especially in body hardware. The newer 
designs this year include gold and silver 
plated interior hardware, both chased 
and engraved, and of the various art 
periods in which dainty and unusual 
design predominated. 

In parts and accessories, as well as 
in complete cars, the most important 
firms in the industry will be represented. 
Engine makers will include Continental, 
Hercules and Waukesha; body makers, 
Budd, Rex and others. In the accessory 
section will be the newly developed de- 
vice of Thompson Research, Inec., for 
elimination of carbon monoxide gas. 


me ee 


SCHOOL ENROLLMENT GAINS 

SAN FRANCISCO, Nov. 28.—Enroll- 
ment records at the Star Automobile 
Merchandising School, held by Raymond 
Boyd, in the salesroom of the Star fac- 
tory branch on Van Ness Avenue, were 
broken in November, when 250 young 
men signed up for the course. The school 
is free and the students who graduate 


are given positions in the Durant organi- 
zation. 


WILMINGTON PLANS SHOW 


WILMINGTON, Del., Nov. 28.—The 
Wilmington Automobile Trade Associa- 
tion has selected the week of March 1 
as the date for the 1925 show. The Hotel 
du Pont has been chosen as the place for 
holding the show,'the same as last year. 
Several large rooms, the ballroom, foyer 
and du Barry room, are available. They 
will accommodate a large number of 
cars and accessories. It will not, how- 


ever, be possible to exhibit commercial 
cars, 
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STAR DEALERS MEET CURTIS 


PORTLAND, Ore., Nov. 28.—Oregon 
Star dealers gathered here during the 
past week to meet the new sales chief 
of the Durant Motor company of Cali- 
fornia, H. W. Curtis. With Curtis came 
other new officials of the Durant family 
for the Pacific Northwest. Col. Ralph 
Faneuf, northwest zone supervisor and 
Bert Goodfield as representative for 
western Oregon and the Willamette val- 
ley. He succeeds Ernest Jones, who has 
been made assistant sales manager at 
the factory. 


Olds Adds Shassberger to 
Analyze Its Territories 


LANSING, Mich., Nov. 28.—In line with 
the new Oldsmobile sales development 
program, two new positions have been 
created in the sales department of Olds 
Motor Works, D. S. Eddins, general sales 
manager of the company announces. 
They are manager of the territorial ana- 
lyzation department, and supervisor of 
territorial representation. 


E. J. Shassberger, for the last four 
and a half years advertising manager 





E. J. Shassberger 


for Oldsmobile, has been appointed in 
charge of territorial analyzation, and 
E. F. Glenny, manager of the Minneapo- 
lis branch of Oldsmobile, will be super- 
visor of territorial representation. 

Mr. Shassberger’s duties will comprise 
a thorough analyzation of the United 
States from the viewpoint of Oldsmobile 
sales, to determine, scientifically, on the 
size, number and locations of sales out- 
lets. His finding will be used as a basis 
by Mr. Glenny in his work of supervis- 
ing the appointment of dealers. This 
correlation of territorial sales develop- 
ment is part of an extended sales pro- 
motion plan now being prepared under 
the direction of Mr. Eddins. 
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Louisiana Dealers Report 
Good November Business 


Conditions in General Throughout 
State Are Better Than for 
Last Four Years 


NEW ORLEANS, La., Nov. 28.—Al- 
though the rainy weather may have 
temporarily retarded new car business 
in Louisiana and Mississippi during No- 
vember, the sloppy condition of the 
roads had a beneficial effect on tires 
and replacement parts. Most car dis- 
tributors reported a better business than 
that of October, and dealers’ reports 
were optimistic. 


Business condtions in general are in 
better shape in both Louisiana and Mis- 
sissippi than they have been for the last 
four years. All crops made fair yields 
this year, and prices were good. Cotton 
has about all been picked and marketed, 
bringing much ready money into the cot- 
ton sections, some of which was invest- 
ed by pickers in used cars that thus 
made it possible for dealers to go after 
new business. Distributors report that 
dealers are not overstocked with used 
cars and that repossessions are few. 


Specifically, it appears that: New cars 
are selling better since the new models 
have been stocked and since the winter 
weather has put some pep in the buy- 
ers; used cars being disposed of practi- 
cally as fast as dealers buy them when 
good judgment in taking them is used; 
accessories, fair and improving; shop 
equipment much better because garage- 
men have realized the value of well 
equipped shops; tires, excellent and on 
the increase, on account of the wear of 
muddy roads and anticipated increases 
in prices; electrical units very good for 
both cars and radio; radio sets selling 
rapidly; collections satisfactory, and 
most of buying is done on terms. 


FORD DEALERS BANQUET 

ST. LOUIS, Nov. 28.—Beck & Corbitt 
Iron Co., automotive distributors of 
which William Niekamp is president and 
George Niekamp is secretary, gave a 
banquet to Ford dealers and their sales- 
men at the Coronado Hotel to introduce 
to them the Universal six-speed trans- 
mission for Fords for which the Beck & 
Corbett Co. has just been appointed dis- 
tributor. About 400 men including of- 
ficials of some of the leading Ford estab- 
lishments in the city attended. 


OVERLAND DEALERS MEET 

ST. LOUIS, Nov. 28.—More than 250 
Willys-Overland dealers in the St. Louis 
district attended a “get together” dinner 
and entertainment last week at Claridge 
Hotel. The district includes parts of 
Missouri, Illinois and Kentucky. Speak- 
ers were W. O. Kirakofe, branch man- 
ager, J. F. White, sales promotion man- 
ager of the St. Louis Willys-Overland 
factory branch. 
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December 3, 1925 





®3 Along Automobile Row 83 





SPRINGFIELD, O.—The Conover-Maples 
Co., has been appointed representative for 
the Franklin car in this section, it is an- 
nounced. The company also handles 
Studebaker and Marmon. 





DES MOINES, Ia.—W. H. McManus, for 
three years representative for the Ford 
Motor Company in Des Moines and lately 
in Memphis, has resigned his southern 
post to return to Des Moines as special 
representative for Willys-Overland, Inc., 
Des Moines branch. 


LOS ANGELES.—Stephens S. Nerney, 
Hollywood Ford dealer, has been ap- 
pointed an authorized Lincoln dealer in 
Hollywood. Mr. Nerney plans the early 
erection of a new building for the ex- 
clusive occupancy of Lincoln sales and 
service facilities. 


DALLAS, Tex.—Nash-McLarty Motor 
Company has established a retail store 
at Olive and Pacific Avenue with ' , 
Welling formerly of Houston, in charge. 
The Nash-McLarty Company recently es- 
tablished a retail store in Oak Cliff, the 
biggest suburb of the city. 


CLEVELAND, O.—The Cooksey Oldsmo- 
bile Company has moved into the Bryant 
Building, Superior Avenue and East 
Twelfth Street. The new quarters, more 
centrally located than the former up-town 
offices, offer additional space for display 
and servicing of cars. 








DECATUR, I1l.—Merle Torney, formerly 
of the wholesale department of the De- 
catur Drug Co., has joined the sales staff 
of Frede & Sons, Chevrolet dealer. 


DAVENPORT, Ia. — The Davenport 
branch of the Firestone Tire & Rubber 
Company was host to 50 truck tire deal- 
ers of eastern Iowa and western Illinois 
at a one-day sales conference last week. 


HARTFORD, Conn.—Ben F._ Butler, 
formerly general manager of the Con- 
necticut Auto Sales Co. which has passed 
out of the local sales field, has opened 
up a salesroom at 170 High Street and 
will feature Hudson and Essex under an 
associate dealership. 


ee 








CHAMPAIGN, I1l.—Auto Service Garage, 
Hudson and Essex dealer, H. A. Sims, 
proprietor, moved into its new building 
recently and had a grand opening which 
was attended by about 5,000 persons. 





MEMPHIS.—The new building for the 
Stewart-Warner Products Service Station, 
has just been finished and occupied. 


SPRINGFIELD, Mass.—R. A. Phaneuf 
has been named manager of the Spring- 
field Durant Co., retail sales branch of 
Durant Motors, Inc. 








DETROIT.—Studebaker Corporation has 
opened a new sales and service branch in 
Detroit at 3440 East Jefferson Avenue 
under the direction of F. A. Kolbe. For- 
mal announcement of the opening of the 
branch was withheld until the entire sta- 
tion could function as a whole. 


PEORIA, Ill—Edwin Mueller, long 
identified with the automotive sales forces 
in this city and Springfield, has joined the 
S. M. Morse Company, Chrysler dealer, 
as a salesman. 








HARTFORD, Conn.—The Brack Motor 
Sales Co., East Hartford has taken on the 
Moon and Diana lines. 





MEMPHIS.—The Service Motor Co., 
Chrysler and Marmon specialists, an- 
nounces that B. B. Boyce now has charge 
of the service and repair department. 


CLEVELAND, O.—A new sales and serv- 
ice office was opened here by L. L. Smith, 
Cleveland, Nash and Ajax dealer. The 
new structure, located at 13700 St. Clair 
Avenue, is one of the most modern build- 
ings of its kind in this section. 








ST. LOUIS.—The Lincoln Department of 
Lambert-Graves Motor Co., Ford and Lin- 
coln dealer, recently celebrated the first 
anniversary of the opening of its own 
building at 4001 Lindell Boulevard. 


HARTFORD, Conn.—Charles C. Frost, 
Hartford, Conn., for the past six years 
With the Harrington Hudson Co., has 
joined the sales force of the Mohen & 
Amidon Sales Corporation at 368 Main 


Street, Hudson and Essex metropolitan 
dealers. 





PORTLAND, Ore.—Rapidly increasing 
sales have caused another expansion move 
on the part of Condit & Conser, distrib- 
utors of Diana and Moon cars and sub- 
dealers for Hudson-Essex. They have 
opened a west side branch. 


MILWAUKEE.—The new radio store de- 
voted exclusively to radio receiving sets, 
parts and accessories and to giving of 
day and night radio service will be opened 
soon at Beaver Yam, Wis., by H. L. Kirsh 
and L. C. Cunningham. 








DES MOINES, Ia.—The Chevrolet Motor 
Company entertained dealers and their 
families from lowa, South Dakota and 
Nebraska, at the opening last week of its 


new building at Thirteenth and Walnut 
Streets. 


HARTFORD, Conn.—The Brightman 
Auto Parts Co. has opened a new four 
story sales building on Morgan Street and 
will feature new parts for all makes or 
cars. The firm recently took over the 
territory of the P. D. Auto Parts Co. 
Which has retired from the field. 


SPRINGFIELD, Mass.—oO. L. Huntting 
has been appointed wholesale and retail 
dealer for the Locomobile complete line 
in this territory. 








CLEVELAND, O.—As part of an expan- 
sion program, the Nash-Holzhauser Com- 
pany, Nash dealer opened new  sales- 
rooms at 6225 St. Clair Avenue. The for- 
mer location will be used in the future 
as a service station, while the new quart- 


ers will be used exclusively as a sales- 
room, 





SPRINGFIELD, I1l.—The Foutch Battery 
Service, operated by S. E. Foutch has 
moved to 214 Broadway in larger and 
newer quarters where he will be better 
able to handle his growing trade. 





ST. LOUIS.—Riesmeyer-Yates Motor Co., 
Ford dealer in Webster Groves, St. Louis 
County, has opened a new building at 
Lockwood and Maple Avenues. 


HARTFORD, Conn.—F. W. Williams, 
Inc., Paige and Jewett distributor, is 
building a new sales and service station 
on the Connecticut Boulevard which will 
be operated as a branch of the Hartford 
headquarters. 





LOS ANGELES.—tThe Star Motor Com- 
pany of California recently opened its 
new Hollywood branch with impressive 
ceremonies. ‘ihe new branch is in charge 
of Ralph Wheeler, manager, and Ray 
Gunderson, assistant manager. 





DETROIT.—Harry Farenback has been 
named manager of the Bielman-Taube 
Motor Sales Company of Detroit used car 
department which was recently opened. 





MILWAUKEE.—N. M. Sinske has been 
appointed oflice manager of the West 
Point Garage Sales Co., Willys-Knight 
and Overland dealer, of Milwaukee. Mr. 
Sinske was connected with the Hokanson- 
Thompson Co., Inc. Peerless and Oakland 
distributor, for several years. 





THOMPSONVILLE, Conn.—Carpet City 
Motor Co. has taken the franchise for the 
Studebaker for the northern section of 
Hartford County. 


ALBANY, Ore.—W. E. Chrisman and 
W. R. Scott who have been operating the 
Chevrolet car agency in Lebanon for the 
past two years have taken over the 
Albany Chevrolet agency from the 
Markle company. 








CHICAGO.—Charles F. Benell, for the 
last ten years a salesman for H. Paulman 
& Co., former Pierce-Arrow distributor in 
Chicago, has been appointed a Pierce- 
Arrow sales and service representative 
with a store at 5714 Broadway, under the 
name of the Benell Motor Co. 


- 


SAN FRANCISCO.—Victor J. Canepa, 
state senator from this city, and his 
cousin, E. J. Canepa, have been appointed 
Chrysler agents for the North Beach dis- 
trict of San Francisco. 


TIFFIN, O.—The Gurney Co. has been 
incorporated by Albert H. Gurney, Fred- 
erick G. Pringle, Wolfgang J. Paulus, 
Lynn Troxel and James D. Watson to act 
as a Ford agency. 








NORTHAMPTON, Mass. 
Magranis has taken the 
Chrysler agencies and has organized the 
Magranis Motor Sales Co., for which he 


is building a new establishment in King 
Street. 


MILWAUKEE.—E. Hirsch, who 
been associated with the Jesse A. 
Auto Co., Hudson-Essex distributor in 
Milwaukee, for the last 10 years, has 
joined the Packard Motor Co. of Milwau- 
kee as salesman. 


— Frank ¢ 
Packard and 
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ELGIN, I1ll.—Joseph W. Taft has taken 
over the Cadillac agency in Elgin and 
announced the erection of a $15,000 sales 
and service station at North State and 
Mill Streets. 


PORTLAND, Ore.—L. K. Nickols, for- 
merly Buick representative for Eastern 
Oregon, has joined the sales staff of the 
Portland Motor Car Company and will 
hereafter handle Hudson and Essex sales 
in the entire eastern part of the state. 


CHICAGO.—Edwards & Crist, 1255 
South Michigan Avenue, formerly repre- 
sentative of the Auburn and the Gardner, 
has retired from the automotive retail 
field and will confine its activities in the 
future to the sale of bicycles and sup- 
plies and the manufacture and sale of 
radio sets. 


NEW ORLEANS.—Behr Motor’ Sales 
Company. Inc., Kissel dealer, opened at 
1400 St. Charles Avenue this week. J. H. 
Behr has personal charge of the sales- 
rooms. 








CHICAGO.—Leon J. DeBroux has been 
appointed manager of the used car de- 
partment of the Stutz Chicago Factory 
Branch, Ine., Floyd D. Cerf, president of 
the branch company, has announced. 


AUGUSTA, Ga.—The Augusta Packard 
Automohile Co., Packard and Oakland 
dealers in Augusta, plans rebuilding and 
repairing of the sales building and serv- 
ice station recently damaged by fire at 
an estimated loss of about $25,000. 


SHELBYVILLE, I1l.—Alva A. Jones has 
purchased a site on West Main street for 
the one-story fireproof garage and sales- 
room. It will adioin the Domas building 
now occupied by his Ford agency and on 
— he has just taken a new five-year 
ease. 








HARTFORD, Conn.—Ben F. Butler, 
formerly general manager of the Con- 
necticut Auto Sales Co., has opened a sels- 
room at 170 High Street as a metropoli- 
tan dealer in Hudson and Essex under the 
Harrington Hudson Co. 





ST. LOUIS.—William J. Christman, who 
has heen connected with Gill-Foote & Co., 
battery firm at 4620 Delmar boulevard 
since its organization five vears ago, has 
become sole owner of the firm. He pur- 
chased the interest of Samuel E. Foote 
who previously had acquired the interest 
of his partner. . 


> 





SPRINGFIELD. Mass.—Huhm Battery 
Co,. has been appointed as an official deal- 
er and service station for the Willard 
Battery in this territory. 





DETROIT.—David R. Irwin, formerly 
automohile editor of ‘the Seattle Times 
and more recently with the Burrouchs 
Adding Machine Company, has joined the 
advertising department of the Cadi!iac 
Motor Car Company. 





MOLINE, I11.—The Service Motor &' les 
Company, distributer of Star, Durant. «nd 
Flint cars, formally opened a new gar sé 
and sales and service agency. 
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With the Associations 





Discuss Sales and Service 


NEW YORK, Nov. 28.—Co-ordination 
of sales and service was discussed by 
Henry Holt, formerly in charge of the 
Overland service station in New York 
City and now Brooklyn branch manager 
for the Overland, at the November meet- 
ing of the Automotive Service Associa- 
tion of New York, Inc., with H. Ivan 
Stengel of the Uppercu-Cadillac Corp., 
president of the association, as chair- 
man. 

Mr. Holt’s address and the discussion 
following brought out many of the famil- 
iar points of difference between the 
salesman and the service man. 


Mr. Holt expressed the hope that the 
association would appoint an efficient 
committee to work out ways and means 
to bring sales and service closer to- 
gether. 

E. J. Rabidoux, a Reo sales manager 
for several years and now a Buick sales- 
man, believed that the biggest problem 
of the service manager was to deliver 
the car to the buyer fully serviced. 


William E. Kemp, wholesale distribut- 
or, believed that the whole problem be- 
tween sales and service men consisted 
of weak salesmanship. 


William G. Gow of the StudebakerS 
Sales Co., Newark, N. J., insisted that 
free service should not be handled by 
the service department but by the sales 
department. This company gives to the 
buyer of every new car a coupon book 
entitling him to $25 worth of service. 
If the buyer, after these coupons are 
exhausted, complains that he expected 
more free service, the serviceman refers 
him back to the sales department. 


Mr. Stengel believed that by complete 
segregation of sales from the service 
department, arguments from complain- 
ing customers on the sales floor, which 
too often have a bad effect on new pros- 
pects, could be avoided. Mr. Gow held 
to his point and said that an investiga- 
tion by his company had proved that 
28 per cent of 4,000 complaints referred 
to free service matters, the responsibili- 
ty for which lay with the sales and not 
the service department. 


ee ee 


Denver Dealers Meet 


DENVER, Nov. 28.—At the November 
meeting and dinner of the Denver Auto- 


mobile Dealers’ Association, a_ silver 


Service was presented to the retiring 
president of the association, Mr, Norton 
of the Norton Buick Automobile Com- 
pany. Mr. Norton has been very active 
in the work of the association as the 
Progress made during the last year has 
shown, The principal topic of conversa- 
tion at this meeting was the sales meet- 
ins to be held in this city December 9, 
at which some 600 out of town dealers 
Will be the guests of the distributors. 


Memphis Dealers Pleased 


MEMPHIS, Nov. 28.—President R. R. 
Price of the Memphis Automobile Deal- 
ers’ Association states that this body is 
gratified at the new honors coming to 
Memphis automobile tradesmen in a na- 
tional way and in the prospect of this 
city entertaining the 1926 annual of the 
National Tire Dealers’ Association, re- 
cently held in St. Louis. 


The Memphis Automobile Dealers’ As- 
sociation has done some effective work 





R. R. Price 


this year in conjunction with the Mem- 
phis Safety Council and the city in regu- 
lating traffic and reducing congestion. 

Mr. Price is with the Southern Motor 
Co., Cadillac dealer, and is serving his 
first term as president. H. B. Hull, vice 
president, is from the Harter B. Hull 
Co.; H. J. Jetton, treasurer is from the 
Bluff City Buick Co. The directors of 
the association are E. C. Barwick, J. E. 
Dodge, Harter B, Hull, R. R. Price, H. J. 
Jetton, and Thomas H. Smart. 


—_—_—-- = 


Will Mark Rental Batteries 


ST. LOUIS, Nov. 28.—All rental bat- 
teries obtained from members of the As- 
sociated Automobile Service Companies 
of St. ' Louis Battery Division, will be 
marked in the future to make identifica- 
tion easier. On one connector the initial 
“A. A. S. Co’s” will be stamped and on 
the other will be stamped the member- 
ship number of the owner of the battery. 


A list of these membership numbers 
will be kept by each member and if a 
rental battery is brought into a battery 
place for charging or repair the owner 
will be notified and restoration forced. 
All such batteries are to be painted red. 


Dallas Dealers Elect 


DALLAS, Tex., Nov. 28.—At the an- 
nual meeting of the Dallas Automotive 
Trades Association John FE. Morriss, 
Ford and Lincoln dealer, was elected 
president to succeed Frank H. Stephen- 
son. J. M. Worshaw of the Dallas Buick 
Company, was named vice-president to 
succeed C. R, Nachtrieb and L. R. Filgo 
of the Filgo Motor company, was elect- 
ed treasurer to succeed W. E. Brown. 


Directors named for the ensuing year 
are: David Burke of the retail group, 
R. C. Langley of the wholesalers, Fred 
Orior of the parts and equipment deal- 
ers and F. A. Ferris of the accessory 
men. The holdover directors are J. W. 
Atwood and W,. C. Lemmon. 


Reports made at the meeting by the 
outgoing officers showed the motor busi- 
ness in Dallas and territory leading all 
other lines in value of goods sold. The 
automobile business during the last 12 
months in Dallas and through Dallas 
dealers and distributors amounted to 
$250,000,000 the report said. The officers 
said men connected with the Dallas 
automobile trade are responsible for 90 
per cent of the 915,000 cars now in Texas 
to say nothing of the thousands sold in 
Oklahoma, Louisiana, New Mexico, Ari- 
zona and the Mexican Republic. : 

The automobile men heard reports of 
the recent show, showing a surplus of 
funds in the show treasury. The dealers 
requested that arrangements be made 
before the next annual show is held to 
obtain more space for display. This will 
probably mean enlarging of the present 
show building. 


Peoria Plans Show 


PEORIA, Ill., Nov. 28.—The annual 
automobile and accessory show sponsor- 
ed by the Peoria Automotive Association, 
tentatively scheduled for the last week 
in February, is being outlined already 
by the association and committees are 
appointed to confer with dealers and ex- 
hibitors in preliminary plans. P. K. 
Norman, is chairman of the general com- 
mittee and acting with him are C. A. 
Roadstrum, L. E. Graham, B. B. Ruther- 
ford and A. G. Thede, 


mee eee ee 


Membership Rules Changed 

PHILADELPHIA, Nov. 28.—The Phila- 
delphia Automobile Trade Association 
has adopted a radical change in its by- 
laws, amending them so as to admit 
as a dealer-member any concern engaged 
in the retail sale of automobiles in Phila- 
delphia ‘or vicinity, within 15 miles of 
the county line. This opens the way 
for the admission of some 140 dealers. 
The committees drafting the amendment 
consisted of M. D. Bushong, Robert B. 
Parker, Ralph W. Cook, Walter G. Her- 
bert and George W. Reinhold. 








42 


Machine Toois in Demand 
By Dealers of Southwest 


Atlanta Jobbers Report Business for 
Last Ten Months Better Than 
Former Entire Year 





ATLANTA, Nov, 28.—A tangible idea 
of the healthy tone of business in the 
South this year may be noted from a 
survey of machine tool sales Atlanta dis- 
tributors have made the past six or eight 
weeks to service stations and independ- 
ent garage companies in the South, most 
of the distributors here expressing the 
opinion that this business will very like- 
ly establish a new record this year if it 
continues to hold up as well the next 
six weeks as it has the last. 


Inquiries from automobile companies 
and service station managers that are 
reaching the tool distributors in Atlanta 
are in sufficient volume to indicate that 
there will be little abatement in the vol- 
ume of this business the next few 
months. 


Practically all heavier tools have re- 
cently been in exceptionally good demand 
in this field, primarily including drill 
presses, lathes, cylinder grinding ma- 
chines, and similar heavier equipment. 
There appear to be two reasons why the 
demand from service stations and garage 
companies has been so unusually active 
in this district. 


For one thing, the automotive industry 
this year has done more construction 
than usual, and particularly has this 
been active in new service stations and 
garages; for another thing, service sta- 
tion and garage business has been so 
good in all parts of the South that 
finances are in better shape for the add- 
ing of this additional equipment that has 
long been needed. A good part of the 
buying by the new garages and service 
stations is in new machinery and equip- 
ment, while the latter is largely in used 
tools and equipment. 


Two of the largest distributors of such 
equipment in the Southeast, both of them 
located in Atlanta, state their sales the 
first ten months of this year were the 
largest they had ever been for a whole 
year before. 


Nash Production and Sales 
Set Records in 10 Months 


KENOSHA, Wis., Nov. 28.—The Nash 
Motors Company continues to set produc- 
tion and sales records. “For the four- 
teenth consecutive month,” says E. H. 
McCarty, general sales manager of the 
company, “the volume of Nash business 
has shown an increase over the corre- 
sponding months of a year ago. Previous 
to this year, 1923 was our greatest year 
since the founding of the company. Dur- 
ing the twelve months of the calendar 
year of 1923 Nash shipped a total of 
56,685 cars. From January 1 to October 
31 of 1925, or a total of ten months of 
this present year, we have shipped 
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Coming Motor Events 





Automobile Shows 








New York Jan. 9-15 
National Automobile Show in 
Grand Central Palace. 

Newark, N. J Jan. 16-23 
Nineteenth annual Automobile 


Show under auspices of New Jer- 
sey Automobile Ex ibition Co., 
Chamber of Commerce Building. 


Buffalo, N. Y Jan. 16-23 


Buffalo automobile show by Buf- 
falo Automobile Dealers’ Associa- 
tion in 174th Regimental Armory, 
Carlton CC. Proctor § ,manager, 
headquarters, Hotel Statler. 


Cleveland, O Jan. 23-30 


1926 Automobile Show under au- 
spices of Cleveland Automobile 
Manufacturers’ and Dealers’ Asso- 
ciation, Herbert Buckman man- 
ager, in Public Auditorium. 











Montreal Jan. 23-30 
1926 Motor Show under the au- 
spices of Montreal Automobile 
Trade Association, Theo Dorian, 
manager. 


Lowell, Mass Jan. 25-Feb. 1 


Twelfth autmoboile show in Me- 
morial Auditorium by Automo- 
bile Merchants’ Association of 
Lowell, Inc., George R. Garmon, 
manager, 119 E. Merrimack Street. 


Chicago Jan. 30-Feb 


Twenty-sixth Annual National 
Automobile Show and Eleventh 
Annual Automobile Salon. 


Washington Jan. 30-Feb. 6 


Automobile show under auspices 
of Washington Automotive Trade 
Association in Washington Audi- 
torium Building, Rudolph Jose, 
manager. 


San Francisco........................Jan. 30-Feb. 6 


Tenth annual Pacific Automobile 
Show under direction of Motor 
Car Dealers’ Association of San 
Francisco, in Exposition Auditori- 
um, G. A. Wahlgreen, 215-16 
Humboldt Bank Bdg., manager. 














Denver Feb. 2-6 
Annual automobile show under 
auspices of Denver Automobile 


Dealers’ Association, in Municipal 
Auditorium, Myron L. Smith, 
chairman of committee. 

Providence, R. I Feb. 6-18 
Providence automobile show under 
auspices Automobile Deal- 
ers’ Association, Chester I. Camp- 
bell, manager, 617 Industrial Trust 
Bldg. 

Toledo, O Feb. 8-13 
Annual show by Toledo Automo- 
tive Trades Association in Civic 
Center Garage, T. Cooper, man- 
ager, 925 Jefferson Avenue. 

Louisville, Ky Feb. 15-26 
Louisville Automobile Show, Ar- 
mory, under the auspices of the 
Louisville Automobile Dealers As- 











sociation, J. Garland Lea, man- 
ager. 
Hartford, Conn Feb. 20-27 





Automobile show by Hartford Au- 
tomobile Dealers’ Association in 
State Armory, Arthur Fifoot, man- 
ager, Hotel Bond. 


Omaha Feb. 22-27 
Twenty-first annual automobile 
show under auspices Omaha Auto- 
mobile Trade Association, Inc., in 





Municipal Auditorium, A. B. 
Waugh, manager. 
Boston Mar. 6-13 





Boston Automobile Show under 
auspices of Boston Automobile 
Dealers’ Association, Inc., and 
Boston Commercial Motor Vehicle 
Association, Inc., in Mechanics’ 
Building, Chester I. Campbell, 
manager, 329 Park Square Bldg. 


Conventions 


New York Jan. 11-13 


Second World Motor Congress, 
under auspices of National Auto- 
mobile Chamber of Commerce. 


Chicago Feb. 9-18 
American Drivurself Association 
Annual Convention. 

Galveston, Tex May12-18 


Tenth annual convention of Texas 
Antomotive Dealers’ Association 
in Galvez Hotel. 














COMING FEATURE ISSUES OF CHILTON CLASS JOURNAL PUBLICATIONS 


January 1—National Shows Number— 
Automobile Trade Journal. 

January 7—Motor Age—National Shows 
Number. 

January 14.—Motor World Wholesale— 
New York Show Report. 


February 4—Motor Age—Chicago Show 
Number. 


February 4—Motor World Wholesale— 
Chicago Show Report. 


February 18— Automotive Industries— 
Statistical Issue. 


——_, 





76,959 cars. In other words, in the first 
ten months of this calendar year our 
business is 35 per cent greater than for 
the full twelve months of 1923. 


“In the three-month period since July 
23, when the new Nash models first went 
on display, sales have shown a large 
gain over the highest mark set by the 
greatest previous three-month period in 
the history of Nash Motors. Reports re- 
ceived from ten major cities show that 
during the first week of November their 
bona fide retail sales following the price 
reduction swept 53 per cent above sales 
made in the same cities during the same 
week of November, 1924—and November, 
1924, was the greatest November in all 
Nash history. 

“Another side light on the success of 
Nash Motors this year is the increasing 
number of applications we are receiving 


for the Nash franchise. During the 
month of October alone 104 new dealers 
were awarded the Nash contract.” 





NEW AUBURN DEALERS 
AUBURN, Ind., Nov. 28.—New dealers 
who have recently been added to the 
Auburn organization include: 


Frank B. Schleinhage, Portsmouth, Ohio, 
Auburn-Dayton Co., Dayton, Ohio, Wm. D. 
Pitt Auto Co., Iron Mountain, Mich., Cliff 
McCready Motor Co., Arcata, Cal. ©. T 
Kemp, San Jose, Cal., Auburn Sales C0. 
Lodi, Cal., Russell-Towmey Corp., Lake- 
land, Fla., Frasca Brothers, Sandy Ridge, 
Pa., T. C. Wood Hardware Co., Rhine- 
lander, Wis., The Auburn East Cleveland 
Co., Cleveland, Ohio, F. H. Searles, Min- 
neapolis, Minn., Wroge Motor Sales C0. 
St. Paul, Minn., Hoch’s Garage, Duluth, 
Minn., Bjorling & Erickson, Wilimar, 
Minn., Edwin Laman, Colfax, Wis., Fred 
Luchsinger, Lisbon, N. D., Gackle Broth- 
ers, Kulm, N. D. 
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New Oakland Used Car 
Division Is Inaugurated 





Purpose of New Department Is to 
Watch Stocks on Dealers’ Floors 
—Buck in Charge 





PONTIAC, Nov. 28.—Formation of a 
used car division of the sales depart- 
ment of the Oakland Motor Car Com- 
pany was announced today by A. R. 
Glaney, president and general manager. 
The division will be a permanent part 
of sales development work. 


W. L. Buck, formerly field instructor 
in zone two for the sales development de- 
partment has been appointed head of the 
new division. Mr. Buck, a veteran in the 
automobile industry has been in succes- 
sion salesman, sales manager, dealer, 
factory district manager and instructor 
in modern merchandising. 


The primary purpose of the new de- 
partment will be to watch used car 
stocks and to provide individual assist- 
ance in unloading excess’ inventories. 
From time to time, the department will 
broadcast suggestions in keeping with the 
situation on hand, and which are expect- 
ed to be of material benefit to Oakland 
dealers and distributors. 


So far the department has been of 
unquestionable value to Oakland dealers 
in helping them dispose of their used 
car stocks, and in many cases has dis- 
posed of the “used car problem” in its 
entirety. 


ee 


R. E. Olds Deplores Too 
Lenient Time Payment 


ST. LOUIS, Nov. 28—R. E. Olds, 
president of the Reo Motor Car Co., at 


Lansing, Mich., was a recent visitor in 
St. Louis. 


While in the office of the Kardell Mo- 
tor Car Co., Reo distributors here, Mr. 
Olds, according to J. C. Kardell, vice- 
president, deplored the tendency appear- 
ing in the industry of extending beyond 
One year the time limit during which 
time-payment purchasers of automobiles 
may complete their payments. 

In numerous instances dealers, with 
the sanction of finance companies have 
extended the time, to 18, 20 and even 24 
months. Olds declared such extension 
of credit was dangerous. 


He said this year would stand out as 
one of the best years in the automobile 
industry in points of production and 
sales and he said he thought that next 
year would also be a good year. 


KUHN HEADS FLINT BRANCH 


CINCINNATI, Nov. 28—W. E. Kuhn, 
Sales manager of the Cincinnati Flint 
Company, has been appointed as man- 
ager of the Flint branch here to suc- 
ceed J. M. Finlayson. Mr. Finlayson has 
been appointed regional manager of the 
Flint Motor Company of Flint, Mich., 
with headquarters at Detroit. 
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Grand Central Palace Will House 
1926 New York Show 
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Thousands of automobile dealers will 
see the 1926 National Automobile Show 
at New York in the Grand Central Palace 
from Jan. 9 to 16. The show returns 
to the Grand Central Palace this winter 
after two seasons at the big Bronx Arm- 
ory. The last show held at Grand Cen- 
tral Palace was in 1923. The accessi- 
bility of the Palace to the railway termi- 
nals and the hotel and theatre district 
of New York is the great reason for 
bringing the show back to it. 


At the coming show two days, Monday 
and Tuesday, will be exclusively for the 
trade so that dealers and others con- 
nected with the industry may attend and 
be free from the confusion and crowd- 
ing that always occurs when the public 
is admitted. | 
' Dealers throughout the country who 
expects to attend the show on these 
two trade days will be provided with 
credentials by the National Automobile 
Chamber of Commerce, entitling them 
to free admittance. 











Schools to Train 
Service Men 


(Continued from page 33) 

Execept for four hours each .week or 
one day every two weeks, which will be 
devoted to classroom work, the entire 
third year will be spent in service sta- 
tions getting practical experience. The 
classroom work will cover advanced 
theory of automobile construction and 
machine shop practice. 

The boys will be paid for all time spent 
in dealer service stations at an hourly 
rate on a graduated scale from 25 to 50 
cents an hour. 

The course is under the direction of 
Howard L. Briggs, director of vocational 


training in the City of Cleveland. Mr. 
Briggs is one of the most experienced 
men in this field as is evidenced by the 
fact that all the plumber’s, carpenter’s 
and bricklayer’s apprentices in the city 
are being trained under his supervision 
in the same manner as the automotive 
mechanics will be schooled. 

The details of the plan were worked 
up for the presentation to the city by 
a committee appointed by the dealers as- 
sociation. The personnel of this group 
is as follows: W. Pitt Barnes, Dodge 
Brothers; R. J. Schmunk, Hudson-Essex; 
Oo. C. Tyner, Jordan; B. L. Williams, 
Ford; J. F. McDonald, Buick; George 
Roesler, Nash; F. E, Paine, Paige; and 
W. J. Buckwalter, Chandler-Cleveland. 
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Prices and Weights of Current Passenger Car Models 








SHIP. 
WT. PASS. BODY STYLE. PRICE 


AJAX 
108 in. W. B. 
2210 5p Touring 
2410 5-p Sedan 
APPERSON “6” 
8100 5-p Phaeton 
8130 5-p Sp. Phaeton 
$145 4-p Coupe 
8570 5-p Sp. Sedan 
$8520 6-p Brougham 
“STs” 
$520 5-p Sp. Phaeton 
8750 4p Coupe 
8770 5-p Brougham 
8790 5-p Sedan 
AUBURN 
6-66” 
2850 4-p Sport-Roadster 
2860 6-p Touring 
$020 6-p Brougham 
8070 5-p Sedan 
8070  «....... Wanderer 
*g.gR” 
8180 $8-p Sport Roadster 
8200 6-p Touring 
8380 5-p Brougham 
$450 5-p Sedan 
$8450 .... Wanderer 
8750 7-p Sedan 
BUICK “Standard” 
2845 2-p Roadster 
2955 5-p Touring 
8020 2-p Coupe 
$8150 4-p Coupe 
8230 5-p 4 d. Sedan 
$110 6-p 2 d. Sedan 
*““Master’’ 
(120 in. W. B.) 
8850 2-p Roadster 
85156 6&p Touring 
8670 5-p Sedan 
87656 5-p 2d. Sedan 
(128 in. W. B.) 
8570 &8-p Sp. Roadster 
8635 5-p Sp. Touring 
8855 4-p Country Club 
8805 4-p upe 
4025 &-p Brougham Sedan 
8840 7-p Sedan 
CADILLAC 
“314” Standard Line 
(132 in. W. B.) 
4040 2-p Coupe 
4155 5-p Sedan 
4240 7-p Sedan 
4075 5-p Brougham 
4360 7-p Imperial 
4115 4-p Victoria 
Custom Built 
(132 in.) 
$920 ...... Roadster 
(138 in. W. B.) 
4300 7-p Touring 
8960 ...... Phaeton 
4190 5p Coupe 
4190 6-p Sedan 
4250 7-p Suburban. 
4855 7-p Imperial 
CASE J. 1. CG 
8260 38-p Roadster 
8290 6-p Touring 
8470 5-p Sp. Touring 
3570 4-p Sub. Coupe 
8640 65-p Sedan 
8650 5-p Brougham 
“vy : 
8950 -p Touring 
4320 7-p Sedan 
CHANDLER “35” 
8090 2-p Roadster 
8085 5-p Sport Touring 
8228 %-p Touring 
8309 6-p Brougham 
$525 6-p Met. Sedan 
8498 5-p 20th Cent’y Sed. 
$594 7-p Sedan 
CHEVROLET 
“Saperior” (Series K) 
1780 2p Roadster 
1875 6-p Touring 
2080 2-p Utility Coupe 
2130 6p Coach 
2215 5-p Sedan 


CHRYSLER “Four” 


2300 
2405 


(109 in. W. B.) 


5-p Touring 
2-p Club Tee 


$865 
995 


$1,575 
1,650 
2,050 
2,100 
2,050 


1,995 
2,450 
2,450 
2,595 


1,495 


1,845 


1,975 


$3,045 
3,195 
8,295 
2,995 
3,435 
3,095 


8,250 


3,250 
8,250 
4,000 
4,150 
4,285 
4,485 


$1,840 
2.160 
2,480 
2.590 
2,590 


2,225 
2,975 


$1,695 
1,495 
1,595 
1,695 
1,795 
1,490 
1,895 





SHIP 
WT. PASS. BODY STYLE. PRICE 
2510 6-p Coach 1,045 
2570 6-p Std. Sedan 1,095 
“Six” (112% in. W. B.) 
2805 4-p Roadster $1,625 
2785 6-p Phaeton 1,395 
2895 6-p Coach 1,445 
29385 4-p Coupe 1,795 
2995 6-p Brougham 1,865 
3060 6-p Sedan 1,695 
8085 6-p Imperial Sedan 1,995 
3090 5-p Crown Sedan 2,095 
(11834 in. W. B.) 

$3225 6-p Town Car 8,725 
CLEVELAND “31” 
2415 5-p Touring $895 
2565 5p Touring DeLuxe 1,025 
2520 8-p Coupe 975 
2695 5-p Sedan 995 

649° 
2775 5p Touring 1,095 
2950 5-p Sp. Touring 1,195 
8000 5-p Coach »295 
2890 3-p Coupe 1,175 
3120 5-p Sedan 1,295 
8190 5-p Sedan DeLuxe 1,595 
3190 6-p Sport Sedan 1,625 
CUNNINGHAM 

“vW.6” 
4600 7-p Touring $7,000 
4500 4-p Sp. Touring 6,500 
4700 4-p Coupe 8,000 
5000 6-p Limousine 8,500 
DAGMAR **6-70” 
$750 4-p Roadster $8,500 
3800 4-p Sp. Tourer 8,500 
8700 4-p Phaeton $3,500 
4200 4-p Petite Coupe 4,500 
4200 4-p Petite Sedan 4,500 
4500 4-p De Luxe Coupe 4,750 
4700 6-p Sedan 4,700 
4800 7-p Sedan 4,750 

**6-60" 
$8100 4-p Roadster 1,985 
$8200 4-p Sp. Touring 1,985 
$8150 6-p Touring 1,785 
8500 5-p Sedan 2,445 
DAVIS 90” 
2650 4-p M.o’War Road. $1,495 
2915 4-p Legionaire Tour. 1,495 
2750 5-p Phaeton 1,895 
ae 5-p Sedan 1,595 
8070  65-p Imperial Sedan 1,795 
3065 5-p_. Berline 1,795 

s*g}"" 
2835 4-p Roadster 1,795 
$8020 5-p Phaeton 1,695 
annie 5-p Sedan 1,895 
8245 6-p Imperial Sedan 2,095 
$215  6-p  §Berline Sedan 2,095 
DIANA “St. 8” 
2970 6-p Roadster $1,895 
3100 5-p Phaeton 1,895 
8245 5-p Std. Sedan 2d. 1,995 
8245 6-p DeLuxe Sedan 2,195 
8130 5-p Cabriolet 2,095 
8140 5-p Sedan de Luxe 2,095 
wweee Top Sedan (136 in. 
DODGE BROTHERS 
2473 2-p Roadster 855 
2593 2-p Special Roadster 9655 
2567 5-p Touring 875 
2695 6-p Spec. Touring 975 
2708 2-p upe “B” 960 
2823 2-p Spec. Coupe “B” 1,060 
2995 5p ‘“B”’ Sedan 1,045 
8077 -5-p Spec. “B” Sedan 1,145 
8020 5-p Sedan A 195 
$8107 5-p Spec. “A” Sedan 1,280 
2728 6-p Coach . 1,085 
2823 65-p Spec. Coach 1,135 
DUESENBERG 

Straight “8” 

8920 2-p Roadster + 
8970 4-p Roadster t 
8700 4-p Phaeton $6,650 
$920 4-p Phaeton 
8980 4-p Sp. Phaeton t 
ww 4p Sedan t 
4500 ‘T-p Sedan t 





+Manufacturers do not quote list 
prices. 


DU PONT —- 

$3300 2-p Roadster $2,600 
8550 5-p Touring 2,600 
3800 -p Touring 2,750 
8550 5-p TouringSedan $3,400 





SHIP. 
WT. PASS. ays oa. PRICE 
DURANT A-2 
an ne —- $900 
2225 6-p Touring 810 
..... 6p Spec. Touring 980 
2395 4-p Coupe 1,090 
~~... 4p Spec. Coupe 1,160 
2505 65-p an 1,150 
~.... 5-p Spec. Sedan 1,280 
ELCAR **4-55"" 
2560 5-p Touring $1,095 
2900 65-p Coach 1,195 
2779 &p Sedan 1,395 
**6.65"" 
adie 5-p Touring 1,295 
2779 5-p ch 1,395 
2900 5-p Sedan 1,695 
“8.80 
w.-- 4-p Roadster 2,315 
8700 5-p Sp. Touring 2,165 
eens 7-p Touring 2,265 
$8000 38-p Coupe Roadster 2,315 
..... 5-p Sedan 2,265 
4050 -p Sedan 2,765 
4000 5-p Brougham 2,865 
ESSEX 
21385 6-p Touring $765 
2395 5p 795 
FLINT *°§5"" 
3325 4-p Sport Roadster $1,950 
$245 5-p Touring 1,595 
3310 4-p Sp. Touring 2,050 
$245 4-p Coupe 2,195 
8595 5-p Sedan 2,285 
$8565 6p Brougham 4d. 2,485 
#49" 
2715 6-p Touring 1,185 
2940 5-p Sedan 4 d. 1,495 
2965 5-p Brougham 1,575 
FORD 
Without Starter and Dem. Rims 
1526 2-p Runabout $260 
1557 With Balloon Tires 305 
1607 65-p Touring 290 
640 ith Balloon Tires 335 
With Starter and Dem. —. 
1645 2-p Runabout 
1655 With Balloon Tires 370 
1728 6-p Touring 875 
1738 hee pares Tires 409 
1851 2-p Cou 520 
1860 With ‘Balloon Tires 545 
1961 6-p Sedan, Tudor 580 
1972 With Balloon Tires 605 
1994 6-p a, Fordor 660 
2004 th Balloon Tires 685 
FRANKLIN Co 
2800 8-p Sport Roadster $2,750 
2845 6-p Touring 635 
2965 8-p Coupe 2,700 
8175 56-p Sedan 3,090 
8080 6-p Sport Sedan 8,225 
8275 7-p Limousine 8,275 
4185 6p Cabriolet 4,400 
—..--- 65-p Oxford Sedan 8,172 
GARDNER 6A 
3290 &p Brougham $1,595 
8970 6-p Touring 1,895 
8030 4-p Sport Roadster 1,595 
8210 4-p Cabriolet 1,845 
3280 6-p Sta. Sedan 1,595 
oman Sedan 1,895 
8620 5-p Brougham 1,995 
8350 6-p Touring ,995 
8350 4-p Sport Roadster 1,995 
8480 4-p Cabriolet 2,245 
8620 65-p Sta. Sedan 1,995 
8620 5-p Sport Sedan 2,295 
8600 65-p DeLuxe Sedan 2,495 
GRAY oo 
1750 6&-p Touring $595 
1880 8-p Coupe 825 
2020 5-p Sedan 845 
21380 5-p Royal Sedan 975 
HERTZ D-1 
3360 5-p Sedan $1,795 
HUDSON “Super Six” 
8400 7-p Phaeton $1,250 
8385 5-p Coach 1,165 
$425 4-p 1 4d.° 1,450 
8675 ‘-p 1,650 
+ ae oogeag: “A 
5-p Touring $1,225 
2800 5-p Sedan 1,285 
“BE” 
8050 2-p Roadster 1,795 
8270 4-p Roadster 1,895 
3135 5-p Touring 1,795 
8295 2-p Coupe 2,095 
$8295 4-p Coupe 2,095 
8410 65-p Sedan 2,195 
JEWETT “*23-25"" 
8060 4p DeLuxe Road. $1,500 
3000 6-p DeLuxe Touring 1.320 
2990 56-p Coach 2d. 1,245 
$8160 5-p DeL. Coach 2d. 1,400 
8325 5-p DeLuxe Sedan 1,680 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
JEWETT (Continued). 

“New Day” 


aan 2 an $ 995 
natieiiies 5-p Sedan de Luxe 1,09: 
JORDAN — 

w--. 4p Playboy Road. $1,695 
~..... 5-p Sedan 1,845 
Series ‘‘A’’ 

3340 6-p Touring 2,275 
8625 6p Brougham 2,575 
8525 65-p Sedan 2,675 
8470 T-p Sedan 2,925 

KISSEL ““55"" 
8130 2-p Speedster $1,795 
iene . 2p  Sp’dster DeLuxe 2,085 
w--- 4-p Speedster 1,895 
wannie 4-p Sp’dster DeLuxe 2,185 
8530 2-p Enc. Speedster 2,085 
eines . 4p Ene. Speedster 2,185 
ww. 4-p Ene. Spdstr. DeL. 2,685 
peer 2-p Enc. Spdstr. DeL. 2,585 
8190 4-p Tourster 1,795 
.... 4-p Tourster DeL. 1,985 
2980 5-p Phaeton 1,585 
8170 5-p Phaeton DeL. 1,785 
~~... %Tp Touring 1,685 
aatiiaads 7-p Touring De L. 1,885 
3480 4-p Coupe 2,085 
niie 4-p Coupe De Luxe 2,485 
3540  5-p Brougham Sedan 1,995 
daintiae 5-p Broug. Sed. DeL. 2,485 
sain 5-p Brougham 2 d._ 1,695 
4070 7-p Sedan De Luxe 3,085 
4010 -p Berline Sed. DeL. 3,185 
3530 5-p Victoria 2,185 
.... 6-p Victoria DeLuxe 2,485 
cong 
... 2p Speedster 2,196 
wane . 2-p Speedster De L. 2,485 
w.--- . 4-p Speedster 2,296 
aaa 4-p Speedster DeL. 2,585 
ww... 2D Ene. Speedster 2,485 
ieee 2-p Enc. Sp’d’r DeL. 2,985 
w.--. ‘4-p Tourster 2,196 
~... 4-p Enc. Speedster 2,585 
~~... 44-p Ene. Sp’d’r DeL. 3,085 
~~... 4-p  Tourster DeL. 2,885 
...- 6p Phaeton 1,985 
...... 6p Phaeton De Luxe 2,186 
...-- -p Touring 2,085 
aint %-p Touring De Luxe 2,285 
wneeinn 4-p Coupe 2,485 
nn . 4p Coupe De Duxe 2,885 
nae . 5-p Brougham Sedan 2,395 
a... OO-p  Broug. Sed. DeL. 2,986 
saened . 6p Brougham 2 d. 2,095 
..... 7p Sedan De Luxe 8,485 
a... %-p Berl. Sed. DeL. 3,585 
..... =p Victoria 2,585 
aiahiiids 1-p Victoria De Luxe 2,885 
LEXINGTON 
“Concord” 
2950 5-p Touring $1,595 
3000 5-p Touring (Enc.) 1,695 
2950 6-p Spec. Touring 1,795 
8200 5-p Sedan 2,186 
$425 6-p Spec. Sedan 2,445 
“Minute Man” 
$120 2-p Roadster 2,146 
3195 5-p Touring 2,096 
3489 -p Touring 2,195 
3230 56-p Lark Touring 2,846 
33868 5-p Cal. Touring 2,495 
3395 7-p Cal. Touring 2,495 
8375 -p Royal Coach 2,495 
8440 5-p Brougham 2,596 
3542 5-p Sedan 2,895 
LINCOLN 
4460 2-p Roadster $4,000 
4580 -p Touring 4,000 
4565 4-p Phaeton 4,000 
4740 ..... Sport Touring 4,500 
4750 4-p Coupe 4,600 
4885 4-p Sedan 4,800 
4960 &5-p Sedan 4,900 
4890 1-p Sedan 5,100 
4945 7-p Limousine 5,800 
ey ene “48” 
4-p. Sportif Tour $7,460 
5380 1-p Touring 7,460 
5630 5-p Victoria Sedan 1%,050 
5464 -p Brougham 10,040 
5640 %-p Touring Lim. 9,500 
5868 7-p Enc. Drive Lim. 1¢,050 
5600 7-p Cabriolet 10,800 
“Jr.-8” 
3100 2-p Roadster 2,150 
3000 5-p Touring 1,786 
8400 5-p Sedan 2,285 
$350 65-p Brougham 2,285 
**99” 
— Touring $5,500 
nomen Roadster 5,900 
wale sai Coupe 6,950 
saloon 5-p Sedan 7,300 
nena 5-p Sedan (divided) 7.450 
een %-p Limousine ’,500 
on —_ Brougham 7,500 
em 7-p Cabriolet ',500 
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Prices and Weights of Current Passenger Car Models 





SHIP 
iz 


McFARLAN “6” 


“HIP. 
‘T. PASS. BODY STYLE. PRICE 


“Sv” 
8700 2-p Roadster $2,650 
= 2p Spec. Roadster 2,900 
8600 5-p Touring 2,650 
—-~«  %p Touring 2,750 
8850 4-p Coupe 3,180 
8850 6-p Sedan 8,180 
---~-  6-p Spec. Sedan 8,180 
8850 Tp Sedan 8,280 
—— 5p Sub. Sedan 8,380 
—-- Tp Sub. Sedan 8,480 
—-- 6p Brougham 4 d. 3,180 
sory 
4000 2-p Roadster 5,400 
4600 4p Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
6200 Tp Tour. Sedan 6,81) 
—-- 6-p Sedan 6,720 
——- Tsp Sedan 6,810 
—— T-p Spec. Sedan 6,810 
—-~- Tp Ene. Sedan 7,110 
----  T=p Sub. Sedan 7,110 
5200 Tp Town Car 9,000 
Straight bh . ih 
—— 2p Roadster 2,650 
—— 4p Roadster 2,900 
——  6-p Touring 2,650 
—— Tp Touring 2.750 
—— 6p Sedan 3.180 
—— 5-p Sub. Sedan 8.380 
—— 7p Sedan 3,280 
—— ‘4p Coupe 8,180 
—— 6-p Coach Brougham 8,186 
—— &p Town Car 4,600 
MARMON “74” 
8695 2-p Roadster $3,295 
3604 6-p Phaeton 3,295 
8704 Tp Touring 3,295 
8799 6-p Brougham Coupe 3,295 
—— 4p Victoria Coupe 3,295 
mew Ze - Coupe 8,295 
8869 6-p Sedan 3,295 
8859 6-p Sedan De Luxe 83,775 
8999 7-p Sedan 8,370 
8974 Jp Sedan De Luxe 8,850 
8969 5-p Sedan Limousine 3,900 
8999 Tp Se Limousine 3,975 
MOON Series “a” 
2490 = 6-p Roadster $1,395 
2675 5-p Cab. Road 1,595 
2510 5-p Touring 1,195 
2750 5-p ch 1,395 
2750 «= 6p DeL.Sedan 2 qd 1,495 
2850 5-p Std. Sedan 4 d. 1,545 
2850 6-p DeLuxe Sedan 4d 1,695 
Lendon 
8270 = 6-p Sp. Touring 1,985 
wees Jar Touring 1,985 
8590 = B-p Petite Sedan 2,540 
NASH “Special’’ 
2870 = 2-p Roadster $1,135 
2980 5-p Touring 1,115 
$120 5-p Sedan 2 d. 1,215 
8300 5-p Sedan 4 d. 1,445 
“Advanced” 
(121 in. W. B.) 
8320 3p Roadster 1,375 
8400 5-p Touring 1,340 
8550 5-p Sedan 2 d. 1,425 
“Advanced” 
8486 q-p Touring 1,490 
3640 4-p Victoria 1,790 
3750 5-p Coupe 4 d. 1,990 
8830 7-p Sedan 2,090 
OAKLAND “og 
2425 2p Roadster $975 
2500 Bp Touring 1,025 
2640 5-p ach 1,095 
2615 8p Landau Coupe 1.125 
2765 5-p Sedan 1,195 
2885 Bp Landau Sedan 1,295 
OLDSMOBILE 3e" 
2285 = Bp Touring $875 
2445 Bp Sp. Touring 980 
2460 5-p Coach 950 
4666 Bp De Luxe Coach 1,040 
2685 5-p Sedan 1,025 
2785 by Oe Luxe Sedan 1.115 


SHIP. 


WT. PASS. BODY STYLE. PRICE 
OVERLAND “91” 4 


(100 in. W. B.) 





1919 6§-p Touring $495 
2060 2-p upe 625 
2205 6§-p Sedan De Luxe 695 
2202 &p Std. Sedan 2 d. 595 
**93”" 6 
(112% in. W. B.) 
24438 «= 5-p_s Sta. Sedan 895 
2584 65-p Sedan De Luxe 1,095 
PACKARD “9 
(126 in. W. B.) 
8643 = 4-p Roadster $2,785 
3658 65-p Touring 2,585 
3595 4-p Sp. Touring 2,750 
8753 = 4-p Coupe 2,585 
39387 6-p Sedan 2,585 
(133 in. W. B.) 
3793 7-p Touring 2,785 
4043 7p Sedan 2,785 
ana 5-p Club Sedan 2,725 
41438 7p Sedan Limousine 2,885 
(136 in. W. B.) 
4060 4-p Runabout 3,950 
4090 §= 5p Touring 3,750 
4023 4-p Sp. Touring 3,900 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,750 
=~ 2-p Coupe 5,775 
(143 in. W. B.) 
4199 7p Touring 8,950 
~~ 65-p Club Sedan 4,890 
4655 -p an 5,000 
4710 7p Sedan Limousine 5,100 
PAIGE "21-24" 
8875 4-p Phaeton $2,165 
3985 67-p Phaeton 2,165 
4325 5-p Sedan De Luxe 2,395 
4325 Tp Sedan De Luxe 2,840 
PEERLESS “6-72” 
(126 in. W. B.) 
$175 5-p Touring $1,895 
8425 = Bp Coupe 2,295 
3500 3=&-p Sedan 2,395 
(133 in. W. B.) 
8275 2-p Roadster 2,195 
3300 8=67-p Touring 1,995 
3700 7-p Sedan 2,595 
3825 T-p Limousine 2,695 
**6.890" 
(116 in. W. B.) 
3310 65-p  Stdd. Sedan $1,595 
“8.67” 
3950 4-p Phaeton 2,845 
3995 7p Phaeton 895 
4300 &p Town Brougham 38,495 
4310 65-p Town Sedan 8,495 
4400 7-p Sub. Sedan 8.595 
4526 7-p Berline Lim. 3.795 
4100 §4-p Victoria Coupe 8,245 
4150 5-p Sub. Coupe 8,295 
a 
4350 2-p Runabout $5,250 
4500 4-p Touring 5,250 
4590 7p Touring 5,250 
4730 3-p Coupe 6.800 
160 72 Sedan 1.000 
496 -p an ° 
4750 4-p Coupe Sedan 6.900 
4730 3 6-p Brougham 6.800 
4850 -p Limousine 7,000 
5060 =7-p Enclosed Lim. 7,000 
4780 § 7-p French Lim, 7,000 
4730 §6-p Landaulet 7,000 
3205 2-p Roadster 2,895 
3260 4-p Phaeton 3,095 
3385 7-p aeton 2,895 
3430 386 B-p Coach 3,150 
3365 4-p Coupe Landau 3.820 
3335 4-p Coupe 3,695 
3440 5-p Sedan 3.895 
3560 T-p an $3,995 
3615 Tp Ene. Drive Lim. 4,045 
REO “T.6” 
3350 2-p Roadster $1,665 
3182 6p §Sp. Touring 1,395 
3350 2-p Coupe 1,495 
3400 5-p Sedan 4 d., 1,565 
3400 5-p Spec. Sedan 1,745 
REVERE “25” 
8900 2-p Sp. Roadster $2,750 
3975 4.p peedster 2.750 
4050 §5-p Touring 2,750 
4300 5-p Sedan 3,800 
—- 
3700 2-p Roadster $.200 
3800 §4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 6-p Sedan 4,000 


SHIP. 





WT. PASS. BODY STYLE. PRICE 
RICKENBACKER 
_ (117 in. W. B.) 





a 





nies -P Roadster $1,595 
—— 5p Phaeton 1,495 
—— 3-p Coupe Roadster 1,695 
~-—« 3-p De Luze 1,820 
--—- 4p Coupe De Luxe 1,995 
~-—— 65-p Spec. § 1,795 
wwe §-p e Luxe 1,920 
—— 7p Sedan De Luxe 1,995 
cee 5ep Coach Brougham 1,595 
——  5-p De Luxe 1,720 
“Eight’’ (121% in. W. B.) 
—--- 3-p Roadster 1,995 
—— 5-p Phaeton 1,995 
—— 3p Coupe Roadster 2.095 
~-—= 3p De Luxe 2,220 
——— 5-p Spec. Sedan 2,195 
~—~—= 5-p De Luxe 2.320 
~——- 7p Sedan De Luxe 2,395 
—— 5-p Coach Brougham 1,995 
~~~ O5-p De Luxe 2,120 
ROAMER 
“6-50-55” (115 in. W. B.) 
ws 2-p Roadster $1,385 
——— 6p Snec. Tourer 1,245 
—~—— 2-p Bus. Coupe 1,295 
~~~  65-p Coupe 1,395 
~~~ 6-p Sedan DeLuxe 1,595 
“6-54-E” (118-138 in, Ww. B.) 
we 4-p Roadster 2,385 
——-~- 4p Tourer 1,985 
we 4-p Sport 2,285 
s-—= T-p Tourer 2,285 
visi 8-p Cabriolet 2,750 
“4-75-R” (128 in. W. B.) 
“Custom Built” 
cunnnss DP Speedster 8,485 
w-- 8p Sport 8,285 
——~- 4-p Tourer 2,985 
8-88" (138 in. W. B.) 
sme 4a Roadster 2,750 
~~~ 65-p Tourer 2,395 
aan - Tp Tourer 2,585 
we 2-p Speedster 2,985 
—--  $-p Cabriolet 2,950 
—-- 65-p Spec. Sedan $3,285 
~~ Top Sedan (136-in, 
W. B. 3,185 
w—-- Ge Brougham 2,785 
ROLLIN 
“G.3" 
2360 5p Touring $1,155 
2405 = 8-p Coupe Roadster 1,825 
2595 5-p Brovgham 1,825 
2575 5-p an 1,455 
ROLLS-ROYCE 
an Chassis tt 
ttManufacturers do not quote list 
Prices, 
STANLEY “252” 
3400 5-p Phaeton $2,500 
3800 = §-p Sedan 8,300 
STAR 
--—= 2-p Roadster $525 
—-.  O6-p Touring 525 
-—~- 2-p Coupster 595 
a 2 5) upe 675 
~~ 5-p Coach 695 
--—-—- 6p Sedan 4 d. 776 
Standard “¢” 
“comme ees «= COupSter $745 
swe eee «= Cour 820 
STEARNS-KNIGHT 
“R” (4) 
~---—= 4p Coupe Roadster $1,795 
8775 5-p Touring 1,595 
4250 §5-p Sedan 2,096 
3750 §84-p Coupe Brougham 1,895 
wee b65ep Brougham 2,095 
Segre (6) 
en 2-p Roadster 2,495 
8775 65-p Touring 2,395 
3850 7p Touring 2,495 
4025 2-p upe 3,395 
4275 = 4-p Sp. Coupe 3,150 
3950 §5-p Sedan 2,945 
4275 7p Sp. Brougham 3.395 
wee 4p Pp. Sedan 3,395 
“gee (6) 
3525 4-p Touring 1,875 
3540 65§-p Touring : 1,875 
3550 8 2-p Sport Coupe 2,185 
3650 5-p upe Brougham 2,285 
3700 = B-p an 2,475 
3700 §=5-p Brouzham 2,475 
--—- 5p Brough. Sedan 2,480 
STEVENS-DURYEA 
4200 2-p Roadster $8,150 
4400 = 7-p Touring 7,500 
4250 4-p Sp. Touring 7,750 
4600 § 4-p Coupe. 9,000 
4600 4-p Sedan 10,000 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
4800 6-p Sedan 9,675 
4800 6-p Town Brough. 10,175 
4800 = 6-p Vestibule Limou. 9,675 
STEVENS-DURYEA (Cont'd) 
4800 7p Vestibule Lim. 10,175 
4800 7-p Limousine 10,175 
4800 7-p Cabriolet 10,176 
STUDEBAKER 
Standard Six 
2760 S8-p Du Roadster $1,125 
2820 3p Sport Roadster 1,235 
2870 5-p Du. Phaeton 1,145 
2950 6-p Srort Phaeton 1,255 
2945 3p Country Club 1,295 
2980 §=&-p Coach 1,195 
3260 5-p Sedan 1,495 
Special Six 
3360 3-p Du. Roadster 1,395 
3480 38 4-p Sp. Roadster 1,595 
3475 §5-p Du. Phaeton 1,446 
3675 4-p Victoria 1,760 
3785 = Bp Brougham 1,695 
3520 §-p Coach 1,445 
3885 6-p Sedan 1,895 
Big Six 
127 in. W. B. 
ee CD DIT Phaeton 1,796 
------ 5-p Coupe 2,045 
swe  5-p Brougham 4 d. 2,195 
aneae 7-p an »245 
3890 5-p Berline 2,120 
120 in. W. B. 
8505 65-p Sport Phaeton 1,575 
3750 = 6-p Club Coupe 1,750 
3785 5-p an 1,995 
STUTZ “6-94” 
3492 2-p Roadster $2,395 
3640 5-p ouring 2,395 
3940) 4-p Coupe 3,050 
3926 5-p an 3,050 
**6.95"" 
4064 6-p Sportster 3,035 
4152 7-p Tourster 3,070 
4305 6-p Sportbrohm. 3,785 
4622 7p Suburban 3,985 
4675 7-p Berline 4,085 
VELIE **60"" 
3030 4-p Sp. Roadster $1,650 
2840 6p Touring 1,275 
3025 = 6-p Club Phaeton 1,450 
~---- 2-p Coupe 1,426 
3150 4p Coupe 1,825 
3340 §§-p Royal Sedan 1,826 
30838 = B-p Coach 2 d., 1,425 
3005 5-p Coach 4 d, 1,450 
ae Brougham 1,495 
WILLS SAINTE CLAIRE 
“B-68” 
(127 in. W. B.) 
3500 7p Phaeton $2,885 
3495 86 4-p upe 3,785 
3526 = B-p Sedan 3,885 
3635 7-p n 3,900 
3570 = 6-p Brougham 4 d. 3,900 
3710 §=J-p Limousine 4,085 
iain 7-p own Car 5,500 
“C-68” (Custom Built 127 in, w, B.) 
3350 4-p Roadster 300 
8500 4p Cab. Roadster 3,785 
8450 65-p Gray Goose Trav. 3,300 
3520 = &-p Sedan 4,085 
3570 = Bp Brougham 4,100 
3710 §=7-p Limousine 4,285 
“W-6” (127 in. W. B.) 
3410 4-p Roadster 2,800 
3550 5-p Gray Goose Tray, 2,800 
3500 7-p Touring 2,385 
3630 4-p upe 2,985 
3630 §6-p Brougham 3,185 
3680 §5-p Sedan 3,185 
3775 = T-p Sedan 3,285 
3835 7-p Limousine 3,385 
“W-6 Vogue” 
(127 in. W. B.) 
3770 = &-p Brougham $3,400 
3765 65-p Sedan 3,400 
3975 7p Limousine 3,600 
WILLYS-KNIGHT 
**65"" 
2900 36 5-p Touring 31,195 
2955 3-p Coupe 1,395 
3090 §=65-p Sedan 1,450 
-3062 65-p Coupe Sedan 1,395 
3119 = B-p Brougham 1,595 
66”" 
3323 2-p Roadster 1,750 
3395 65-p Touring 1,750 
mmo ‘Jop Touring 1,950 
3582 5-p Coupe Sedan 2,095 
3672 5p Brougham 2,095 
3664 4-p upe 2,195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
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90-degree Cadillac and the new: lower 
prices have greatly broadened the Cadillac 
Fe. market. 
28 Obviously this market is peculiarly secure 
ae and stable. No buyers on earth are so loyal 
| g as these who want a Cadillac—none so set 
§ against the substitution of any other car for 
ba 
2h 8 the Cadillac. 
BE TS , - 
a This means that there are now opportunities 
LES to sell Cadillacs in profitable volume in 
a many more communities. 
E If you believe you can build such opportun- 
: ity into a sound Cadillac business —write 
a us. Your communication will be heldstrictly | 
2 | . . . 
ie confidential, and will be given personal 
attention. 
CADILLAC MOTOR CAR COMPANY, DETROIT 
™ DIVISION OF GENERAL MOTORS CORPORATION 
EE New 9 0 “Degree 
La 
| CA DILEI-aA € 
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When Greater 


VALUE 
Is Offered 
the Public quickly responds 


The public is quick to recognize 
aan That is why Oldsmobiles 
are selling today in such large 
numbers. That is why the Olde. 
mobile plant is working overtime 
in many departments; why manu- 
facturing facilities are being in- 


creased; why the Fisher Body 
plant at Lansing’ is being ssid 


The Oldsmobile franchise merits 


any dealer’s consideration. 


Touring $875; Coach $950; Sedan $1025. Prices f. 0. b. Lansing, plus tax 


OLDS MOTOR WORKS, LANSING, MICHIGAN 
OLDS MOTOR WORKS OF CANADA, LIMITED, OSHAWA, ONTARIO 


OLDSMOBILE 


ee Product of GENERAL Motors { y 
































50 


MOTOR AGE December 3, 1925 


ae 











il 





i! 








When Roads Thaw 


HAWING roads... melting snow ... mire cling- 
ing tenaciously to your wheels. Mean, tricky 
drivinge—but not the tiring task it used to be, for your 
Ross Cam and Lever Steering Gear gives new steering 
ease and stability of control. In every emergency— 


under all conditions—Ross supplies imperative steer- 
ing advantages. 


At the New York Show—Space C-41—Grand Central Palace 


Ross GEAR AND TOOL COMPANY, 400 Heath Street, Lafayette, Indiana 









CAM and LEVER 


EASIER STEERING 


STEERING GEARS 


LESS ROAD SHOCK. 
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Accessory 


—An outstanding name and reputation—a continuous stream of 
merchandising and advertising help—a demand everywhere. Can 
you beat this as a profit making combination? Look where you 
may in the automotive field and you will find no faster seller— 
nothing which will give you more satisfaction to handle than “Bull 
Dog Foot Accelerators” for Fords. 


They Sell For $1.50 and One Size Fits All 
Fords and Carburetors For Fords 


W. H. Thomas Manufacturing Co., Spencer, lowa 


Bull Do g 


FOOT ACCELERATOR jor FORDS 
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AN you imagine any motorist, 

throughout the length and 
breadth of this good land -of ours, 
who does not know Thermoid? 


Then why not give your customers the brake 
lining that has won their confidence? 


Experience teaches that between two prod- 
ucts of equal merit it always pays to stick 
to the nationally advertised and known prod- 
uct instead of the little-known one. But— 


Aside from its tremendous reputation— 


Where in the world will you find another 
lining with Thermoid’s over-the-average 
weight—-25 to 40% over—or Thermoid’s 40 
per cent extra life and service? 


THERMOID RUBBER COMPANY 


Factories and Main Offices 


TRENTON, N. J. 


Makers of Thermoid Transmission Lining, Thermoid- 
Hardy Universal Joints, Thermoid Radiator 


Hose and Merchanical Rubber Goods 
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Vol. 1. No. 2. 


PUBLISHED BY THE AMERICAN FLATLITE CO. 





The AMERICAN FLATLITE 
COMPANY OFFERS 
COMPLETE HEADLIGHT 
ADJUSTING STATION 
EQUIPMENT AT 
NOMINAL COST 


PRESENT AND PROSPECTIVE 
STATIONS ARE URGED TO 


INVESTIGATE 


HE American Flat- 

lite Company oper- 
ates at their factory in 
Cincinnati a completely 
equipped school for 
instructing garage and 
service men in the art 
of. adjusting automobile 


headlights. 


This service is free to 
garages and service sta- 
tions and all automotive 
men interested in this 
subject are urged to visit 
this school when in 
Cincinnati. 


Classes are held several 
evenings each week in 
this educational work. 





is i. ie 


For those unable to 
attend these classes, 
special booklets and lit- 
erature will be sent on 
request. 


This educational work 
has shown the need for 
certain special charts, 
tools, etc., for use in con- 
nection with headlight 
adjusting on a perma- 
nent, profitable basis. 


The American Flatlite 
Company is now supply- 
ing, at a very nominal 
cost, complete outfits for 
the quick, accurate and 
profitable handling of 


this work. 





The complete outfit 
consists of: 





A A A Chart, complete 

Rim remover, complete 

Glass cutting board 

Bending iron 

Insertion. tool (permanent- 
focus reflectors) 

Pair reflector shears 

Yard stick 

Posters 

Pair canvas gloves 

Rotary glass cutter 

Camel hair brush 

Ball reflector cord (5o ft.) 

Set either comparison lamp, 
wall bracket type, or lamp 
suspension type, complete 














Price and additional in- 
formation supplied on 
request. Use coupon 
below. 


The American Flatlite Co. 


Reading Road at Dandridge Street 
Cincinnati, Ohio. 





| THE AMERICAN FLATLITE CO. 
| Reading Road at Dandridge Street 


Cincinnati, Ohio | | 
Dept. A, | 

Gentlemen: 
Please send me without charge or obligation booklets | 
| 
f 


and literature on headlight adjusting station equipment. 


NAME 








ADDRESS 











[] Check here if you want copy of ‘* Motor Vehicle . 
Headlighting.” A 28-page text book on head’ | 


—_—o— 
emerson nem re ene 
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To the Automobile Dealers of America 


HROUGH the Oakland Division, General 

Motors will shortly announce an entirely 
new six-cylinder automobile of tremendously 
broad appeal. 


Thisnewest member of a famous family willbethe 
fruit of the resources, engineering skill and manu- 
facturing experience gained by General Motors 
in more than seventeen years of leadership. 


It will combine elements of appearance, per- 
formance, and engineering design which will 
win for it immediate public acceptance. Its price 
will be such as to have a nation-wide appeal. 


It will be built by Oakland and distributed as 
companion to the present Oakland Six under a 
double franchise that promises to become one 
of the most profitable in the industry. 


The new car will be displayed at the principal 
automobile shows. 


Every automobile dealer in America—regardless 
of size, location or present affiliation—is invited 
to write at once for complete details. Address 
Oakland Motor Car Company, Pontiac, Mich. 


55 


General Motors New Six 


co distinctly new and 
unusual in appearance 
performance and price 
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and pass you by if you are not handling ATwaTer KENT 


Byer DAY IN THE YEAR Ford Ignition profits pass your way— | 
Ignition for Fords. ' 


Time has proven to thousands of Ford owners the necessity for 
perfect ignition. What is more, they know from friends, they 
know from their own experience, that any Ford is a better Ford | 
when ATWATER KENT equipped. | 


The dealer who handles this popular system makes more than | 
profits in cash. He is selling service, improved performance, motor | 
dependability—and so he pyramids his profits through increasing | 
customer good-will. 





Here is a market, ready-made for you. Can you afford to let it 
pass you by? Write today for our proposition. | 


ATWATER KENT MANUFACTURING CoMPANY 
4733 Wissahickon Ave., Philadelphia, Pa. 











Denes 
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Permanence 
Guaranteed Every 
STEWART-WARNER DEALER 


Profit 


Stewart-Warner Radios are sold direct to you from our own 3! *-#*% 
distributing stations. We have no jobbers. You get all the profit. 
Individuals can not buy at dealers’ prices, they must come to 


you. Stewart'Warner Radios are sold by authorized represen- 
tatives only. 


ection 


There is only one Stewart-Warner authorized dealer 1n each 
vicinity. Your business is protected, because there are no other 
dealers handling Stewart-Warner Radios in your immediate lo- 
cality. No possibility of a store down the street or around the 
corner cutting in on a share of your profits. 














$115.00 








Model 410 : 
R Radio Table 
$65.00 
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$285.00 


We have invested millions of dollars in the name “Stewart-War- 
ner,’ and that name on the radio that you sell means that your 


customer receives the biggest thing he desires—complete radio 
satisfaction. 


$175 00 











Ls. oe sy ° 2 a _— ong P . . 
ie ae, cep , Cet “in oh ae: “A 
. re oe we oe oe ewe oe 
= ee aoe fe oe ae. ie 
4 [fas ._ i F * = Kae ,e <3 : 
iam Gib dos 2 he dle at “See bat at 


Stewart-Warner have been building quality products for over | 
twenty years and are today the biggest institution of their kind. —_ """* mutant: Warner 


; i : Programs 
We will be building radios tomorrow, next year and for years Station WBBM, 226 meters 
to come | Mon. 12-3 a.m.,6-7 p.m. Thur. 8-10 p.m. 


Tue. - - 9-12 p.m. Fri. - 8-10 p.m. 
"Wed. 8-10, 12-2a.m. Sat. 8-9:30, 11-2 a.m. 


e e Sunday 4-6, 8-10 p.m. 
A. Stewart-Warner franchise means money in your pocket. A, cet 
Write today for complete information. 












Enjoy this on your Stew- 
art-Warner Matched- 
Unit Radio 


STEWART-WARNER SPEEDOMETER CORPORATION 
1828 DIVERSEY PARKWAY - CHICAGO 









o 
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Matched-Unit Radio 


| INSTRUMENT + TUBES + REPRODUCER + ACCESSORIES 
TWELVE MILLION PEOPLE ARE TODAY USING STEWART-WARNER PRODUCTS 
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then push down as far as the cap ill go—the valve 
cap slides inside the dust cap to fit any length stem 
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1 Just catch the cap on the valve stem with one 
YQ or two turns—it’s just as simple as it sounds— 
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another turn or two to tighten and it’s done. It 
comes off just as easy—simply reverse operation. 


Dust and Valve-Cap Combined 
—On or Off in a Wink! 


That’s why you can sell Instant-Ons on sight 


HE story of Instant-On convenience air pressure means decreased mileage. 

is told in the pictures above. It’s this | Most car manufacturers standard-equip 
sort of convenience that sells Instant: the tires of their cars with Instant-Ons. 
Ons on sight. But Instant-Ons offer Car owners without them, instantly recog- 
more than convenience. They seal the nize their advantages. Set of 5 retails at 
valve stem against leaks. That’s tre- $1. Dozen sets in attractive display stand, 
mendously important to balloon tire costs you $8. Your jobber will supply 
users because the slightest variation of | you. Or write to us. 







































- THE DILL MANUFACTURING COMPANY +: Cleveland, Ohio 
es oo Manufactured in Canada by The Dill Manufacturing Company, of Canada, Ltd., Toronto 
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| SELL THEM McKAYS 
a For traction going up and for safety 
coming down, sell them McKays. That’s 
the way to sell your motorists more chain 
mileage, more chain satisfaction—with the 
Better Black Chains in the Red Band Bag. 
And every set of McKays you sell means 
more “good will” for you. 


UNITED STATES CHAIN & FORGING COMPANY 
Chains for All Commercial and Industrial Purposes 


UNION TRUST BUILDING, PITTSBURGH, PA. 


New York Auto Show. Grand Central Palace: January 9-16, 
Spaces C-76-77-78. Chicago Auto Show, Coliseum: January 
30th-February 6th, Spaces 115 and 116. 


¥ 
» 





are equally good 
reasons why you can 
satisfy your customers 


with McKay Red Bead 


Bumpers. 
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Actual photograph of scored drums, junked 
by the cutting action of the ordinary brake 
lining. HYCOE does not score brake drums 
because of its non-abrasive nature. 









Actual photo- 
graph of brake 
drum after 27 
for Replacement Economy ceca 
HYCOE. This 


and Satisfaction drum ismadeof 


soft mild steel. 








THE MANHATTAN RUBBER MFG. COMPANY 


Executive Offices and Factories: Passaic, N. J. 


‘Branches: 
Chicago New York Birmingham Cleveland Minneapolis Philadelphia Sait Lake City 
Detroit Baltimore Boston Los Angeles New Orleans Pittsburgh St. Louis 
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Again this Christm 


RAC 


Night GUIDE 


the Legal Spotlight 2. ae 


with the usual 

Big Christmas 

Program— 
and a greater 
Christmas ap- 
peal than ever 


at the new, low, 
popular price— 
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Patented May 15, 
1923 and July 15, 
1924; other patents 
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Fits through the 


windshield glass Christmas package — Christmas label — 


\ —— ;j/ Complies with Christmas window streamer— Christmas 
— isc state laws circulars— Christmas newspaper electros— 
everything to bring you a profitable Christ- 
Y mas business on this popular Christmas 
Car owners, lighting experts and officials accessory. Order your Christmas Fyracs 
generally recognize the increasing need of today. Phone, wire or write — we'll make 
the Night Guide immediate shipment. 
7 ity: 


— FYRAC MANUFACTURING CO., ROCKFORD, ILL. 
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Nheralon 


This Exclusive 


Opportunity is Going! 





\X JHEN we stated that the leaders of social, political and 
financial affairs in America and England had selected and 
are using Custom-made Delano Radios—we meant the LEADERS. 


Your first guess as to their names is the right guess. There are 
only a few such leaders. 


And there can be only one Delano dealer in your particular 
territory. 


BETTER GET BUSY and be that Dealer! The leading pangs 
in your town will want the same perfect radio ait 
performance that attracted those owners eee 

cf high position and great wealth. ¥ 


MODERNOLA COMPANY, Inc. 


Department B 
Johnstown, Pa. 
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This 5-Tube 
genuine De- 
lano Sheraton 


$°7 5,00 


(without 
accessories) 


Buile in Loudspeaker 

Solid Mahogany 
Cabinet 

Room for Batteries 

Marvelous Delano 
Hook-up 

Indoor or Outdoor 
Aerial. 














25 
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KINGSTON 


UNIVERSAL 


CAR HEATER 


Install anywhere --- on vertical 
dashboard as shown, back of front S 50 
seat or in front of either rear or paw 
front seat. Price - - 


THE- KINGSTON CAR HEATER 
gets on the job the moment the motor 
starts, and makes the entire car warm as 
toast! Pure, clean heat warms feet and 
body, rolls up from under the dash, 


Chevrolet, Dodge and Overland $375 
» omen 


$5.00 Ford Model - -- 


THE KINGSTON MANIFOLD TYPE 








warms the driver’s hands and the whole 
car-- and keepsit warm. Has eight feet 
of flexible metal tubing, is positively gas 
proof and has forty lineal inches of radi- 
ation--more than any other we know of. 
Easily installed, handsome, efficient. 
Get one today and drive in comfort. 


HEATER is in use by many hundred 
thousand warm friends. Ford Model, 
shown above fits either new or old Fords. 
Gives plenty of clean heat instantly. 
Now in its seventh year, and growi1:g 
more popular all the time. Install one 
today and be warm in zero weather. 


THE SATURDAY EVENING POST and other national publications 
will carry advertising of the KINGSTON HEATER in December, urging 


its use as an Ideal Christmas Gift. 


For the Christmas trade the King- 


ston Heater will be packed in a handsome holly box. It looks like-- and 
is --a perfect Christmas Gift for the car owner. Dealers last year sold 
many hundred thousand Kingstons for Christmas, and this year, backed 
by our big consumer advertising campaign, coupled with favorable heat- 


er weather, sales will break all records. 


Get in line for this good business. 


See that your stocks are complete in readiness for the big demand. 


KOKOMO ELECTRIC CO.,KOKOMO,INDIANA 
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Accept no KX Ge”) SPARK PLUGS 
othe ee = : fo 


oth SPEEDOMETERS 
insist on - AIR CLEANERS 





| What AC Means to the Dealer | 
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A new design, new al- | | S 
loy for sparking points, | K A | K R \, | 4 
new electrically fused | | 10514 


¢ PATESTED 


Kyanite insulator core 


and a new glaze. who Carry AC 


AC Carbon-proof | 
Plugs are also madein | d 
a oeee products can. Paws 
The demand for AC | ° f ° | : 
Spark Plugs is assured | FJVUL] a p rotl { = | The Model for Fords 
through theiruseas fac- | _ There is proof of the quality of AC Speed- 
tory equipment on the following cars: ns _ ometers in the fact that they are used as 
a e uSsiIness, | original factory equipment on Buick, Cadil- 
Ajax Nash | _ lac, Chandler, Chevrolet, Chrysler, Gray, 


poparece ee © © _ Oakland, Oldsmobile, Peerless and G.M.C. 
, trucks. 


© 
Cadillac + — o 
ase tar , The AC Speedometer for Fords is of the 
ee. ll | [ he de Man d LS _ | same quality as furnished the above manufac- 
Chrysler Hupmobile Wills Salate | turers for their original factory equipment. 
Saat 6 _ | The AC Direct Drive does away with the 


Marmon | assured because _ troublesome swivel joint and insures con- 


INZE &¢ - 7 _ | tinuously satisfactory service. 
Hiss tor Hords | 
LUf) Jor Lords Packed complete with all attachments. 


16 | - 
The special features of | O f t h S ] r u S C a S 
the AC 1075 make itthe | e 
most desirable plug for | 
Fords. Dealersarebuild- | Car equipment. 
_ ing a big and profitable | © © 
> business by emphasizing | 


© 
thesefeauresinmaking | They are backed 


' 
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| Spring Terminal Clip | b { d Pig emg SS 
4 V ae \ ,| sient 
2 Heavy Body P orcelain | ) S rong a er i - The AC Air Cleaner prevents dust from 
; : | Sie entering the motor through the air intake 
» Hexagon of extra length permits | ,°¢ ® Baas of the carburetor. 
easy and positive application of ) tising. : x i Dust is the same as an abrasive compound 


and causes excessive wear on all the mo- 
spark plug wr ench / tor’s moving parts. 


; , . © © © AC Air Cleaners are original factory equipment on the 
4 High ‘Temperature Fins — Patent- vores 1926 models of Nash, Buick and Oakland. 

ed carbon-proof Porcelain AC Spark Plug Company, FLINT, Michig 4M | Installation is easy as it connects directly to the carburetor. 

: ; WA keee nf J San on : Once installed it requires no attention as there are no mov- 

s Drip electrode forms natural Olil | , 7 ing parts to get out of order. Packed complete with al! 

) attachments. 


t Piugs-~AC Speedometers 
Drain | AC-SPHINX AC-OLEO | Models are now ready for Chevrolet, Chrysler Four, Dodge 





f 
: . ° / Birmingham Levallois-Perret | Bros.,Ford, Maxwell, Oldsmobile, Star, Studebaker, as well 
Made in both one and two-piece design. ENGLAND FRANCE "S$ as the 1925 and earlier models of Buick, Nash and Oakland. 
% ad | 
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New Day of 
Money- Making 
Opportunities 
For a Few 
Progressive 
Business Men 



















You Can 


a More Sound, More Permanent 












( 


with the New-Day || 


JEWETT’S SEVENTEEN - YEAR 
SUCCESSFUL HISTORY INSURES 
PERMANENCY; JEWETT QUAL- 
ITY AT NEW LOW PRICES IN- 
SURES VOLUME—AND VOLUME 
INSURES LARGER PROFITS. 


ah 


RELENTLESS WAR wages in the motor car 
industry. 


It is the age-old fight for survival—for life! 


Every year, this fight takes new toll of the 
weak and the struggling, and business re-con- 
centrates itself in the hands of fewer and fewer 
makers. 


Think of it—today 94% of all the world’s 
motor cars are built by only 14 manufacturers. 
And the other 6% are split up among 53 
builders. 


‘Look you, then, first to the organization—to 
its history, its prestige, its reputation, its sound- 
ness, and its permanency—you who would 
establish a sound and permanent business of 
your own. 





The financial strength of the Paige-Detroit 
Motor Car Company is unquestioned. Its assets 
today total more than $17,000,000. Its cash 
resources (Sept. 25, 1925) were $4,800,000. 














It has never built an inferior car—never 
known an ‘“‘off year’’—never suffered a financial 


reverse. It has never been reorganized—and 
never refinanced. 


A veteran, unchanging personnel has from 
the beginning directed Paige and Jewett poli- 
cies. President Harry M. Jewett, as well 
as the heads of every important company divi- 
sion, have been on their respective jobs since 
this organization was founded seventeen 
years ago. 


So much for Paige-Jewett permanence—for 
Paige-Jewett personnel—and for Paige-Jewett 
policies. Paige-Jewett has also a plant that 
surpasses any in the industry. 


In its great new factory at Detroit, 1,100,- 
964 square feet of floor space is scientifically 
planned, adequately equipped and skillfully 
manned to produce normally 500 quality cars 
per day. 
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Establish 









t |and More Profitable Business 


y \Jewett Franchise! 


it No other manufacturer of motor cars today 

iS can offer a franchise backed with a prestige—a 

h permanence—a personnel—a plant and a prod- 
). uct that equals those of Paige-Jewett. 

Scores of automobiles have come and gone in 

the seventeen years of Paige-Jewett growth. 


But Paige-Jewett dealers have made money dur- 
ing these seventeen years. 

This year and next, Paige-Jewett dealers are 
going to do a better 
business and a more 
profitable business than 
they have ever done be- 
fore. For Paige has built 
a new car. Not only a 
new car, but an en- 
tirely new type of mo- 


itt at 








or tor car—the New-Day 
- Jewett. 
-" So widespread is the interest in this New- 


Day motor car that it seems needless to refer 
to it at great length in this message. Surely there 


m is not a motor car dealer in all America who 
li- does not now know how completely and satis- 
ll fyingly this New-Day car meets and masters 
n- every new day need. 
ce And surely there is not one of these dealers 
en who does not appreciate what a tremendous 
widespread demand will everywhere be created 
™ for this remarkable new car. Priced at only 
tt $995 — this 
at New-Day Jewett 
instantly appeals 
to a much wider 
),- market than any 
ly earlier Jewett. 
ly On price alone, 
irs it bids for busi- 





ness among those 








to whom price is a matter of major considera- 
tion. And on quality alone—on its adaptabil- 
ity to new-day driving needs—it appeals to 
those to whom price is of no consideration. 

And we who have 
watched the motor car in- 
dustry with microscopic 
care for 17 years — we 
who are vitally concerned 
- not only with our own 
» success but with the indi- 
vidual success of each and 
every one of our dealers— 
we honestly believe that 

: “the new Paige-Jewett line 
Note the wide, unob- wil] offer the dealer for- 
structed vision from 
the driver’s seat; the tunate enough to secure 
roomy comfort every: the franchise, an unparal- 
leled and unequaled op- 
portunity to establish not only a sound and 
permanent business—but about the most prof- 
itable kind of business possible to establish in 
motor cars. 

$20,000,000 have been spent in advertising 
to make the Paige and Jewett names well and 
favorably known wherever cars are sold and 
driven. [his year new millions will be spent! 

And last—but not least— Paige-Jewett of- 
fers this year a ““Time Payment Purchase Plan’”’ 
with rates as low as any other in the entire in- 
dustry—and with many unique and desirable 
features not found in any other plan. 

The Paige-Jewett dealer has back of him a 
prestige and permanence without equal—he 
has a product that can meet and conquer any 
competition—and he can sell this car on a pay- 
ment plan as desirable and as inexpensive as 
any other in the industry. 
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ERE is the car you sell—the remarkable 
New-Day Jewett Sedan at only $995, 


Truly a new-day car for new-day needs. 


Built into this car is typical Jewett perform- 
ance—typical Jewett power and speed and 
safety—with an economy of operation almost 
20% greater than any former Jewett. 


It has Paige Hydraulic 4-wheel brakes—and 
it is the only car selling at or near its price that 
offers hydraulic brakes as standard equipment. 


The New-Day Sedan is the roomiest car of 
its type in the world— its steel body provides 
maximum safety and maximum visibility. The 
deadly “blind spot’? has been almost com- 


Paige-Detroit Motor Car Co., 
Detroit, Michigan. 


Gentlemen: 


I would like some information on the Paige-Jewett 
franchise. 


Address 


See eet reese ceeseeee 
. *- FORRES EEE E EERE HEE EEE EEE EEE EHO REESE SEE EEEEEE TEESE EEEEE EEE EEESESESESS SEES EESEEE OOO 888888888888 


Cars Now Handled 2 ceeeeeseennene ™ 
Opportunity Knocks But Once—Méail this Coupon today! 
| MA 


pletely eliminated. And a wide expanse of 
clear glass affords unobstructed vision in every 
direction. 


Finished in durable, long-lasting lacquer— 
in two beautiful shades of color—here is a car 
that could readily be sold on any one of its 
many New-Day features. It could be sold on 
its appearance—on its quality—on its perform- 
ance—or on its price. 


Think—then—of the unparalleled oppor- 
tunity that awaits the dealer who can sell a 
car that so fully and completely embodies each 
and every one of these desirable and essential 
qualities! 
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How Do You Account 
For These Statements 


If Concentration On Fisk Tires Doesn’t Pay? 


“We are handling Fisk Tires exclusively and our sales 
have increased over 300% in the last eighteen months.” 
Indianapolis, Ind. 


eee eee a8 





—., 
= 


“It is our gain to carry one 
good line rather than several 
of various makes.” 

New Haven, Conn. 


So A ey | a 


‘After careful consideration, 
we decided to carry only one 
line.” 


Chelsea, Okla. 


Concentrating on the complete, long-established and well-advertised 
Fisk Line is a guarantee of greater success and prosperity. 


Decide Now To Concentrate on 
Fisk Tires in 
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Time to Re-tire 


Get a FISK 
TRADE MARK REG. U.S. PAT. OFF, 


























NJ 
© 


MOTOR AGE 









OMS 


at 
A way 


o/ 





The 
Standard Automobile 
Heater of America 


Fully Protected By Basic Patents 
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ARVEST time is here. Crops are in — money is circulating freely 
—all business feels the impetus of cold weather buying. 


Is business good with you?) Are you making the most of your big sales 
opportunities? Emphatically ‘*Yes’’—if you have stocked a complete 
line of Francisco Heaters. Our dealers everywhere report a remarkable 
demand for.these wonderfully efficient heating units. 


Next month consumer demand for Francisco Heaters will reach its peak. There 
will ke a rush of business when Winter’s snow and ice makes driving the un- 
heated car an unpleasant task. Quick sales in large volume will follow—and the 
cash register will jingle with the welcome profits from Francisco Heaters. Are 
you ready for this golden harvest of profit-dollars? 


Order From Your Jobber Now! 


Check over your stock of Francisco Auto Heaters today. If you haven’t a 
sufficient quantity of each model mail your order to your jobber today. We want 
every dealer to get his share of the business and the profits. We want all ship- 
ments to go forward promptly. And we urge you to co-operate with your jobber 
and ourselves by placing your orders quickly. Make sure of sales and profits by 
immediate action. 


Nationally Advertised. Watch for Francisco Auto Heater Advertisements in The Saturday Evening Post. 


THE FRANCISCO AUTO HEATER COMPANY 


DEPARTMENT 14 


COLUMBUS, OHIO 








FRANCISCO HEATER 
installed on Ford 


ase 


FRANCISCO HEATER installed 
on Buick 
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Note These 


Francisco Prices 


Ford models retail at 
$3.00. Models for 4 cyl- 
inder cars range from 
$5.00 to $10.00. Models 
for 6 and 8 cylinder cars 
are $10.00 


Francisco Heaters for 6 
and 8 cylinder cars cost 
approximately one-third 
the price asked for other 
makes of heaters — and 
they are guaranteed to 
deliver fully three times 
as much heat! 














FRANCISCO HEATER installea 
on Cadillac 
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fe would appreciate 
a setof Gabriels _.<c& 
forChristmas. /“ 
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Suggest this 
to your cus- 
tomers—it’s a 
* “Give Gabriets” Yeal idea to in- 


| is the title of the 


- cera‘i’se. crease your sales and 
urday Evening sd 
profits. 


Post, December 5, 

1925 —read it. 
If you are not already one of the 
hundreds of car dealers who sell 
Gabriels— pin your letterhead to 
this advertisement and we will 
send you all the details about the 
liberal Gabriel Sales Proposition. 
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The Gabriel Snubber Manufacturing Company 
1415 East 40th Street, Cleveland, Ohio 
Toronto, Canada 
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Man Power 


A product is no better than the men be- 
hind it. A Motor Car is the interpretation 
of the builders’ ideas of what a Motor Car 
should be. 


Ideas of value come from knowledge. 
Knowledge comes from Experience. 


The combination of these things make 
up the character of an organization and 
determine the character of the product 
for which it is responsible. 


Behind the Flint, and responsible for 
the Flint is an organization of seasoned 
executives. 


Hm 9 §8§9 © 


We invite any dealer to get in touch, per- 
sonally, with any man on the executive 
staff of the Flint Motor Co. and get, at 
first hand, an idea of what to expect 
from the Flint. 


PIE LELEL. 


Vice President and General Manager 


FLINT MOTOR COMPANY 


FLINT, MICHIGAN 


BUILDERS OF HIGH GRADE MOTOR CARS 




















FLINT SIX. 
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Tools you need 


For quicker, easier, 
better valve jobs 


| gens E Grinder No. 747. Each 
upward or downward stroke 
of the operating handle gives 1% 
complete revolutions of the spin- 
dle. Blade that will fit either 
slotted or spotted valves. A 5-inch 
extension is also furnished, giving 
a total length below gear of 11% 
inches. Price $4.50. 


Valve Grinder No. 288. You 
turn the crank continuously in 
one direction; the spindle rotates 
back. and forth. The weight of 
the tool supplies its own pressure 
to the job. An adjustable span- 
ner and a blade are _ included. 


Price $3.50. 


Valve Grinder No. 467. Same 
as No. 288 but with aluminum 
frame. Price $4.50. 


Valve Lifter No. 596. Merely 
insert the jaws beneath the valve 
spring and turn the handle. 


Length over all, 6 inches. Price 
$2.50. 


Other Tools for Motor Work 


The Goodell-Pratt Catalog No. 15 shows 
many other essential tools for service 
work. Write for a copy. It’s free. 





GOODELL-PRATT COMPANY 


GREENFIELD, MASS., U. S. A. 
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Good Merchants Handle 
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Good Merchandise 


How often we hear car owners speak of a 
car dealer as if he were an “‘agent represent- 
ing” a single make of car. Yet you and we 
know that the car dealer today is a mer- 
chant who not only buys and sells new cars, 
but also buys, reconditions and sells many 
other makes taken in exchange. 


The day of selling trade-ins ‘‘as is” is 
rapidly passing. The used car department 
is a business in itself, selling merchandise in 
good working order, with the dealer’s name 
and reputation back of it. 


There is an interesting parallel between 
an overhaul job on an old car for its present 
owner, and the reconditioning of an old car 
for a new owner. In either case the man 
who is merchant as well as mechanic does 


each job the way he knows it ought to be 
done, and then fixes a price that gives him a 
reasonable profit. He stays in _ business 
longer than the man who just ‘“‘fixes things 
up to sell,’’ because he fears the buyer will 
not pay for good work. 


When it comes to valves, there are four 
ways of doing the job: (1) “Let her goas is’’; 
(2) Regrind the old valves no matter what 
their condition; (3) Replace one or more of 
them with cheap material; (4) Replace all 
exhaust-valves or all exhaust and intake 
valves—according to condition—with first- 
class valves that will stand up and give long 
satisfaction. 


We think you’ll agree that No. 4 is the 
policy on which to build a real business. 


THOMPSON PRODUCTS, INC., CLEVELAND 


Also manufacturers of King Bolts, Tie-Rod Bolts, Spring Bolts, Bushings, Tappets and Starting Cranks 
EXPORT DEPARTMENT: 130 West 42nd Street, New York, U. S. A. 


Cable Address: “THOMPRO—NEW YORK’”’ 


Tnompson 


Silcrome Valves 
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FACTS ABOUT A FAMOUS FAMILY 





TIME PAYMENTS 


on General Motors cars 


HE PURCHASE of a car out of income is a uni- 


EL versally accepted practice. But there is a difference 
in time payment rates. 


Six years ago General Motors organized the General 
Motors Acceptance Corporation (GMAC) to make 
credit available at the least possible cost to purchasers 
of General Motors cars. GMAC rates have always been 
low. Last August they were still further reduced. And 
the standard time sale price of any General Motors car 
is the cash delivered price, plus only the GMAC charge. 
Dealers will be glad to show you the official GMAC 
Rate Chart. : 


The important thing to the purchaser is the total cost 
of a car. The time payment charge is a part of the total 
cost when a car is bought out of income. These GMAC 
reductions therefore mean, in such instances, a substan- 
tially lowered total cost. 


They are in accordance with General Motors’ policy 
of passing on to the car buyer economies wherever 
effected—in financing as well as in engineering, manu- 
facturing or selling operations. 


GENERAL MOTORS 


Buick - CADILLAC . CHEVROLET - OAKLAND 
OLDSMOBILE - GMC Trucks 
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OF Locomobile J unior Eight 
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| Ficturing the Locomobile junior Eight Braugha Bw 6, 


Equipped with Wheels by Hayes 


v x, 


“|'T is with a distinct sense of pride that we 
announce Hayes Wheels as standard equip- 
ment on the Locomobile Junior Eight. This 

selection is, we feel, a signal tribute to Hayes tra- 

ditions. It is evidence of the valued advantages 
which the Hayes Wheels alone possess. 





It is reassuring to know how completely Hayes 
Wheels justify the judgment of the manufacturer 


in his selection and gratify the desire of the motor- 
ist by enabling him to have the most modern wheel 
equipment on his car. 


Offering, as do Hayes Wheels with Attached-Lug 
Rims, time saving in tire changes and tire saving 
by remaining always in true alignment; freedom 
from loose lug annoyance; elimination of rim 
squeaks, it is perfectly reasonable to expect an 
increasing high tide of approval. 


HAYES WHEEL COMPANY, Manufacturers, Jackson, Michigan, U. S.A. 


Factories: Jackson, Mich.; Albion, Mich.; Anderson, Ind.; Nashville, Tenn. Canadian Plants: Chatham and Merriton, Ont. Export 
fice: 30 Water Street, New York City 


WITH ATTACHED LUG RIMS ~STANDARDIZED IN WOOD,WIRE AND DISC 
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HAYES WHEELS 
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What You Can Do | 
With the HALL! 


Get More Business. 
Make more profit. 


Save your customer time and money. 





Guarantee your work against oil-passing, 
compression loss and crank-case dilution. 


Correct both oval and taper cylinders with- 
out removing motor from the chassis. 


Impeoved 35 Your 
Model Jobber’s 
The profits from the first four reconditioning jobs 


will more than pay for the HALL HONE. 


Ask Your Jobber ; 


—for the Hall Hone. Accept no other. If your 
jobber can’t serve you, write us today for complete 
information, giving your jobber’s name. 





: oS 


4 THE HALL MFG. COMPANY 


512 Hall Bldg., 1600-06 Woodland Ave. 
TOLEDO, OHIO 


Southern Representatives: L. D. Tuttle Co., Dallas, Texas 
Canada: Hall Gear & Machine Co., Ltd., Toronto, Ontario 
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EASONS why manufacturers of 
all kinds of the finest machinery 
invariably specify Bunting Bushing 
Bearings, are good reasons why the 
automobile service man should prefer 
them for replacement. 


Your reputation and your profit are in 
the quality of the bushings you put into 
the cars that come to you for service. : 
Bunting quality is constant, uniform, 
dependable. You can always easily get 
genuine sand-cast Bunting Phosphor 
Bronze Bushings for replacement in 
pistons, springs and steering assembly 
of all popular automotive vehicles. 
Leading jobbers everywhere have com- 
plete stocks. 








Sas The Bunting Brass & Bronze Co. 


eS TOLEDO, OHIO 


Branches and Warehouses at 


NEW YORK CHICAGO 
245 West 54th St. 2015 S. Michigan 
Columbus 7528 





ve. 
Calurmet 6850-6851 


PHILADELPHIA SAN FRANCISCO 
1330 Arch St. 198 Second St. 
Spruce 5296 Douglas 6245 


" i <— - » i | . BOSTON 
3 Ae J : ; — ' ) ii Be Bod \ * : 7 , 36 Oliver St. 
So Beech ay. » =~ | Main 8488 








PHOSPHOR BRONZE 


BUSHING BEARINGS 
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Walden Fore-Lite 


A 
——aaef| Lnsures Brilliant 
| Sales Records 


at $1850 























At the beginning of 1926, the Walden Fore-Lite promises 
to be one of the greatest merchandising and financial suc- 
cesses of the coming year. 





This is important to dealers—because the profits per sale 
on the Walden Fore-Lite are big enough to be valuable, 
and the field to date is practically untouched. 


The Walden Fore-Lite was announced but four months 
ago. It created an immediate and wide-spread interest. 
Representation was sought by dealers and wholesalers in 
practically every part of the country. Sales—at the orig- 
inal list of $25—-were closed by mail. 


Operates from the Instrument Board. Now the price of the new bullet model is $18.50. Dealers 
and wholesalers predict the sale of thousands of lights at 
this figure. They are the Fore-Lite’s biggest boosters, be- 
cause SELLING FORE-LITES PAYS.: 


At least you should know all there is to know about 
Walden Fore-Lite profits. WIRE, OR WRITE. 









Ave Waldey, 


Chicago,U.S.> 


de Mark Rep y.s.eat O 


THE WALDEN COMPANY 


1114 South Michigan Avenue 
Simple and Easy to Put On. Chicago, Ill. 
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REG .U-.S. 


— ee 
Price 


$Q5 00 


Without Tubes, Bat- 
teries, Etc. West of 
the Rocky Mountains, 
$90. In Canada, $115 











A Radio Receiving Set that is equipped with ““old- 
fashioned’’ condensers cannot tune in stations below 
250 meters and therefore, is obsolete because many 
of the biggest high-power stations in America broad- 
cast below 250 meters. 

Neutrowound Straight Line Frequency Condens- 
ers are designed to give absolutely straight line fre- 
quency dial calibration, preventing the piling up or 
the crowding of stations broadcast- 


Ni eurro 3 







Manufactured under our own patents and under a Reciprocal License from the 
Navy Department of the United States Government 


1926 Model—with S-L-F Variable Condensers 


Will Tune All Stations from 200 to 550 Meters 


a § PAT. OFF. 





All The 
Radio 











"7 YO 
At Any 


Price 









In the Neutrowound 6 Tube Set you will find that 
perfect balance between selectivity and volume, which 
is absolutely necessary to meet the various radio con- 
ditions—extreme selectivity and concert volume from 
distant stations loud enough so that your family and 
friends can all enjoy the programs broadcast from 
distant stations—yet it can be tuned to a whisper. 

The Neutrowound 6 Tube Set is made in 
but one model—a precision instru- 





ing on low wave lengths. BROADCASTING ment of the finest quality, hand- 


There is no crowding of stations 


on the lower range with this STATION 


somely finished in crystalline black 


WOK and nickel. 


method, and it is possible to tune | The Neutrowound Radio Mfg.Co. In this one model is contained 


right on down to 200 meters with 
ideal tuning conditions. 





SSS all the “‘Radio’’ that it is possible 





to buy at any price. 








Re ae 


profits drop off, during the dull months. 


aE ad Ge 


Perhaps you are one of the many Automotive Dealers whose profits 
are good during six months of the year—and very unsatisfactory during 
the other six months. Thousands of Automotive Dealers are in that posi- 
tion. Their expenses and overhead run right on every month—but their 


Makes “Dull” Months Pay “Big” Profits 


wound 
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u Can Buy 












| Dealer’s Coupon| 





You can, not only even up your profits for the year, by becoming a | NEUTROWOUND RADIO MFG. CO. 
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Distributor of the Neutrowound Radio Receiving Set—but can increase | 1721 Prairie Ave., Dept. 1226, Chicago, II. | 
your profits—and make more money. Mail Coupon NOW. Send complete information, Dealers’ 


Discounts and Neutrowound Sales Plan. 
NEUTROWOUND RADIO MFG. CO. 


Radio Division: Advance Automobile Accessories Corporation 
1721 Prairie Ave., Dept. 1226, Chicago, IIl. 
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ANDERSON-CLAUSON MOTOR CO. 


DISPLAY YOUR CARS IN 
PARAMOUNT FASHION 





Throngs of motor car enthusiasts will many will consider the purchase of 
soon gather at the coliseums and build- new cars. Price and make will have 
ings generally used for auto shows, to some influence on sales but the man- 


study and consider the recent devel- ner 1n which you present your models 
opments of the industry. There, cars is of equal importance. KAWNEER | 











will be displayed in paramount fash- MOTOR SALES WINDOWS are / 
7 in an environment of palatial assisting hundreds of dealers to pre- / 
ee. sent their models in “Automobile / | 
When these throngs disperse and re- Show” fashion. They can do as much / 
turn to their respective localities for you. / 
/ The 
f KAWNEER | 
/ Company 
wn / 3124 Front St, | 
i at “Wo Niles, Mich. 
SOLID COPPER f 
STORE FRONTS Send book of designs 
Fa featuring motor - sales 
J windows. 
AUTOMOTIVE DEALERS WHO PLAN TO f Name : 
REMODEL THEIR WINDOWS OR ERECT / 
NEW BUILDINGS SHOULD SEND FOR Street ja 
THIS BOOK.) /§s§ "> / 








F City State........ 
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It's easier to vulcanize FI IRSTeg 
and make it LAST! , 


JAAR 


5-MINUTE VULCANIZER ~ 


fof oUIiCk rears = 
Z e ‘CS 


This attractive display cabinet—the 
Shaler Self Merchandiser—is one of 
the best selling helps we have ever had 
to offer accessory dealers. It is prac- 
tically a complete demonstration of the 
Shaler Vulcanizer that gets the atten- 
tion of everyone who sees it. Behind is 
room for a counter stock of a dozen 
vulcanizers. 


These cabinets, plus big national advertising 
year after year in magazines like the Saturday 
Evening Post, are making this the biggest year 
Shaler has ever had. Use the coupon below 
and find out how to get one of these cabinets 


THERE GOES 


ANOTHER COLD PATCH” lame 





How Shaler Helps Accessory Dealers 


free. We have them in stock for immediate 
shipment. 


_Any accessory dealer who carries a stock of 
Shaler Vulcanizers will be furnished with 
colored cards, cut-outs, posters, etc., with 
which to trim an attractive window. There 
are millions of motorists ready to buy today 
from accessory dealers who say, “Here it is.” 


The more Vulcanizers you sell, the bigger 
your repeat business on Shaler Patch-&-Heat 
Units which users continue to buy year in and 
year out. More than 50 million Shaler Patches 
were sold this year—repeat business produced 
by the sale of Shaler Vulcanizers in previous 
years—proving that motorists don’t go back to 
the cold patch method of Grandpa’s day after 
they try the Shaler. 


C. A. SHALER CO., 215 Fourth St., Waupun, Wis., U. S. A. 


Oldest and Largest Manufacturers of Tire Repair Equipment in the World 





C. A. SHALER CO. 


CL} Window Display 


Name 


215 Fourth Street, Waupun, Wis., U. S. A. 


Gentlemen: Please tell me how to get the Shaler 
Self-Merchandiser FREE. Also send us— 


CL} Newspaper-Cuts 


1) Counter Cards 





City 





State 
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Use the Couponand Find Out How to Get It FREE 
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struction. 
ABSOR 3. Easy to install. 


4. No constant servic- 
ing or adjusting. 

5. Theoval shaped fric- 
tion drum doubles 
the life of the inner 
springs. 


Lightning-Quick Action 
Smothers The Rebound 


The Lincoln has only one turn of the web belt 
around the drum. The advantage of this over 
the absorber with many turns is obvious. When 
the car springs go down, the belt slackens. If it 
is wrapped several times around the inner mech- 
anism, the slack cannot be taken up in time to 
completely snub the rebound. In the Lincoln, 
however, the action is lightning-quick. All slack 
is taken up instantly. When the rebound starts, 
the belt slides over the friction drum, employing 
friction in exact proportion to the shock. This is 
real, proportional control. 


~ 


Lincoln Balloon Shock Absorbers are 
nationally distributed by over 150 
jobbers. 1926 promises to be one of the 
biggest years in our history. Write for 
information regarding the Lincoln 
Sales possibilities in your territory. 


For All Cars—$19 to $40 


LINCOLN PRODUCTS COMPANY 
2649 N. Kildare Avenue Chicago, Illinois 


Canadian Factory: 
LINCOLN PRODUCTS CoO., Ltd., Montreal, Canada 


BALL 


SHOCK ABSORBER 





A statement regarding 


a truly remarkable new car, 
by the publishers of this paper 











i| Io the Automobile Trade: 


HE publishers and the technical experts of this pub- 
lication have been given an advance private showing 
and demonstration of a very notable new car, details 
of which will appear in immediately following issues. 





For trade reasons, the name of this car and the identity 


of its makers will not be divulged until just before the 
New York Show. 


That the advertisements of the car which will follow 
this announcement may be accorded the importance 
that they deserve, even though unsigned, we make the 
following statement: 















The new car is built by an old-established automobile 
organization, thoroughly experienced both in manu- 
facturing and in retail merchandising. The company is 
financially sound and reliable, with ample capital, and 
a personnel of the highest reputation. 


Dealers who may become interested are assured that 
any inquiries made to the manufacturer, through this 
publication, will receive prompt and courteous attention. 


Publishers 
MOTOR AGE 














see next page 


A. statement 
regarding the company 


manufacturing the 
- new car 
























HE three largest stockholders in this company are 
men whose names stand for leadership in the in- 
dustrial and financial world. 


Not only have they invested a large amount of their 
own money in this company, but they have contributed 
much of their time to the formation of its present 
organization. 


It is their intention to maintain both their monetary 
and their personal interests therein. 


With the men associated with them, it will be their 
earnest endeavor to make this company one of the 
leading automobile companies of America in stability 
and progressiveness. 














A word to dealers by the manufacturer: 


ITHOUT resorting to such much-abused terms as “sensational” and 

“epoch-making”, we will say that the new car, in appearance, road- 
ability, smoothness of operation, safety, riding- and driving-comfort, and 
motor performance, sets entirely new standards. 


Yet there is nothing untried or experimental in the new car. Its remarkable 
achievements are due to a new combination of proven mechanical elements 
evolved from the best Americanand European automotiveengineering practice. 


The men associated in the development of this car submit the result of their 
efforts with the firm conviction that they are making a marked contribution 
to the progress of the industry to which they have devoted their lives. 
The car will be sold at a competitive price. 


Further information may be obtained by addressing “Manufacturer New 
Car”, care Motor Age, 5 So. Wabash Ave., Chicago. 


Such age eer way will in no ye —_ 
e mit or obligate the inquirer. A ealers 
sce prec eding page now representing this manufacturer have 


been advised of the forthcoming new car. 
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eatures that sell 
the new Chevrolet 






determines whether the price 
is economical or uneconomical 


Real economy in an automobile depends 
upon a quality of materials and con- 
struction that provides fine car perform- 
ance over a long period of time at a low 
cost of upkeep. 


The fine materials and construction 
which make up Chevrolet “quality at 
low cost” have built for Chevrolet 
dealers their biggest year’s business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. 


Division of General Motors Corporation 


for Economical Transportation 


/CHEVROLET, 
CHEVROLET S 


— rr 


















QUALITY AT LOW COST 
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And Now the Packard Merchandiser 








—No more fussing around losing valu- 
able time trying to find out the size and 
trade number of a cut coil. 





—No more part coils all tangled up and 
stiff. 


The spool shows plainly the trade num- 
ber and the gauge size. 


—No more questions as to what sizes 
and quantities are in stock. 


But—a complete stock, attractively dis- 
played, neatly arranged and identified 
to the last foot on the spool. 


Assortment “A” (10 spools 100 feet 
each) will take care of any car on the 
road. The cost of assortment “A” and 
Merchandiser, $28.20. In each case will 
be found an instruction card, list price 
schedule, Packard Wiring Chart and 


a handsome two-colored sample board. 


The Packard Merchandiser will in- 


crease both volume and unit profit at 





The Merchandiser itself. Note economy the same time—what more could you 
of space and the handsome display effect. 
want? Order from your Jobber Sales- 
man. ; 





THE PACKARD ELECTRIC COMPANY 


Ready for shipment. Box containing Warren, Ohio. 


Merchandiser and spool assortment. 


Sgckard. is never seen. except on goods of honest Value 
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Give all your customers 


The same good service— 
Zz, Oldsmobile and Oakland adopt the DOT! 


may F 3 
z 






RE 8 Many of America’s leading cars are now DOT equipped. The owners of 
ee these cars are your good customers. Are you ready to give them the service 
they need? 


With the handy DOT “Adaptor” you can give all your customers efficient 
lubricating service. You can attach it to the compressor tank you now use 
—any make of compressor—and give lubricating service to the many cars 
and trucks that are now equipped with DOT nipples. 


Let them know that you can give them the service they need and they will 
come to you for their requirements. Get the DOT Adaptor and display the 
attractive DOT Signs. Your service equipment is not complete without 
them. The price is only $3.00—a very small investment that brings you 
many new customers. 


Before installing your service tank compare The DOT Tank Equipment 
shown below with the tank units of other makes. You will find many supe- 
rior points of merit that make the DOT most suitable for your needs. 











tank. Note the % inch 
pipe thread tapped in 
of lubricating systems 1 Chart Book 


The DOT Adaptor can ial C bi : Off a 
be used with any make peci om nation e « 
of service compressor 
1 Dot Adaptor 

! 2 Outdoor Service Signs 
the end for inserting 2 Indoor Counter Cards 
nipples of other makes — 
ent service tank into a 
DOT compressor. 


With the increase in the use of the DOT High Pres- 
sure Lubricating System for cars, trucks and tractors, 
every garage and service station should be equipped 
with the DOT “Adaptor” if it is not already equipped 
with the DOT Compressor tank. 


No. M. 109: The DOT hand service tank has a capacity of 
2 2/3 gallons of oil or 15 pounds of grease. Made of the finest 
material—the most durable of its kind. Universal joints give 
added life to the armoured hose. Same direct connection be- 
tween nozzle and nipple as the hand lubricator. Price—$100.00 
No. M. 116: The Dot power service tank, capacity 25 pounds 
of grease. Strictly a one-man outfit. Complete with 20-foot pees 
armoured cable and 20-foot electric cord. Price—$550.00 No. M. 116—Price, $550.00 








Mail Coupon Today— CARR FASTENER CO., Dept. M. 


31 Ames Street, Cambridge, Mass. 


Inclosed find $3.00 for the DOT Adapter for use 
on my present service tank. It is understood 


7 , that if I am not perfectly satisfied, I will return 
high pressur e the adapter and get my money back. 
LUBRICATOR | “~~ : 
, Address 


No. M. 109—Price, 
$100.00 
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ARVIN H EATER 


Sell Them \ \ 
For Christmas Gifts! _ ome 





Extra profits—quick and easy! That’s what \ \\ 
you'll get by putting a little special effort be- \\ 
hind Arvin Heaters for Christmas gifts. \ | 


An Arvin Heater makes a real gift—one 
that any Ford, Chevrolet, Dodge or Overland 
owner will be mighty glad to receive. And, 
Arvin advertising this month in the Satur- 
day Evening Post, American Magazine and 
Country Gentleman will help you sell Arvin 
























































° “11? é¢_¢ ° The Low Cost of 
by telling millions of people to “give Arvin ARVIN HEAT 
heat for Christmas. ceaaeeenes | 
Order Arvin Heaters from your jobber now FORD - ~~ 96.00 ff 
. . CHEVROLET- $6.50 
—the Arvin Special for Ford, Chevrolet and DODGE- - - $9.00 
Dodge, and the Arvin Regular for Ford and Also— 
Overland. Put up Arvin Christmas streaam- | porn. 34.75 
ers, display Arvin Heaters and talk Arvin “OVERLAND - $3.00 | 
Heaters. You’ll more than be repaid. ee ee Hit | i 
INDIANAPOLIS PUMP & TUBE COMPANY Vis |) iy 
General and Sales Offices—INDIANAPOLIS ad 










Pump and Tube Div. Dan Patch Coaster Wagon Div. Arvin Heater Div. 
Greenwood, Ind. Connersville, Ind. Columbus, Ind. 





Heat : ? 









At left is the Arvin 


Special heater for 










Fords installed— Just hold 
a typical Arvin Spe- 
cial installation your hand 
here / 
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a . A Steady Stream 

SSS of pure, fresh 


heated air 
shuts off easily if 





Phantom view showing 
special heat radiating 
manifold of the Arvin 
Special heater for Fords 





you get too warm 
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Curtis Compres- 
sors,Single or Two 
Stage, in varied 
sizes for garages, 
fillingstationsand 
industrial uses. 


AIR cOMPRESSORS- HOISTS- TROLLEYS- CRANES 


PDO 


Curtis Air 
Stand with 
or without 
water cone 
nection, 


MOTOR AGE 
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CURTIS 


1854 - Seventy one years - 1925 
















O 


0S 


=) 











112 























Curtis 
Standards of 


Excellence, 


Copper is 138% more efficient than cast iron 


tical design, the inter-cooler is longer than that 
of any other compressor, — affording approxi- 


as a radiating metal for inter-coolers, Cast-iron 
is much cheaper—but copper is much better. 


The whole purpose of aninter-cooleristo lower 
the air temperature during compression so as to 
compress a greater volume of cool and dense air 
with lesspower. CurtisCompressorsare notonly 


mately 100% more cooling surface. Actual ther- 
mometer tests prove that Curtis accomplishes 
greater cooling than any other type—and there 
fore, greater efficiency. Only the largest auto 





equipped with an inter-cooler of copper with motive compressor production permits such 
thin integral radiating fins—but due tothe ver- quality equipment at such selling prices. 


— _ 


The list of companies that use 
Curtis Compressors reads like 
a‘*Who’s who” in | 
nearly every im- 
ttant industry. 














CURTIS Pneumatic Machinery Co. 
1527 Kienlen Ave., ST. LOUIS, MO. 
x. Office: 530 H Hudson Terminal, New York. 
| Gentlemen —Please send me full detailson Cur- 


| tis Air Compressor, your proposition and prices 











ee a 


RERM ccccce> eoesenceceeccececese 
j PEE Tisconsoccescosesocscscs | 


} Address e*eeree _ @e®eeseeeeeeseeseeseeseese 
(Ask about Cartis Air Mist Car Washing System) 
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Low~cost Transporta tion 


yl f, 
me A 





rT ote 


Would You Like to Earn as Much? 


A Lewiston, Pennsylvania, Star dealer sold thirty cars during the 
first thirty days he was in business, at a gross profit of $4,430.30. 

An Olean, New York, dealer sold 82 Star and Durant cars during 
the first 7 months of 1925 and cleared $10,000. 

Down in Austin, Texas, a young man, ambitious and industrious, 
with $60 of his own and $2,000 borrowed capital, made more than 
$10,000 in six months selling Star and Durant cars. 

A Lansing, Michigan, Star-Durant dealer sold 54 Star and Durant 
cars during his first two weeks in business. 

An Iowa Star dealer, located in a town of nine hundred population, 
sold 70 Star cars in six months. 

An Indiana dealer of Wakarusa, a town of 816 people, sold 79 Stars 
and 2 Durants in a year and cleared $5,511.50 net. 

Thousands of former garage and service station owners have grown 
wealthy selling automobiles. Thousands more will grow wealthy in 
the years to come. 

Ask us to tell you about our three selling plans, under one of which 
you may get into the selling end of the automobile business no matter 
how small your capital. 

Fill in and sign the inquiry form on the bottom of this advertisement 
and learn the story of Star profit possibilities. 





DURANT MOTORS, INC. 


1819 Broadway 
New York, N. Y. 


| am interested in learning details of your proposition to service-garages 
covering the sale and service of Star cars. 


Nature of Present Business No. of Men Employed 








If you now stock parts, for what cars? 





What cars, if any, have you ever sold? 





How many cars do you believe you could sell in a year? 





Have you a showroom large enough to show one car? 





Can you finance one or more cars wholesale? 








If not, could you act as salesman for a nearby dealer? 
Name St. and No. 
City (or P. O.) State 
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The CARGILL MOTOR Co. 


AUTHORIZED 






SALES SERVICE 






9329-31 GILBERT AVENUE 
Cincinnati, Ohio 








Nr es 


Octover 7, 1925. 





David Lupton's Sons Coe» 
Detroit, Mich. 






Gentlemen: 






LAPS equipped 
3 parts de 
Cargill Motor Co., Pieckonen the 


These Storage Systems 
_ Make Parts Pay 


HE 
st: successful car dealer has turned 


1s | 
Thee a ‘ora into a parts department 
y he's successful. His parts de- 


partment shows 
th a profit that hel 
e other branches of his rn cag — 


There is no ic 1 
| magic ina LAPS | 
sim ; . 
Serer, a the stock rooma ct nami 
pe nt -_ makes that parts ia 
a las sbye he oe reaches out 
7 by giving selling di 

parts and by improving aan po 


tomers. It b 

alances the 

ar 

makes inventory ontuneaie ts stock. It 


you handle, we h 
on 4 avea LAPSS 
oit. Write now for iiceeaion — 










Your representative recently called on us and 
requested photographs of our main stock roou Lupton Ford 
{installation of 16 units, counter and yarious racks, which 
we gladly gave him. 













It has since occurred to us that we wish to tell 
you a 1: tle of the gatiafaction and real worth which your 
systeus have been to us. We say "Systems" because we have & 
19 system in use 4n our service department 4n addition to the 
one above mentioned, and when in business in Henderson, 
Kentucky, vefore opening in Cincinnati, We used tractor and 
Lincoln systeus of Lupton manufacture. 




















The LAPS Syste# used in connection with our 
service department also serves to fill our wholesale orders 
ana we find it to be most gatisfactory in this combination 
of uses. 










The Lupton systeus secu to be exactly what the 
name "Systea" implies. Through its operation We always have 
a check on stock and it sees to automatically stay in balance. 
Fast and slow moving items are properly regulated 4s to quan- 
tity and without necessity of making @ physical check. LAPS 
Systems also make possible & reduction in stock quantity 
carried for this same reason. 














We have had experience with three aifferent makes 
of bins and‘are better satisfied with Lupton than any we have 
geen or used. 









We know that our investment in Lupton systems, 
counter and cases has been & profitable one, and we heartily 
recommend them to any one. 













y yours, 







Services Stock Depti 


ORDS 





Over 5,000 car dealers have LAPS Sy 


money with them. 
model Ford — Ford LAPS 


stems and are maki 
n 
Systems take care of all vine 


" More bins and lower prices than bef 
AVID LU ; : 
2631 Woodward Avenue, he oy yom emma 





. Sole Manufacturers of LAPS Systems 
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COMING! 


The 26th National Shows Issue 
and Specification Number 


Sion SSR yr 
Po SF fA 
ea eS es sak 
ee Bax Sask Ps 
Bey aes ra tees 
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: Soe eS f | 
cones Ser e 
BS, “S 
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January 7, 1926 





As good as going to the shows, for those who can’t be there. A 
permanent record of everything important for those who do or 
do not attend. An issue everyone always saves for its— 


News! Facts! Special Features! 





There will be about 40 pages of up-to-date specifications of pas- 
senger cars, trucks, taxicabs, tractors and motorcycles—a feature 
always in demand for months after the entire issue is exhausted. 


There will be serial numbers and dates of manufacture for all cars 
now on the market. This is information that dealers must refer 
to for many months to come. 


There will be weights and prices of all cars on the market—infor- 
mation everyone must have who buys or sells cars. 


Besides all the news and gossip of the shows! 


MOTOR 


5 So. Wabash Ave. - - - = © 
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First Advertising Forms 
| Close in Chicago 
December 31, 1925 


Last Forms Close at Noon 
January 4, 1926 


i For the next six months—or longer—thousands of copies of the 
National Shows Issue and Specification Number of MOTOR 
AGE will stay on the desks of buyers for ready reference. It 
happens every year. Andit pays torun advertisements that stay 
alive for half a year or longer. 


Your Copy Should Be There 


The buying interest of thousands of dealers, who sell the things 
you make, will center on the January 7th issue of MOTOR AGE. 
That is why your advertising copy should be there. 





In this particular issue you advertise under the most favorable 
conditions. ‘The interest you ordinarily have to create is already 
active. The buying spirit it often takes you months to cultivate, 
is automatically at its height. The January air is charged with 
“What shall I stock this season?”—and the answer is what you 
have to say. : 


Send your copy, or reserve your space. NOW IS THE TIME 
TO SELL THE AUTOMOTIVE DEALER. 


Chicago, II. 
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The lightest weight power 

driven valve grinder on 

seas” Fee IN MANY WAYS 

ance permits continuous 

use without tiring the op- 

the seat by hand. Write P 

for information. Brunner Air Compressors more than pay for 
themselves, they earn a profit as well. Brunner 

construction guarantees super-efficiency giving 

constant service at low operating cost over a 


Brunner 
mittee A BRUNNER PAY 
Grinder 
erator. No finishing off 
period of years. 


In short, a dependable air compressor built by an 
organization that has made nothing but com- 
pressed air equipment for the last twenty years. 


Write for descriptive catalogue. 


Brunner Mfg. Co. Utica, N. Y. 


etn 939 Kansas City, Mo. San Francisco, Cal. 


a ceee eeltiameneiianiieiains Toronto, Canada Cincinnati, Ohio 
unloader controller, belt tight- 
ener drain seamless steel tank. 
175 lbs. air pressure per sq. in. 









ON aS 


Bes 5 
a, < 
3 


Fire the B ig Loafer! fm 


2 a s” _sg8 
Ave hg 


AN the old-fashioned, time - and - money - wasting Me my, 
methods of lifting valve springs with inefficient P05" 
tools. With a K-D Parallel Jaw Valve Spring Lifter the 
greenest man in your shop becomes a regular speed boy. 
There’s no slipping and sliding with a K-D. You just 
shove the jaws under the valve spring washer and squeeze 
the handles. That’s all. The spring is lifted straight up 


by the parallel jaws, which lock automatically and hold ie 




























the spring at the desired height, leaving both your hands free. = VD re / 
The K-D Universal Type fits practically all L & T head motors. SpeeoN J 
Pressed steel throughout and Parkerized against rust. Complete s J 
with extra set of jaws—$2.50. Special types J 
for some motors and Fordson tractors. Ford Special Jaws to fit the / 
Type $1.30. ) car ed specialize on at J 
/ 0 1 
Ask your dealer or write for folder Pai —— 4 
. 7 
= K-D 
K-D MANUFACTURING COMPANY ee MANUFACTUR- 
LANCASTER, PA. Rhee. ING COMPANY 
<9, So a : Lancaster, Penna. 
ak ce —, = = nn Se , Send me folder 
ee Pe a describing K-D 
hr i ae ee ‘ Parallel Jaw Valve 
2 ee > Va Spring Lifters. 
i = a — ‘. , / iii 





PES , / 


vA My Dealer Is 














December 3, 1925 MOTOR AGE Q7 





Oo We 











Check the books you want, tear 
out this list and mail it to the 
nearest District Office 


0 Cast Iron Welding by the Oxy-Acety- 
lene Process 

O The Dependability of Cast Iron Weld- 
ing 

O Gas Welded Pipe Joints 

O How Welded Joints Solved Pipe Line 
Troubles 

O Step by Stepin Oxwelding a Pipe Joint 

O Welding Small Tanks by the Oxy- 
Acetylene Process 

O The Oxygen Lance 

O Welding and Cutting for the Manu- 
facture and Maintenance of Chem- 
ical Equipment 

0 Step by Step in Gas Welding a Cyl- 
inder Block 

O Severing Metals by Oxidation 

0 The Handling, Storage and Return of 
Cylinders for Compressed Gases 


O The Importance of Managerial Under- 
standing of Welding 


Pn ee ee ent ee 


Lift yourself by 
your boot straps 


HROUGHOUT the past year these advertise- 

ments have told you about Linde Process 
Service for Linde users. They have shown how 
it can help you, whether you have only a com- 
paratively simple job, or whether you want to 
make the oxy-acetylene process part of your 
production work with all the managerial and 
engineering problems that this involves. 


Linde Process Service goes even further. Under 
the title of Procedure Control, instructions are being 
assembled for every application of the oxy-acetylene 
process. So, when you ask for help, we shall be able 
to send you a set of instructions for your particular 
job. They will tell you how to select your materials, 
how to instruct your welders, how to set up and carry 
out the work, and how to test the finished job. 


So you can, in reality, lift yourself by your boot 
straps. Linde: Service men will always be available 
when needed, but, with the aid of Procedure Control 
alone, you will be able to apply the oxy-acetylene 
process to your manufacturing problems. 


Next year our advertising will describe some of the 
outstanding achievements of the oxy-acetylene process 
in industry—achievements made possible by the use 
of Linde Process Service. 


THE LINDE AIR PRODUCTS CoO. 


General Offices: 
Carbide and Carbon Building, 30 E. 42d Street 
New York, N.Y. 
37 Plants | 22 District Sales Offices 91 Warehouses 





LINDE OXYGEN 


YOU CAN DEPEND ON THE LINDE COMPANY 
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Just ONE 
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Increases | 






Efficiency | 
Wherever Applied 


There are so many uses for KEY Graphite Paste 
that it practically stands in a class by itself as a 
handy help around the shop. 








Use it for gasket paste, battery terminals, hose con- 
nections, spark-plug threads, door squeaks, manifold 
paint, on spring leaves, tire rims, gas line and car- 
buretor connections, oil pump, and all wearing points. 


KEY BOILER EQUIPMENT Co. 


27TH AND McCASLAND AVE. 
EAST ST. LOUIS, ILL. 


If your distributor cannot supply you, send us his name 
with 10c to pay cost of mailing and we will send you a 
liberal size can for trial purposes. 


-——Send for Trial Can —-- 


Key Boiler Equipment Co. 
27th and McCasland Ave., East St. Louis, Ill. 


Enclosed find 10 cents for which please send me a trial can of 
Key Graphite Paste. 


NAME 
FIRM 


[ 

| 

| 

: ADDRESS 
L 











JOBBER’S NAME 
M.A. 12-38-25 | 
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If You’ve Encountered a 
Hard Starting Motor 
—and you have; 


You should know that: 


= You are compelled today to sell an ignition coil of some 
make if you hope to meet and beat competition and that 
the logical coil is 





It is costly to make experiments, select the best coil at the 
start 


THE MALLORY IGNITION COIL 


9... Winter is here and with it hard starting motors—and the 
demand for an ignition coil that will start any engine re- 


gardless of temperature. That coil is 


THE MALLORY IGNITION COIL 


4—lt. requires little sales talk to sell the Mallory as it will do 

this, eliminate primers, keep batteries “‘up,” save fuel, retard 

fouling of plugs, and offer numerous other advantages by 

virtue of its special design and principle. It is the one coil 

that delivers a spark of sufficient heat and volume to cause 

complete combustion, eliminating many troubles generally as- 
signed to causes other than ignition. 


MALLORY ELECTRIC CORP. 








Factories Building, Toledo, Ohio 














MOTOR AGE’S 
FLAT RATE MANUAL 





7 HE most complete Flat Rate 
information ever offered the 
trade—originally published in 
MOTOR AGE of April 30th, 
1925—is now available in book- 
let form at 50 cents a copy. 


277 Operations and 42 Cars 


are covered in this new manual. 
If you want the latest and best in- 
formation on the subject, don’t be 
without it. It only costs 


50 cents 


/MoTOR AGE 


5 So. Wabash Ave. Chicago, Iil. 
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Coming— 


The 26th National 
Shows Issue and Speci- 


fication Number of 





January 7, 1926 


A full and comprehen- 
sive description of 
everything new that 
appears atthe National 
Shows will be given in 
: this and other January 


Issues. 

















Send for com- 
plete informa- 
tion about 
this handy 
tool. 


ak 


ae” an 














Pens 


All the facts about the con- 
dition of a cylinder in a 
glance at the dial. Speedy— 
Accurate. 
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B. C. AMES CO., 
Waltham, Mass. 
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Please send me two folders 


fully describing the CYLINDER 


= =” GAUGE and the CRANKSHAFT GAUGE. 


-. 








A short cut 

tc more 

profits. a 

tt 
cs 
rd 

=» Name 
Address 
MA-12-3 

















100 MOTOR AGE 








| Prompt Quotations 
—— on Bearing 
Requirements 


Send your blueprints and we will 
: forward you in short order quota- 
| tions on your requirements for 





Angular Contact Thrust Bearings, Angular Con- 
tact Radial Bearings, and Thrust Ball Bearings of 
all types. 


Inquiries are always appreciated, 


THE BEARINGS COMPANY 
OF AMERICA 


Western Sales Office, 
LANCASTER, PENNA. 1012 Ford Bidg., 


Detroit, Mich. 
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FULLBACKS look 
good on every sort 
of car— $14 to $25 














The dealer receives New Era 
bumpers carefully wrapped, 
securely cartoned and—ready. 
Saves him a lot of time! 


a 

















NEW ERA SPRING & SPECIALTY CO., GRAND RAPIDS, MICH. 




















MORRISON 


Automatic Double Range 









Worm Drive 


JACKS 





Special model 
for Balloons 


Can’t Slip or Tilt 


Flexible steel ‘‘Sure Hold’’ cap prevents dangerous slipping. 
Long folding handle (36 to 72 in.) operates from standing 
position. Gets under overhanging bodies. Easy to work. 
Few turns and it’s up. Built in 11 sizes for all service 
requirements up to 8 tons. Furnished as standard equipment 
on fine passenger cars, trucks, buses and Fire Apparatus for 
past 4 years. The Jack for YOUR shop. Write for sample 


f test. 
THE WOODS ENGINEERING CO., Alliance, Ohio 


























FOLLETT’S wopz. TIME STAMP 


accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 1920 4 31 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic—except for winding. 
Every machine guaranteed. 





Learn the inter- 
esting details 
from our de- 
scriptive data. 


Follett Time Recording Co., 217 High Street, Newark, N. J. 
“Established Since 1904” 

















ROOF 16 OVERHEAD VALVE EQUIPMENT 
For Ford and Dodge Motors 
ROOF 8 VALVE HEAD FOR FORD MOTOR 


Stupendous Power— 
Lightning Speed 
Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation — no machine 

work necessary. 

We are headquarters for 
all speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. A _ postal 
card brings you complete 
+4 of our specialties. 

Jobbers—Dealers—Consumers—Write 
THE LAUREL MOTORS CORPORATION, AN DERSON, INDIANA 








or —_— 


‘GATES VULCO 














Fan Belts and Radiator Hose 


Made By 
The World's Largest Makers of Fan Belts 
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PROTEX | —_ 
TIRE CHAINS fine *Ourtevcet ey gr 


Protex Chain Co., Inc. 2nd prevent slip. The’ first scientific 
Waynesboro, Pa anti-skid device. 
> ] - 























NO TOOLS— It’s Self-Closing 


Repair Link for Broken Cross 

Chains 

A Self-Closing Monkey Link attached with 

fingers to loose ends of broken chain closes 

and locks on first turn of wheel. Stops 

clanking—saves fender—low-priced. Box of 10 

Links retails for 25 cents. 

Write for samples and discounts. 
Distributors wanted. 
FLOWER CITY SPECIALTY co. 
Rochester, N. Y. 























KISSEL 


CUSTOM @ BUILT 
Kissel Motor Car Co., Hartford, Wis. 























Cold- 
Drawn 
Sockets 





DALLEN PROCESS tintcna aSccxer 
The Allen Manufacturing Company, Hartford, Conn. 
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PAA Less 





Fuel 
Zenith - Detroit ameiie: Detroit, Mich. 
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Up and At This Armature 
Profit! 


Send for the Fredericks price list. Plan to get in 
on armature rewinding profits now. Frederick’s 
new low rates have made this business still more 
desirable. Write us for the booklet. 


FORD GENERATOR Armatures Rewound $1.50 


Ho lida / shoppers| 
will like this W, rg gett tg ome 
Crescent lool counter | ALL OTHER TYPES TWO-UNIT Suse am 






—— ae 





7 
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ewound 3.25 
Lay out your holiday array of Crescent = MOTOR GENERATOR Armatures aa 
Wrenches, Pliers and Crescent Kits with the 
greeting cards exposed. The cheerful, friendly GUARAATEED to give the same 
little verses will sell a lot of ee who satisfaction as new armatures. 
might not otherwise think of tools as interest- 
vo gre Pg The H. M. FREDERICKS CO., Lock Haven, Pa. 

CRESCENT TOOL COMPANY 


208 Harrison St. Jamestown, N. Y. 
Originators of the Crescent Wrench 


CRESCENT IOOLS 


THE B& RS 


There Are Good Profits in 
Battery-Charging 


THIS BURTON & ROGERS 
5 BATTERY CHARGER 


is designed especially for 


THE CAR DEALER 


FLEET-OWNER BUS-TERMINAL 
SERVICE GARAGE ACCESSORY STORE 
RADIO DEALER COUNTRY GARAGE 
to use in starting the charging-business. 
B & R 5 Battery Chargers have paid for 
themselves in 2 to 3 months. NO POWER 
LINE REQUIRED. Plug in on any 110- 
volt socket and set it to work. We make 






























FOR CHEVROLET MAIN BEARINGS 
TWO No. 385. > Models previous to 
STOCK NUMBERS } no. 386. For 1924 and 1925 models. 


Ask your Jobber or write for Catalog No. 50 illustrating wrenches 
for servicing the cars you overhaul or drive. 























pens WALDEN-WORCESTER 
end for our arger Bookiet. Warren INCORPORATED 
BURTON & ROGERS ee 475 SHREWSBURY ST. 
MFG. CO. WORCESTER, MASS, 
755 Boylston St. Boston, Mass. 


























There’s Good Will 
In Every 

KLEENKAR 
Shop Cover 


The biggest fac- 







KLEENKAR 
Shop Cover 
you make a 
ter friend. Good 
will pays. 
Write for sam- 
ples and free 
courtesy tags. 


AUTOMOTIVE FABRIC EQUIPMENT COMPANY 
Originators 5 East Water St., Milwaukee, Wis. 


POWERSTEEL 
AUTOWLOCK 
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Manufactured Always Insist Upon 
by Genuine 3 
CHICAGO ROLLER “om. Lega 
SKATE COMPANY Jobbers stock them 


4458 West Lake Street _ If it isn’t - set isn’t an 
a THOMSON MFG. CO. 
- C Peoria, Ill. 


a 





Dept 




















Sells Quick at 














TASCO 







$1.25 Tempered and nickel plated | 
Gas Gauge for " by our own exclusive proc- — 
FORD Retail ess. Maximum strength, 
CHEVROLET and lasting beauty of finish. 
rite for catalog. 
eaaiere 7 ee BUMPERS 760 S. Plerce St. Milwaukee, Wis. | 
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THE AKRON-SELLE CO. 
Akron, Ohie 


| 
aetna ate ee 



































For Everything Varnished or Enameled 


Automobiles, Pianos, Furniture 
Recommended for DUCO 


H. L. FEASEL’S LABORATORY 
9-11-13 Desbrosses St., New York, N. Y. 


DIERINGER 
pusuinc Remover} | Johns-Manville 


utes! Merely insert tool, drive out 
with hammer. Full set of 3 sizes 
covers all cars. $4.53. Write for 


" fade’ discount. Distributors’ wanted.| ASBESTOS BRAKE LINING 





PISTON PIN BUSHINGS 


Write for Price List No. 16 
— BRONZE CO. 
ew 


JOHNSON 


1 || STANDARD QUALITY 






































E. T. Dieringer, Box 282, Bolivar, 0. 





























(7 eure 
Transmissions Trucks, Busses | 


and Clutches 49¥3PRy Passenger Cars 
QUICK SERVICE ON COMPLETE UNITS OR PARTS 


BROWN-LIPE GEAR Co. 


SYRACUSE, N. U. 





FOR 
gOWN Ty 


The Money-Making Line— 
WILLYS-OVERLAND 


Fine 


MOTOR CARS 
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Rubber Tubing for the Trade 


EKLA radiator hose—All-Rubber or Cloth- 
Inserted, tire pump hose and windshield 
wiper tubing, all in standard lengths, will 
show you better profits and your custom- 
ers better service. 

Insist on EKLA Brands when buying 
these items. 


THE ECLAT RUBBER COMPANY 


Cuyahoga Falls, Ohio 
=> —WITHOUT PULLING THE MOTOR PROTECEOMO] 
> Z The C. A. ADJUSTABLE CENTER BEARING CAP 
fo Sy 


‘“‘Made to Blue Print’’ 


66 99 guarantees to the Replacement Trade the same ¢¢ 99 
high standard of Quality and Accuracy de- 
. manded by the car manufacturer. 


The Fostoria Screw Co., Fostoria, Ohio 





























995; 


EFFICIENT] 


QD SS 
LS Heat shaped to in- Ss 
sure perfect round- y SY 

ness, sold at almost - ; 


the price of a snap 
















REG.U.S. PAT.OFP. (} 





corrects Ford crankshaft end play and sets magneto for Perfe * hr ecti 
highest a _. a _ motor. wy 4 et Positive Prot on 
and quic nst ‘ uarantee Or one year. 
: Filters all dust, sand and grit out of air supply 
price $3.75. Ask your jobber or dealer or write us direct. - aah eal mato "Gils Ge te aa 
, ; ADJUSTABLE BEARING CO., Inc. STAYNEW FILTER CORPORATION 
Pat’d 7-22-22 Dept. M. Brazil, Indiana Rochester, N. Y. 











































Bosch, and Y N fh 
the trade s S SF 
. m mark shown \ © SESS ring. \ 
Franchise details for selling ORIGINAL BOSCH . at left. These eg S SS Wilkening Mfg. SS 
Faueecesovlelen comm sreltelelanrael an all m@elcn celalcem tel a BIT: | are the iden- ss 
ealelerce) a Dealer Or niaaslee Scation On request tifications of Ww 


(e ral ff @/ | Bosch, and AN “s 


. - aa 
‘s * . Psst .s SPASMS LL Company 
RS > SRW’ 15th and Mt. Ver-, 
ROBERT BOSCH MAGNETO Co., | omar Dee ft he YX +t \ St.. Philadel: * | 
( f SCH MAGNETO CO., Inc. ity-famous ws phia, Pa, . 
Mm) 109 West 64th Street New York, N. Y. since 1887. , RRR O—nnRiNnr°\S a TEnnnannenaneaoasenaeel 
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UNITED STATES 
Portable Electric 


DRILLS 


catalog 105 THE UNITED STATES ELECTRICAL TOOL CO. 


Cincinnati, Ohio, U. S. 


Built by the old- 
est maker of 
Portable Electric 
Drills in the 
World. 
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FOR CHRISTMAS! 2!"yei; “Civistinas trade "Teal “ait 
for the Ford owner. Timers and famous 2-in-1 Timing Unit packed in 
attractive Holiday boxes. 





TURNER MFG. CO. ee 


Dept. K., Kokomo, Ind. ) TIMING UNIT | 
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Roughing Reamer 
—for hard and crystallized valve seats. Re- 


moves hard carbon coating with a few com- 
plete turns. Cuts clean and smooth—leaves no ridges. 


< 
"~% 
Neg 0 


Order from your Jobber 


Albertson & Company Sioux City, Iowa 


























A KLEAN-RITE Auto Laundry Fran- 
chise Is a Big Money-Maker 
Write for a copy of our booklet on ‘‘The Business 


. Possibilities of An Auto Laundry.’’ It contains val- 
S\N 777 \—*7 1 uable information. Sent free upon request. 


Klean-Rite KLEAN-RITE AUTO LAUNDRY CO. | 

















"nn 1710 E. 75th St., Chicago 
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‘To beat the water meter— 


GAYLORD 


WATER SAVING DEVICES 


Sales Office 
A. K. TROUT CO., Inc. 
342 Madison Ave.. New York, N. Y. 


Factory 
GAYLORD MEBFG. CO. 
Paterson. N. J, 






































The Big Seller in the Ford 
m5 Pump field—at a new low 


price. Get our dealer plan. 


The Turner Mfg. Co., 3lst and Roanoke Rd. 
Kansas City, Mo. 


WANA Ke, *erronDs 


$5.50 
with belt 




































“As Silent as a Shadow” 


Quincy Compressors 
Quincy, Illinois 


J-538 























Srest-O Lite Yas 


The best light for all motor trucks 


THE PREST-O-LITE CO., INC. 
Indianapolis, Ind. 


New York San Francisco 


In Canada—Prest-O-Lite Co. of Canada, Ltd, Toronto, Ontario 











One of the fastest 
selling nationally 
advertised acces- 
sories on the mar- 
ket. Order from 
your jobber. 


ERMORE 


Exhaust Horn <i 


Ze The 





a 


Signal 
with a Smile 


























Boles cyan Conpany 























PARTS 


CLASSIFIED ADVERTISING 


PATENTS & PATENT ATTORNEYS 





Cy 
215-21 N. Wood St. 











DOWMETAL PISTONS 
Lighter, stronger, and longer wearing than aluminum 
or iron. Can be fitted with bronze bushings in the 


PARTS 


Attorney-at-Law and Solicitor of Patents 
Cc. L. PARKER 





wrist pin holes same as in iron pistons. Dowmetal 
has no permanent growth. The expansion is little 


Formerly Member Examining Corps, United 





more than iron. 
SEND FOR PARTICULARS 
LAMMERT & MANN 
linder and Crankshaft Grinding 
CHICAGO Phone West 4918 





FINEST QUALITY 





HOUSE OF A MILLION 
AUTO PARTS 





PISTONS & PINS 


FOR OLD AND NEW CARS 
LIGHT WEIGHT CAST IRON PISTONS 
LOWEST 


SPECIAL DISCOUNT TO DEALERS 


LAMMERT & MANN CO, 
; 215- 21 N. Wood St., Chicago, Phone West 4918 


States Patent Office 
American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 
McGill Building, WASHINGTON, D. C. 











PRICES 








BUSINESS OPPORTUNITIES 








The largest stock of new and used car and truck 











Darts in the world. We have everything. Always 
mention model - Ss — — in order. Write 
us. All — mptly. 
DOUGLAS aAUTO PARTS CO., INC. 
2903-5-7-9 South State S&t., Chicago, Il. 











AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 


PATENTS 


Garage, Calhoun, Ga. 


FOR SALE—Well established garage business in thriving 
North ——— =, Located = ee —— 

number regular customers and splen ourists’ trade. 
PATENTS and PATENT ATTORNEYS Complete repair and accessory business with agency for 
popular car. Ideal living conditions. Capital invested 
$14,000. Yearly gross business $50,000. Prospects for 
future expansion very bright. If interested write Reeve 














Motors—Rear Systems, etc. or Write 
INDIANA AUTO PARTS CO. 
608-10 N. CAPITOL AVE., INDIANAPOLIS, 
LARGEST CAR WRECKERS IN INDIANA 





New and Used Gears--Springs = Axles—Cylinders— 





Secured, Trade-marks ne Copyrights Registered 
Prompt service. Highest references. Established 1864. 
Milo B. a & Co. Registered Patent Attorneys. 

Offi 639 F Washington, DB. 
10 yo Block, Chieago, ill. 











FOR SALE 





FOR SALE—One No. 14 Garvin plain milling machine in 
fine running condition, $225.00. Laurel Motors Corpora- 
tion, Anderson, Indiana. 
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Alisteel TransferFiles 


OU’LL find combined in GF 
Allsteel Transfer Cases all the 
qualities you’ve been looking for. 
They are compact, and give greatest 


possible filing space per unit. Their 
excess strength insures against binding of 
drawers regardless of height of stacks. Their 
full steel enclosure gives protection—keeps 
out dust, and cuts down the fire hazard. 

On GF Transfer Cases, as on every item of 
GF office equipment, the Allsteel trademark 
is your guarantee of permanent satisfaction. 

Write for the Allsteel Furniture Catalog 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 


S 
SS 


g 


- 


ZF 


























Attach this coupon to your firm letterhead! **tttttttestcccsccscncccccsece, 
The General Fireproofing Co., Youngstown, Ohio MA 
Please send me without obligation a copy of The GF Alisteel Furniture 
Catalog. ; 
Name 
Firm 
Street No 
City State 











December 3, 1925 
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The Advertisers’ Index is published as a convenience and not as 


a part of the advertising contract. 


Every care will be taken to 


index correctly. No allowance will be made for errors or failure 

















to insert. 
A. C. Spark Plug Company........ 64 
Adjustable Bearing Co., Inc.....102 
Akron-Selle Company. 102 
Albertson & Co 103 
Allen Mfg. Co 100 
American Flatlite Co. 54 
eee 99 
Atwater-Kent Mfg. Co............... 56 


Automotive Fabric Equip. Co...101 


Bearings Co. of America..........100 
Bosch, Rob’t., Magneto Co....... 102 


Broderick & Bascom Rope Co...101 








Brown-Lipe Gear Co. 102 
Brunner Mfg. Co. 96 
Buick Motor Co. 1 





Bunting Brass & Bronze Co., 
The 79 





Burroughs Adding Machine Co. 2 














Burton-Rogers Co... 101 
Cadillac Moter Car Co. 47 
Carr Fastener Co. 89 
Chevrolet Motor Co. 87 
Chicago Roller Skate Co........... 102 
Chrysler Sales Corp. 8 





Classified Advertising Section..103 


Crescent Tool Co. 101 





Curtis Pneumatic Machinery 











Si siciceneminaieliatalliiaitahtauatimatcai 91 
Dieringer, E. T. 102 
Dill Mfg. Co. 58 
Durant Motors, Ince. 92 





tclat Rubber Co., The 


Edison Mazda Lamp Works.... 
ecstinaniidsinitdnditbitinsecitiaii eel) Back Cover 


Feasel’s, H. L., Laboratory......102 


RE CC NE 69 
ey Een 72 
Flower City Specialty Co......... 100 


Follett Time Recording Co....... 100 


Fostoria Screw Co.. 102 





Francisco Auto Heater Co., The 70 




















Fredericks, H. M., Co. 101 
Fulton Co., The 103 
Fyrac Mfg. Co......... 61 
Gabriel Snubber Mfg. Co........... 71 
Gates Rubber Co... 100 
Gaylord Mfg. Co. 103 
Gemce Mfg. Co. 102 
General Fireproofing Co........... 104 
General Motors Corp...........--.----- 76 
Goodell-Pratt Co.....................:-:-+ 73 


Goodrich, B. F., Rubber Co. 
aunadal Front Cover 





«i > eeeeneneerrrnenn 78 


Hayes Wire Wheel Co.........------ ri} 
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— 
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al 
= 


Indianapolis Pump & Tube Co. : 


Johns-Manville, Imnc......--.--------- 102 


Johnson Bronze C0.........-----+-- 102 
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K-D Mfg. Co. 96 
Kawneer Co., The........................ 82 
Key Boiler Equipment Co......... 98 
Kissel Motor Co, 100 





Klean-Rite Auto Laundry Co. 103 

















Kokomo Electric Co. 63 
Laurel Motors Corp..................... 100 
Lincoln Products Co. 84 
Linde Air Products Corp........... 97 
Lupton’s, David, Sons Co......... 93 
Lycoming Mfg. Co. 106 
Mallory Electrie Corp................. 98 
Manhattan Rubber Mfg. Co....... 60 
Manley Mfg... Co................. 2nd Cov. 
Miller, A. J., Co. 1 
Modernola Co., Ine, 62 
Nash Motors Co. 6 





Neutrowound Radio Mfg. Co... 81 


New Era Spring & Spec. Co...100 





Northwestern Chemical Co....... 3 
Oakland Motor Car Co............. 55 
Olds Motor Works 49 
Packard Electric Co. 88 





Paige-Detroit Motor Car Coe. 








itilieianiis 65 to 68 
Prest-O-Lite Co. Ume....cecsec.cos.-+. 103 
Protex Chain ees 100 


Quincy Compressor Co. 103 





Ramsey Accessories Mfg. Corp. 7 











Ross Gear & Tool Co................... 50 
Shaler, C. A., Co. 83 
Staynew Filter Corp. 102 
Stewart-Warner Speed. Corp..... 57 
Studebaker Corp., The « & 
Stutz Motor Car Co........... 85 & 86 
Thermoid Rubber Co........... 52 & 53 
Thomas, W. H. Mfg. Co........... 51 


Thompson Products, Inc.....74 & 75 





Thomson Mfg. Co. 102 
Turner Mfg. Co. (Ind.)............ 103 
Turner Mfg. Co. (K. C.)............ 103 

S. Chain & Forging Co......... 59 
U. S. Elec. Tool Co. 103 





Universal Skid-Less Chain Co...103 








Walden Co., The 80 
Walden-Worchester, Inc.......... 101 
Whitney Mfg. Co. 105 
Wilkening Mfg. Co....................... 102 


Williams Bros Aijircraft Corp 








3rd Cov. 
Willys-Overland, Ime................... 102 
Woods Engineering Co. 100 
Zenith-Detroit Corp. 100 

















HELP YOUR CUSTOMERS 


TO FORGET THEIR CHAIN TROUBLES 


HELP YOURSELF 


TO MORE CUSTOMERS AND MORE PROFITS 
By replacing only with 


ee 











99 





There are over 2,000,000 ‘““Whitney” chains on the road 
today. Over 1,000,000 “‘Whitney” chains have been in- 


stalled as original equipment on one well known make of 


car. Over 70,000 “Whitney” 


chains have been installed 


for replacements on the camshaft drive of one prominent 
motor although not used as original equipment on this car. 


It is the GREATER MILEAGE that does it. 
Authorized distributors listed below 


Alabama—Birmingham 

Birmingham Electric Battery Co. 
Arkansas—Little Rock 

Crow-Burlingame Co. 
Canada—Montreal 

Finestone Auto Parts Co. 
Canada—Saskatoon 

Bowman Bros., Ltd. 
Canada—Toronto 

Standard Metal Goods & Auto 

Parts Co., Ltd. 

California—San Francisco 

A. H. Coates Co. 
Colorado—Denver 

Auto Elec. & Appl. Co. 
Colorado—Colorado Springs 

Glen Shultz 
Connecticut—Hartford 

Connecticut Auto Parts Co. 
Connecticut—New Haven 

Replacement Parts Co. 

Conneeticut—New London 

New London Auto Parts Co. 
Florida—Miami 

Bunny Auto Supply Co. 
Florida—Tampa 

Wholesale Auto Supply House 
Georgia—Atlanta 

Alexander Seewald Co. 





Georgia—Savannah 

The Motor Supply Co., Inc. 
Illinois—Chicago 

L. C. Smith Bearings Co. 
Indiana—Anderson 


John Garret & Co. 
Indiana—Fort Wayne 

Main Auto Supply Co. 
Indiana—lIndianapolis 

Gibson Company 
Iowa—Des Moines 

Standard Bearings Co. 
Iowa—Sioux City 

Ralph C. aoa Co. 


E. 8S. Cowie Electric Co. 
Kentucky—Louisville 
Peaslee-Gaulbert Co. 
Louisiana—New Orleans 
Borden-Aicklen Auto Supply Co., 


Inc. 

Maryland—Baltimore 

J. R. Hunt & Co. 
Maine—Portland 

The Farrar-Brown Co., Inc. 
Massachusetts—Boston 

Replacement Parts Co. 
Massachusetts—Springfield 

E. B. Atmus Co, 
Michigan—Detroit 

Mich. Replacement Parts Co. 
Michigan—Grand Rapids 

Ver Wys & Co. 
re Qe 

Cc. E. Hamlin Sales Co. 

Minnesota—Duluth 

Duluth Auto Supply Co. 
Minnesota—Minneapolis 

Western Motor Supply Co. 
Minnesota—Rochester 

National a = and Parts Co. 
Minnesota—St. Paul 

Ramsey Motor Service Co. 
Mississippi—Jackson 

Robinson Bros. Motor Co. 


Missouri—Kansas City 

E. S. Cowie —~ Co. 
Missouri—St. 

Auto Parts -~ 
Nebraska—Omaha 

Auto Elec, & Radio Corp. 
New York—New York City 

L. C. Bigelow & Co., Inc. 
New York—Albany 

E. V. Hoit Distributing Co. 
New York—Binghamton 

ae Auto Gear & Parts Co., 

nc. 

New York—Buffalo 

Buffalo Bearings Co, 
New York—Elmira 

Barker Rose & Clinton Co. 
New York—Rochester 

Sidney B. Roby Co. 
New York—Rochester 

Miller -Babcock Spring Service Co. 
New York—Syracuse 

Syracuse Auto Parts Co. 
New York—tUtica 

Utica Gear & Auto Parts Co. 
Ohio—Akron 

The Hardware & Supply Co. 
Ohio—Cincinnati 

Motive Parts Co. of America 
Ohio—Columbus 

The Griswold-Sohl Co. 
Ohio—Cleveland 

Aberdeen Motor Supply Co, 
Ohio—Dayton 

The Lewis Motor Mart. Co, 
Ohio—Greenville 

York Supply Co. 
Ohio—Toledo 

Hawley Sales Co. 
Ohio—Youngstown 


Emery Co. 

Oklahoma—Okiahoma City 

Harrison Smith Co. 
Pennsylvania—Erie 

Reliable Auto Parts Co., Inc. 
Pennsylvania—Philadelphia 

Auto Equip. & Ser. Co., Inc. 
Pennsylvania—Pittsburgh 

Pittsburgh Auto Equip. Co. 
Rhode Island—Providenee 

W. E. Davis Co. 
South io 

Gas Engine & Electric Co. 
South Carolina—Celumbia 

Columbia Electric Service Co. 
Tennessee—Chattanooga 

James Supply Co. 
Tennessee—Memphis 

Mills-Morris Co. 
Tennessee—Nashville 

Keith-Simmons & Co, 
Texas—Austin 

Walter Tips Co. 
Texas—Dallas 

Harrison Smith Co. 
Vermont—Burlington 

Vermont Hardware Co. 
West Virginia—Charleston 

Motor Car Supply Co. 
Washington—Seattle 

A. H. Coates & Co. 
Wisconsin—Milwaukee 

Julius Andrae & Sons Co, 


Are you interested in a distributor’s proposition? 
If so, write us at once. 


THE WHITNEY MFG. CO. 


HARTFORD 





Connecticut 
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( — if 1S More | 
than a beautiful car 


HILE line, trim, finish and upholstery are important to the 
| car owner, the dealer knows that they are never the funda- 
mentals on which the experienced or judicious buyer makes 
his selection. 
The car the dealer wants to sell must be of surpassing mechan- 
ical excellence; it must have an engine that provides outstanding 
flexibility; but above all, it must have an even balance of every- 
thing that makes for pride of possession and economy of operation. 


That this difficult ideal in balanced value has been attained in 
the present Auburn cars is evident by their steadily increasing 
popularity and the enthusiasm and success of Auburn dealers. 


It is not to be wondered at, therefore, that Lycoming engines 
furnish the power for both the Auburn 8-88 and the Auburn 6-66. 


LYCOMING MANUFACTURING COMPANY 
Makers of fine Fours, Sixes and Eights-in-Line 
WILLIAMSPORT :: PENNSYLVANIA 


LYCOMING 


Years Ahead in Automobile Motor Efficiency 



































Christmas packages of brilliant red and green for both “Senior” and “Junior” models. How 
they will sell! - 


- 


They come packed one, two and three dozen to the case. Special Christmas counter 
cards and window stickers packed with each case. 


Should any remain unsold after Christmas, simply tear off the Christmas cartons 
and you will find the standard cartons underneath — ready for your staple 
stock. 


Get your orders in for Christmas wrapped WILLIAMS ACCELERATORS 


to your jobber today. You'll have to hurry. 


Jobbers: Write for a supply of extra Christmas Cartons and 
window display material. Push hard on this Christmas 
business. It’s profitable for your dealers and with 

the new model Fords now in production, it’s 

easier than ever to get. 


WILLIAMS BROS. AIRCRAFT CORP. 


25TH AND POTRERO AVENUE 
SAN FRANCISCO, CALIF. 
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Lower prices 


and. 





Prices of Edison Mazpa Auto 
Lamps are reduced. For instance: 
The new list price of Edison 
Mazpa Lamps No. 63 and No. 64 


is 18c.; of Edison Mazpa Lamp 
No. 1158 is 40c. 


These are merely the most pop- 
ular numbers. There are other re- 
ductionsallalong theline. Revised 
price listswith all details have been 
sent to every Edison Mazpa Auto 
Lamp dealer. 


increased 
discounts 








Feeds so. <P a 





Accompanying thereductionin 
list prices is an increased discount 
to all Edison Mazpa Auto Lamp 
dealers. They now receive 40 per 
cent. discount on purchases of 
50 lamps or more—an additional 
discount of 5 per cent. 


Edison MazpaAuto Lampshave 
always been a most profitable line 
for automotive dealers. The in- 
creased discount makes them even 
more desirable. 


EDISON MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 








